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“Why be a Milquetoast on credit?” 
“It takes a special tack to sell utilities” 





A quick, easy installation 
is assured because 
cover just 


gays Onl 


Another 
Field Tested! APPLETON 
Patent “FIRST” 


Pending 


threadless, aluminum 


APPLETON tntrance Fitting 


Here’s a new APPLETON entrance fitting every contractor will 
like. Needs only a screw driver to apply! No threads! No 
——— clamps! No adapters! No slip fittings! Just slide the hub over 


Fixtures 


Also Manufacturers Of : 


= the conduit, tighten one set screw and the fitting is locked in 
“Eagle Claw position . . . then slide cover along guides after wires are 
Switch Boxes - . saint . ° e,¢ 
threaded, TAP or SQUEEZE, and cover snaps into position. 


Same fitting fits rigid or thinwall conduit. Available in 3 sizes; 
a 14”, 114” and 2”. Additional sizes will be announced later. 
— For full information, write for circular. 
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Federal Pacific Type VFS Switchboards anticipate the increasing 
power requirements of expanding commercial and industrial users 
—and the resulting higher fault currents. ® Fusible switch 
units and current limiting fuses give full protection on 
fault currents up to 200,000 amperes. ® All switches 
interrupt at least twelve times rated current at full 
rated voltage. ™ Isolated switch and bus sections. 


YOU GET GREATER FLEXIBILITY FOR EXPANSION 


Main bus rated up to 5000 a. ® Modular construc 
tion for quick, easy interchangeability or additions. 
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SOLUTION: 


Front accessibility simplifies maintenance and in 
spection. ® Available with a full line of QMQB switches 
and SP-1 Service Protectors through 5,000 amps. 
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= High impact bus supports. @ Steel enclosed. @ Pre. 


punched bolted channel frame 


For complete information write for Bulletin 2100, 
Federal Pacific Electric Company, General Offices: 


Dept. 433, Newark 1, New Jersey— 
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memo 
TO OUR DISTRIBUTORS 


In my March memo Il mentioned that we would have 4 sales 
training package for our distributors: Since then, We 
have exposed this program to our own selling organization 
through 4 series of five regional sales conferences: 


The acceptance, in every case, was overwhelming. 


This package is now ready for our distributors’ use. 
We predict that it will be one of the most enthusias~ 
tically received selling tools ever offered by Square D 


or any other manufacturer in our field. 


The package is 4 six-chapter film story (with sound ) 
titled "200 on Alfred." It covers all the fundamentals of 
sound selling, from proper approach to effective closing: 
Equally important, its good humored treatment of all 
phases of productive selling not only holds audience 
attention put greatly increases retention of basic 


selling procedures. 


The demand for this sales training course 1S heavy - 

We are filling requests on a "first come, first served" 
basis. lI suggest that you contact your Square Dp Field 
Engineer immediately and arrange 4 definite scheduling: 


Sincerely, 


Ww. J. Moriarty 
Manager, Distributor Relations 
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‘Credits and Collections 


RIGHT NOW, weeks after the 52nd 
NAED convention in Dallas, we can 
still hear echoes of “Howdy, pardner” 
and “Hurry back, now,” and all the 
fascinating sights and sounds of the 
big four-day meeting in “Big D” that 
came between the friendly first greet- 
ing and the last warm farewell. 

lo convey some of this convention 
climate and practically all of the de- 
tails of the conclave to EW’s 13,000- 
plus readers, we have devoted 21 pages 
to an on-the-spot coverage designed 
to furnish a “you-are-there” feeling to 
you who were not there. 

In addition to EW’s customary 
word and picture account, there’s an 
added feature in this report. To help 
you see the convention as seen through 
the eyes of an individual distributor, 
Assistant Editor Bill Murray latched 
on to H. L. (Butch) Wilson, president 


of the Thompson-Wilson Co., Atlanta, 
for the duration of the meeting. For 
the distributor’s-eye view results of 
their tandem tour, see page 80. 

For the start of the convention 
report, turn to page 75. Flagging each 
section, you'll find one of these big 


CONVENTION COVERAGE 


Stetsons (ahove), symbolic of big 
hospitality and thinking in “Big D.” 
7. . x 
Speaking of hospitality, the mayor 
of Dallas, Robert L. Thornton, made 
a typically friendly offer in his wel- 

come. 

“If you get arrested,” he said, “and 
I can’t get you out—I'll get right in 
with you!” 

P.S.: There were no takers. 
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ADVANCE BALLASTS 


INDIVIDUAL 
CARTONS 


MORE 
BALLAST 
SALES 


ADVANCE Fluorescent Lamp Ballasts are easiest 
to sell because they are more convenient for your 
customers to use. They are easier for you to stock too. 


For further details on how you can in- The end labels on these convenient cartons enable 


crease your ballast sales with ADVANCE you to instantly identify the catalog number, the 


Fluorescent Lamp Ballasts in modern . 
individual cartons, contact your type ballast, the ballast voltage and other important 


pag yt Saas or write, phone technical data. The boxes are rugged, stack easily, 
and require only a minimum of shelf space. They put 
an end to loose, dangling wires and keep your bal- 
last stock always factory-fresh. This saves you time, 


money and gives you better inventory control. 





ALL HPF BALLASTS CARRYING THE ADVANCE LABEL ARE DESIGNED TO CONFORM TO CBM SPECIFICATIONS 


= 
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“nae | TRANSFORMER CO. 


Fluorescent Lomp Ballosts 2950 NO WESTERN AVE CHICAGO 18. ili USA 
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LETTERS TO THE EDITORS 





What They Are Saying about 


Dear Sirs 

I think 
PRICAI WHOLESALING 1S 
good. All 
great 


the April issue of ELEc- 
unusually 
assisted must have 
of time, for each 


who 
spent a deal 
article is well presented. 
It is my intention 
large group of Graybar people at a 
Cleveland that this 
issue is worthy of care- 
retention for refer- 


to remind a 


meeting in 
particular 
ful reading and 
ence 

R. B. SAyRi 
VICE PRESIDENT 
GRAYBAR ELECTRIC CO 


NEW YORK, N. Y 


Dear Sirs 
Your 
standing in its makeup as a report on 
the “State of the Industry The arti- 
were well-written, informative 
and constructive 

We would like to 
extra copies for distribution 


April 1960 issue was out- 


cles 


obtain three 
Give our regards to the entire staff 
for a job very well done 
( I WooDHOUSI 

PRESIDENT 
BRADY SUPPLY 
FLMIRA, N. ¥ 


CORP 


Dear Sirs 

Truly an 
thought-provoking 
ing in the '60s,” which appeared in the 
April ELECTRICAL WHOLE- 
SALING 

This should be shared by 
people 
accordingly 
reprints to my 


excellent and most 


article, “Succeed- 


issue of 


manayge- 
and I 
your 


personal 


ment everywhere 


would appreciate 
sending 75 
attention 

I assume there will be a charge for 
this 
that 


as soon as possible 


and I feel the article is so good 

I wish you would rush it to me 

without first ad- 

vising the reprint cost. 
C. I. SCHNEIDER 

PRESIDENT 

ELECTRO LIGHTING CORP 

CHICAGO, ILI 


Dear Sirs 

We would appreciate it very much 
if you would send us three copies of 
the article, “Succeeding in the ‘60s.” 

M. H. SHARLIN 

PRESIDENT 
DOMINION ELECTRIC 
ARLINGTON, VA 


SUPPLY CO 


6 


Dear Sirs 

How may I obtain about 30 copies 
of the article in your April issue en- 
titled, “Succeeding in the ’60s?” 

J. D. CRalGc 

PRESIDENT 
GENERAL INDUSTRIAI 
FORT WORTH, TEX 


SUPPLY CORP 


Dear Sirs: 

Point #3, “Agents Will Provide 
Increased Competition” of the article 
entitled, “What’s Ahead for Electri- 
cal Distributing?” April 1960 issue 
(page 86) seriously maligns a 
good percentage of the manufac- 
turers’ representatives in the electri- 
cal construction material field 

Ask yourself this question: why 
have the number of sales agents in- 
creased over the years? The answer 
can only be—there is an economical 
need for their services 

Why do 10% of the electrical man- 
ufacturers who advertised their prod- 
uct lines in your April issue employ 
sales agents? There can only be one 
answer—because the sales agent gets 
the job done, and economically so. 
Your article in effect says to these 
10% electrical wholesaler advertisers 

“Gentlemen, you just don’t know 
how to run your business.” 

The agent’s warehouse, per se, is 
not an evil. It permits the manufac- 
turer to speedily serve his wholesaler 
customers. It allows the East Coast 
manufacturer with a Chicago ware- 
house to compete on a service basis 
with the midwestern manufacturer 
I'll grant you that there are evils con- 
with warehousing, but 
work for the manufacturer 
should and completely control 
the operation of his sales agent 

I predict the continual growth of 
the electrical and for 
these reasons: 

1. He must sell to 

prosper 

He is an agent 

knows how to 

sell, and what to sell 

The one item in manufacturing 

and distributing costs that has 

not increased over the years, 

(probably has actually  de- 
manufacturer's 
employs 


agents 
who 


nected 


can 


sales agent, 


survive and 
bec ause he 


sell, where to 


creased), is the 


sales costs when he 
sales agents 
Your article is grossly unfair to the 


sales agent. You make unsupported 


injure’ the 
large group in the 
industry. In all fairness, 
you should prove your statements or 
retract them. 


statements that could 
standing of this 


electrical 


HARRY J. KAHN 
HARRY J. KAHN 
ELECT’L SALES CO. IN¢ 


CHICAGO, ILL. 


© An editorial touching on 
the points raised by Mr. Kahn is to 
be found on page 8 


some OF; 


Dear Sirs 

I would like to give you my 
comments on the report by 
these comments among 
tions of the report, because the infor- 
mation it contains many var- 
ied subjects. 

As for what is ahead in the general 
economy in the wholesale 
business, in particular, and 
upon the predictions of 
the general economy of the country, 
I believe that the whole- 
saler is in for a steady 
growth. I believe, however, that be- 
cause of the many new firms that will 
open for business during the "60s, as 
well as the expansion of some of the 
firms already in business, that there 
will be a real struggle among distrib- 
utors to maintain their proportional 
share of the total business available 

I believe that the biggest problem 
which any distributor will 
face in the future, as far as growth is 


dividing 
several sec- 


covers 


electrical 
based 


economists’ 


electrical 


increase In 


electrical 


concerned, is the problem of decid 
ing just how large to become and just 
what place each company and each 
branch to play in the total 
electrical wholesaling economy of a 
particular 

During the 
company has 


wishes 


area 


past two years, our 


made very detailed 
most profitable 


reaching the 


studies as to the size 


operation 
of diminishing returns. At the present 
time, we find that there are two pla- 
teaus—one on an annual volume of 
approximately $300,000 and another 
on an annual volume of approximate- 
ly $500,000, which will produce the 
profit on the 

construction 


before point 


greatest over-all net 
handling of 
materials 
Many distributors have attempted 
to add appliances, television and ra- 
dio sets and other similar items to in- 
crease their volume. Our studies have 
shown that often this type of item 


electrical 
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"Succeeding 


can cost a distributor more than it 
can make in the terms of increased 
profit. In an attempt to prove this 
point, in the year 1959, we removed 
all unrelated items, such as appli- 
ances, air conditioners, television sets, 
radio sets, lawn mowers and such 
items from one of our electrical sup- 
ply businesses. The volume on this 
business fell almost 50% during tue 
year 1959. Yet, at the same time, the 
net profits for the business increased 
40% over the preceding year. 

I make this point merely to show 
that the most important decision fac- 
ing electrical wholesalers is one of de- 
ciding when they have reached the 
position of the most efficient opera- 
tion beyond which the addition of 
lines and products to increase volume 
is One of diminishing returns 

I believe that many electrical dis- 
tributors must decide that they have 
a certain definite position in the econ- 
omy—the large chains will occupy 
one position, the large independents 
will occupy another. There are other 
positions which can be occupied by 
smaller operations that can make 
very profitable returns for their own- 
ers. But when small operations begin 
to think in terms of competing be- 
yond their field of endeavor, some- 
times the results are on a _ no-profit 
basis for the operation; whereas, if 
the business had remained smaller, he 
could have had considerable profits 
for his efforts. 

Perhaps the most important one 
single item that your article points up 
is that this is the time for decision in 
the direction in which an operation 
will go. It is a time of decision to 
make sure you use all of the better 
business principles concerning the 
proper granting of credit and the 
realization that money tied up in past- 
due accounts is a cost of doing busi- 
ness, and the customers who require 
their accounts to be carried on past- 
due basis should be the ones to pay 
for this in the form of service charges. 

Another great decision which the 
electrical distributor faces is one of 
knowing his cost of business and try- 
ing to secure a fair profit for his serv- 
ices that he adds to the cost of the 
products. I believe that it is a time of 
decision in maintaining qualified per- 
sonnel and making a closer analysis 
of salesmen and their operation. It is 
a time in which each salesman must 
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in the ‘60s’ 


be made to carry his part of the cost 
of the load of the business. And un- 
less a salesman can produce in the 
form of gross profits at least twice as 
much as the cost of the salesman to 
the company, some decisions are 
going to have to be made either to 
increase the salesman’s sales or to 
make some changes in his territory or 
changes in personnel. This is all tied 
directly to an increased need for bet- 
ter sales training and selection of the 
type of merchandise the salesman is 
capable of selling. 

The warehousing trend is already 
underway and unless efficient opera- 
tions are set up in the form of ware- 
house expense, a distributor cannot 
long survive. The same applies to of- 
fice expenses. 

Unfortunately, in the past years, 
the cost of operating offices of whole- 
salers has gone up considerably faster 
than the increase in the profits of the 
business. And unfortunately, many 
distributors do not know exactly what 
their operating cost is as broken down 
into office expense and other depart- 
ments of their business. Furthermore, 
there are many distributors who do 
not know which items they are han- 
dling on a profitable basis; neither do 
they know what the items are of their 
own expenses which are in excess of 
those that are usually borne by the 
average wholesaler. 

Even though automation in offices 
looks to be expensive to some distrib- 
utors, I do not see how any distribu- 
tor of any reasonable size can, in the 
future, afford to obtain the informa- 
ton that he will need on sales, prod- 
uct analysis, the aging of past due 
accounts and certain inventory con- 
trol, unless the office is mechanized. 

To do those essential things that I 
believe will be necessary for the suc- 
cess of most businesses during the 
future years in any way except by 
mechanization will be prohibited. 
However, it is extremely important 
that any distributor going into office 
mechanization make a fair study of 
his problems, and install the equip- 
ment on a basis which will enable him 
to adapt various problems to the 
equipment in a progressive manner 
so as to be sure that the equipment 
is producing the desired results rather 
than looking at the jobs that the ma- 
chines will do and trying to make 
them do everything that they are 





EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 








capable of doing, even if some of the 
operations are not essential or some 
of the information is not essential to 
the decisions and success of manage- 
ment. 

I would like to commend you on a 
full and forthright presentation on 
the problems as you see them as they 
face the electrical wholesaler in the 
next 10 years 

As one final comment, I would 
like to comment on the decision to 
build or to rent as it applies, in my 
opinion, to the smaller independent 
electrical distributors 

During our early years, we did not 
feel it was necessary or desirable to 
build and own our own buildings. 
However, as business increased and 
as those of us in management became 
more aware of building our personal 
incomes for the future, it was decided 
that we would begin to construct 
warehouses for our own operations 
This was done, however, through a 
separate corporation and it was done 
in the beginning by investing a mod- 
est amount in real estate. As soon as 
we were able to pay for the real es- 
tate, the building was constructed and 
we were able to obtain loans on the 
combined building and estate 
which covered the construction 
of the building 

We found that during the first few 
years, the rental income caused us to 
little tax because of depre 
ciation and other interest factors in- 
volved as offsetting items. By the 
time the income tax on the building 
income became an important item, 
we had enough period of 
years since the original construction 
to where it did not present a prob- 
lem. We found that, if mecessary, 
after a period of four or five years, 
that the building could be re-financed 
and the additional funds used to pur- 
chase additional property for the 
construction of other buildings to be 
used by the other stores in our chain 
This is a pyramiding process that | 
would recommend for those who are 
operating branch stores and, if we 
have our choice and have the funds 
available for construction, we will 
never rent again from anyone than 
from one of our own companies. 


CHARLES A. WOMACK 


& SUPPLY CO. IN¢ 


real 


costs 


pay very 


cover ed 


WOMACK ELECTRIC 


DANVILLE, VA 





TIMES and TRENDS 
Dallas Was Idea-ville 


We rate the 52nd NAED convention top-notch for two reasons in particular: 
(1) “Let’s Swap Marketing Ideas” and (2) Dallas. This is not to overlook the other 
memorable sights and sounds, but these two gave the meeting a special character. 

Taking Dallas first: here is a dramatic new city throbbing with growth, vitality 
and friendliness. For all conventioneers, the opportunity to visit this metropolis 
should have been a fulfilling experience in itself, and one not afforded by a sojourn 
to one of the more familiar convention cities. 

The “Let's Swap Marketing Ideas” session was for most distributors, we suspect, 
the program high point. An amazing amount of know-how was compressed into 
2% hours of rewarding listening. The value of this information is of such magni- 
tude that we are publishing the proceedings almost in their entirety (page 84). 





To Warehousing Agents—an Offer 


If letters (page 6) and comments from distributors at the NAED convention re- 
flect a general reaction, then the “Succeeding in the ’60s” special report (EW 
April ’60, p. 83) has attained a high level of readership, respect and retention 
perhaps the highest of any issue to date. We report this response not to pat our 
own backs, but simply to reaffirm the fact that our constant editorial goal is service 
to the reader—the electrical distributor 

As anticipated, exception to one point in “Succeeding in the °60s” was taken 
by several agents and manufacturers. What troubled them was our contention, 
based on an analysis of reliable information, that the sharp growth in agents’ 
warehousing facilities is a significant and questionable marketing development, and 
one that could produce grave consequences for the distributor. 

One agent wrote, “The agent’s warehouse, per se, is not an evil.” From the 
perspective of many agents and manufacturers, this is no doubt true; local ware- 
houses seemingly are competitive necessities. But from the perspective of the 
full-functioning wholesale distributor—which, we should add, is our perspective 
a local warehouse operated by an agent or a manufacturer represents a potential 
peril, if not a present one. The reasons are summed up by this quotation: 

“ ... The wholesale distributor performs many important functions, but main- 
taining a stock of goods is the most important. In fact, nearly all of the other 
functions revolve around that one, so anything that threatens the distributor's 
function of carrying a stock of goods is a threat to his existence. Wholesalers who 
encourage and pursue practices that minimize the stock-carrying function are 
committing commercial suicide by slow poison. ...” 

These words, which are not ours, were published in the February 1955 issue of 
ELECTRICAL WHOLESALING. They offer, to our way of thinking, an immutable 
truth. If the electrical distributor is to survive in his present form and not de- 
generate into a broker, then he must stock—and not let anyone else do it for him. 

In making these unequivocal statements, we recognize, however, that it is gray 
and not black and white that predominates in marketing practice. As an example, 
there is too often a tendency among distributors to preach one thing and practice 
another. This has particular pertinence when applied to the local warehouse prob- 
lem. Further, we recognize, in retrospect, that it is unfair to examine one question- 
able practice in isolation from related ones. Manufacturers’ local warehouses and, 
to a lesser extent, consigned stocks in distributors’ warehouses should be viewed 
in the same critical light as agents’ warehouses. 

Hence, out of fairness, we make this offer: if warchousing agents believe their 
stocks are justified by economic need, that they contribute to marketing efficiency 
and that they serve the best interests of distributors, we'll give them space to state 
their case. All they need do is submit a statement to us for publication. If we’re 
flooded with statements, we'll publish the best of the lot or excerpts from all those 
received. The net result will be as many pages in EW expressing the warehousing 
agent viewpoint as there have been recently questioning it. 


pth 
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FACTS and FIGURES 


ELECTRIC HEAT 


BASEBOARD HEAT 

BB-2408 

7'”" high, 22” deep in 48 
and 32” sections; built-in tem- 
perature control; corners, blanks, 
receptacle sections; removable 
front panels; ideal where decor- 
ative appeorance is essential. 


RADIANT WALL HEATER 
(Models RW-1215, RW-1210) 


Features Fasco's ““Fast-Glo” ele- 
ment. 32%” high by 8%” wide, 
recessed 3'2” and protrudes 
%,” into room; head-to-toe 
warmth; reaches full operating 
temperature in several seconds; 
two sizes — 1500 and 1000 
watts; ideal for bathrooms. 


FORCED AIR HEATERS 
(Models FW-2415, 2420, 
2430, 2440) 


22%” high; 10” wide recessed 
into wall 4° while protruding 
into room 1%”; four wattage 
sizes in 240 volts, 1500, 2000, 
3000, 4000 watts; ideal for 
basements, recreation rooms, 
gorages, hallways, kitchens and 
large living creas; baked en- 
ame! finish. 


RADIANT CABLE 
( CC-2250 thru CC-2265) 


15 sizes for 240-volt operation 
ranging from 400 watts (150 
feet) to 5000 watts (1820 feet); 
suitable for use in ceiling of dry 
wall or plaster, or imbedding in 
concrete slab; each size color 
coded, covered with vinyl insula- 
tion and tough nylon jacket. 
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Fasco offers a complete new home-heating combination scientifically 
designed on a room-by-room basis available as a complete system 
or for supplementary heat, in baseboard sections, radiant wall insert 
heaters, forced air wall insert heaters, radiant cable, precise controls 
and accessories. 

This line features the progressive slim-trim styling and practical 
installation now in demand among heating contractors and builders 
Units are 100 
without drafts 

It will pay you to check into Fasco 


efficient, give clean, even heat silently and quickly 


easiest heat you ever installed 


—most satisfying to your customers, too! 
first 


with 
the 
finest... 
Always! 


FULL LINE 
FOR 
HOME HEATING 
BY 


v 


>» < 


FASCO INDUSTRIES, INC. 


Rochester 2, New York 


North Union at Augusta « 


Please send additional information on FASCO electric heat 


Nome 
Address 


City State 








TOP OF THE NEWS... and its significance to you 





Wholesaling Norms 


Duke Power 
Sponsors Panel Plan 


Leased Lighting 
Plan Announced 


Wire Prices Rise 


Overproduction of 
Copper Feared 


Last Holdout Favors 
industrial Distribution 


San Francisco 
Distributor Consolidates 


Heavy Electrical Equipment 
Makers Feel Price Tremor 


Steel Production 
Slides—Way Down— 


Square D Head 
Resigns Post 





The Electrical Manufacturers Credit Bureau reports the “1959” 
Financial Norms of the Electrical Wholesaling Industry,” after ana- 
lyzing more than 750 financial statements for the fiscal year ending 
December 31, 1959. The national norm for the electrical wholesaler 
shows current assets are composed of: cash—8.4%; receivables— 
41.8%; inventory—49.7% . Working capital ratio is 2.33 to 1, with 
an inventory turnover of six times a year. Average gross profit shows 
18.3% and net profit before taxes shows 3.3%. 


Another southern utility has jumped on the “Correct and Capitalize” 
bandwagon (EW Apr. °60, p. 167) with the adoption of a “House- 
power Panel Plan.” The plan, introduced by Duke Power Co., Char- 
lotte, N.C., provides a total-electric home owner with a 150 or 200- 
amp panel, circuit breakers, and a fixed payment for the riser, if he 
meets residential all-electric rate requirements. 


A nation-wide leasing plan by which fluorescent lighting can be 
installed in old or new buildings on a 5-year rental or time-payment 
plan has been introduced jointly by Smithcraft Corp. and General 
Electric Credit Corp. According to the plan, the user may choose 
his own electrical contractor. Payments by the user are made to GE 
Credit Corp., and Smithcraft pays the distributor and contractor. 
For details see page 122. 


A substantial increase in wire prices has been reported by a leading 
trade source. Other price increases noted include two lines of lighting 
fixtures, and one manufacturer’s line of wiring devices. 


An executive of the Anaconda Co. has reported that world overpro- 
duction of copper is likely to develop soon. Clyde E. Weed, chair- 
man of the company, said the chief problem confronting the copper 
industry stems mainly from the fear that with strikes settled in the 
U.S., new mines in production and with operations normal in other 
countries, a cycle of overproduction might develop in the near future. 


A major manufacturer of machine tools, Pratt & Whitney Co., Inc., 
has announced it is shifting from its lonesome role as the last impor- 
tant holdout against the industrial distribution system. The company 
reportedly has begun to screen and name industrial distributors to 
carry its full line of tools and gauges. 


The San Francisco Lighting & Supply Co. has announced its consoli- 
dation with The Incandescent Supply Co.—Phillips & Edwards Elec- 
trical Corp. The San Francisco company will be operated as a resi- 
dential lighting and commercial lighting fixture division. 


A manufacturer of heavy electrical equipment reports that prices 
are “really in complete chaos, running 25% to 30% less than in 
1957.” According to W. M. Scott, Jr., president of I-T-E Circuit 
Breaker Co., “prices for heavy electrical equipment are as bad as 
the ‘white sale’ in 1955.” 


The nation’s steel mills have cut production to the lowest level in a 
period un-affected by strikes since Christmas time, 1958. Output last 
month was slated at 2,042,000 tons, 71.7% of capacity. 


Gordon Patterson has resigned as president of the Square D Co. How- 
ever, he said he would remain a director of the firm. Patterson has 
been replaced by Lawrence G. Maechtlen. 


ELECTRICAL WHOLESALING—June, 1960 





CHANNEL MASTER 








CHANNEL MASTER CORP. 
ciiets Laborato, 
eM 


reat ete 


INSPECTED 


ELECTRICAL METALLIC TUBING 
, ISSUE NO. EN-7/ 


Channel Master Aluminum EMT provides the advantages you 
want. It costs less to buy... looks better longer ...speeds up the job! 


For a price below that of steel, you can have Channel Master 
Aluminum EMT, the lightweight tubing that stays good looking 


.-.mirror bright, mirror smooth...inside and out. Aluminum EMT 
won’t ever show its age. 


Packaged in standard 10-foot lengths, chamfered at both ends, 
it is also easier to cut, bend, and put together. The hard-drawn, 
seamless raceway facilitates fishing and wire pulling. Standard inside 
and outside diameters match all U.L. approved EMT fittings. 


Profitable Channel Master Aluminum EMT franchises are still 


available. Write or wire immediately to find out if one is open in 
your area. 


CHANNEL MASTER CORP 


ELLENVILLE. NEW YORK 





NEW PRODUCTS 





Circuit Breaker 


For residential, commercial and 


light industrial use 
New expanded 
handles, on 2 and 3-pole models run- 
ning full width of breaker, which 
provide extra gripping area for easier 
maker Also 


isolating air barriers, 


design incorporates 


manual operation says 
featured are 
new low instantaneous trip and load 
venting. Available in two 
basic models. EQ-P for plug-in con- 
nection and EQ-B for bolted connec- 
tion. Ratings from 10 through 100- 
amps continuous-current at 120 and 
240-v ac. One, 2. and 
available. e I-T-E Circuit 
Co., Philadelphia, Pa. 


side arc 


3 pole models 
Breaker 


Fence Light 


Floodlight type designed for pro- 
tective purposes 


For protection of property, type PLB 
fresnel floodlights provide a band of 
light completely around an area. Units 
combine wide horizontal beam spread 
with narrow. vertical 
Mostly fence lighting, each 
floodlight can be mounted on a pole 
approximately 30-ft trom fence. Can 
be furnished for use on either multiple 
(for short fence lines) or series (for 
long extended fence lines) 
and for cross-arm or pipe mounting 
e Crouse-Hinds Co., Syracuse 1, 
N.Y. 


beam spread 


used for 


circuits, 


Lamp Holder 


All-weather type, designed for op- 
eration under varied conditions 


New, all-weather holder designed to 
accommodate PAR-64 5S00-w lamps 
provides trouble-free operation under 
most severe conditions, maker says 
SSNB series holder is said to have 
excellent heat dissipation qualities, 
plus sturdy visor for better lens pro- 
tection. Base of knuckle mounting has 
%4-in thread, which is notched to pre- 
vent loosening when holder is used 
in high vibration areas. e Killark 
Mfg. Co., St. Louis, Mo. 
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Fusible Main 


New 200-amp door operated switch 
designed for residential use 


Designed to control various home ap- 
pliances. Width: 14%%-in. Unit is 3- 
pole, 2-fuse, solid neutral, 120-240-v, 
ac service equipment device, and has 
2,4, or 6-plug fuse circuits. Also plug 
fuse receptacles can be used for 240-\ 
heater circuits or 125-v. Available in 
either surface or flush mounting with 
deadfront construction. e The Wads- 
worth Electric Mfg. Co., Inc., Cov- 
ington, Ky. 


Lock-Cover Assembly 


Features die-cast aluminum snap- 
caps and aluminum cover plate 


New, weatherproof lock-cover assem- 
bly is said to be tamper-proof. Unit 
offers protection against unauthorized 
use of electrical equipment and/or 
control over operation of special cir- 
cuitry, machines, tools, or appliances 
One-gang WSL-1, comes complete 
with rubber mat, self-sealing rubber 
gasket, mounting screws, lock and 2 
keys. Two-gang WSL-2 comes with 
two individual snap-type lock-covers. 
Both may be had with choice of 
duplex switch, duplex receptacle or 
any switch/receptacle combination. 
e Perfect-Line Mfg. Corp., Hicks- 
ville, L.I., N.Y. 





Safety Light 


Unit turns on automatically when 
electric power fails 


Unit, called Astro-Lite designed for 
home or commercial use, is suitable 
for conditions where accidents may 
occur. Light has automatic switch that 
cuts on immediately when electricity 
goes off. Available in 4 colors, made 
of shatter-proof styrene, measures 
6'2 x &-in. @ Astronautics Engineer- 
ing Corp., Hialeah, Florida. 


POS-E-KON CONNECTOR 


Connectors 


Designed for application with flat 
conductor cable 


New Pos-E-Kon 
Connections) will 
space, while affording design engi- 
neers more flexibility and reliability 
in circuitry. Application can be made 
to shielded printed circuit 
boards, and standard round wire. Pos- 
E-Flex connectors, for commercial 
equipments, are designed for low 
voltage wiring applications. Adaptable 
to a broad range of conductor sizes 
and spacings. e The Thomas & Betts 
Co., Elizabeth 1, N.J. 


(Positive Electrical 


save weight and 


cable, 


Heaters 


Designed for residential use where 
extra heat is needed 
New line of built-in, fan forced 
heaters designed for fast, easy instal- 
lation in “add-on-rooms, basement 
family rooms, shops, or in areas where 
extra heat is needed, maker says. 
Units automatically circulate warm 
air throughout room. Built-in thermo- 
stat gives automatic room tempera- 
ture control. Frame fits inside main 
box eliminating hot air leakage be- 
tween heater and wall. Four models 
in new line, ratings from 1500 to 
4000-w, 240-v. Units are 2054 -in high 
x 16-in wide, 4%4-in deep. @ The 
Emerson Electric Mfg. Co., St. Louis, 
Mo. 


Ceiling Fixture 


New concept, called "Corona," 
in fluorescent ceiling fixture 


Features include, solid walnut frame, 
red birch baffles, white styrene dif- 
fuser, varied sizes, gives appearance 
of being recessed fixture, can be 
mounted on ceiling or dropped below 
ceiling, extremely shallow and _ ideal 
for low-ceiling areas, light is of low- 
brightness and evenly distributed, en- 
tire shielding assembly swings down 
for easy cleaning and _ relamping. 
e Lightolier Inc., Jersey City, N.J. 
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Individual cartons of couplings 
and nipples are shipped in 
master cartons for additional 
protection and easier handling. 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY —--— COLUMBUS, OHIO 


PIPE COUPLINGS «- PIPE NIPPLES « ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS © WALL PLATES 
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NEW PRODUCTS 





Trenchduct 

Suitable for cellular steel deck or 
in concrete floors 
Made from 14 gauge steel and pro 


tected against corrosion by 
finish. Can be furnished in special 


Organic 
designs to meet requirements, but 
usually furnished in 8-ft long sections, 
in widths of 9-, 10-, 12-, 18-, and 
24-in, and in 2'2-in depth. Cover 
plates range from “i«-in to 1% 
made in sections | 


in in 
thickness, are 
2-, or 4-ft long, of aluminum or steel, 
and feature molding to protect floor 
finishing material. e Walker Brothers, 
Conshohocken, Pa. 


Indicator Lamp 


Rated life greater than 
lamps, maker says 


normal 


New long-life electronic indicator 
lamp and associated socket has rated 
life ten times greater than normal 
lamps, manufacturer claims. Included 
in the new combination are a rede- 
signed indicator lamp 
plastic color lamp caps, multi-socket 
strips for panel mounting, and single 


flat-top end construc- 


short base 


sockets. New 
tion permits relocation of the fila- 
ment, greatly 
candles and is said to provide up to 
60% more light. Available in stand- 
ard 4, 6, 10, 12, 16, 24, and 28-v 
sizes. Ratings are 35 to 45 ma. End 
foot candles range from 200 for 4-v 
lamp to 1285 for 28-v lamp 

* Lighting Products Div. Sylvania 
Electric Products Inc., N.Y.C. 


increasing end foot 


Miniature Switch 


Unit is half as large as conventional 
switch 


Miniature electrical switch, called 
‘Snapac”, rated 10-amps for use in 
industrial and commercial circuits. 
Single pole, double throw device, 
model 760 is available in 3. types: 
760-101 pin plunger, 760-201 lever 
action, and 760-301 bushing mount. 
One mounting hole provided, with 
provision for gang mounting. e Con- 
trols Company of America, Appli- 
ance and Automotive Div., Schiller 
Park, Il. 
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Safety Switches 


Units can be installed with line lugs 
at top or bottom 


Red-handled safety switches rated 
100-amps. When line conductors 
enter switch from below, new fea- 
ture eliminates need to loop wires 
full length of enclosure, thereby re- 
ducing amount of wire used to com- 
plete installation. By means of simple 
modification, switch mechanism and 
on-off 
closure itself is then inverted so that 
line lugs are at bottom, while out- 
wardly device maintains its conven- 
tional operating position—handle is 
moved up for on, down for off 
e General Electric Co., Circuit Pro- 
tective Devices Dept., Plainville, 
Conn. 


nameplate are reversed. En- 


Switchboard 


Unit said to handle service require- 
ments up to 5,000-amps 


VSF distribution switchboard — will 
meet all operating requirements up 
through 5,000-amps. Using QMQB 
switches for applications up to 1200- 
amps and SP-1 service protectors for 
applications up through 5,000-amps; 
switchboards designed especially for 
use in medium and large commer- 
cial, institutional and industrial build- 
ings, where service needs range from 
600 through 5,000-amps, 250 and 
650-v. e Federal Pacific Electric Co., 
Newark 1, N.J. 


Accent Lights 
Three new units available for ceil- 
ing mounting 


Model No. V-5002 is adjustable eye- 
ball type for use with R-30 75-w spot 


or floodlight. Fixture is surface 
mounted and adjusts 45-deg from 
vertical, 359-deg rotation. Finish is 
satin aluminum, copper or 
Model No. V-6225 is single adjust- 
able bullet, and V-6255 is two-light 
adjustable bullet. Both are 12%-in 
long and will accommodate R-40 
150-w flood or spotlights. Finish is 
polished brass or satin aluminum. 
e Virden Lighting Div., John C. Vir- 
den Co., Cleveland, Ohio. 


brass. 


Clamp 


Designed for anchoring service en- 
trance masts to structures 


Called Adjusto-clamp, unit has what 
is said to be exclusive sideways ad- 
justability which allows straightening 
mast after installation, or aligning 
mast with meter socket. Designed as 
split clamp, new unit is made of 
pressed steel and is hot galvanized. 
* Porcelain Products Co., Carey, O, 


Recessed Fixtures 


Said to need no screws, nuts or 
bolts for assembly 


All components of new snap fixture 
are designed to snap into place quickly 
and easily, maker says. For new con- 
struction, mounting straps snap onto 
frame and are nailed between joists 
No framing is needed, manufacturer 
claims. Two 100-w models available 
Model 1082 has square 9-in housing 
Model 1083 has rectangular 7-in x 
10-in housing. 150-w unit, model 
1084, has square ll-in housing 
e The Emerson Electric Mfg. Co., 
St. Louis, Mo. 


Combination Fan 


Unit is combination heater, light, 
and ventilating fan 
New ceiling-type heater, light, and 
ventilating fan combination designed 
for use in bathrooms. Model 5412 
unit includes 3-way switch plate, is 
prewired and harnessed, has polished 
aluminum control panel, 3 separate 
switches to actuate blower, light and 
heater, and red pilot light tied in series 
to heater and fan. Balanced lighting is 
provided by 2 lamp sockets. ¢ Leigh 
Building Products Div., Air Control 
Products, Inc., Coopersville, Mich. 


Cutout Boxes 


For general purpose indoor appli- 
cations 
Units designed as wiring enclosures 
for installations where box for surface 
mounting is needed to serve as a junc- 
tion, service, switch, panel or cutout 
box. Boxes, made of heavy gauge 
steel, have folded-in corners. Units 
are type A-NEMA 1 and are UL 
listed. Covers riveted to ear-type 
hinge, and sides of box 
around all 4 sides, for added protec- 
tion of wiring components, maker 
says. e Keystone Mfg. Co., Warren, 
Mich. 


telescope 
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MAKES RUGGED 


cat. no. 7313 

3-WIRE CONNECTOR BODY 

20 AMPS., 250 VOLTS, A.C. OR D.C. 
10 AMPS., 600 VOLTS, A.C. 





Ever since it was first in- 
vented and introduced by 
Harvey Hubbell, Inc. back 
in 1930, ‘“‘Twist-Lock”’ has 
provided greater conven- 
ience, safety and efficiency 
in the operation of motor 
driven tools and other port- 
able electrical apparatus. 
The locking action insures 
positive contact in spite of 
rough treatment, heavy vi- 
bration and other conditions 
that might cause down-time. 

Today, ‘“‘Twist-Lock”’ is 
supplied in types, sizes and 
ratings to fit every industrial 








HUBBELL 


cat. no. 7311 


3-WIRE CAP 
20 AMPS., 250 VOLTS, A.C. OR D.C. 
10 AMPS., 600 VOLTS, A.C. 


and commercial application. 
Units are available in 2, 3, 4 
and 5-wire sizes. Every cap 
and connector body from 10 
ampere to 50 ampere is avail- 
able with “Seal-Tite” rub- 
ber covers for weatherproof- 
ing purposes, protection from 
dust and dirt, or from hard 
knocks and rough usage. 
Regular “‘Twist-Lock”’ units 
are supplied grounded and 
not grounded. Special non- 
interchangeable grounding 
types provide protection for 
15 ampere, 125 volt or 277 
volt applications. 


HARVEY 


INCORPORATED 


BRIDGEPORT 2, CONNECTICUT 


In Canada: Scarborough, Ontario 
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engineering 
news 


HARVEY HUBBELL, INCORPORATED 


Engineering Department 


“Twist-Lock” offers many wiring fea- 
tures which simplify installation, elim- 
inate costly service call-backs, and 
provide dependable trouble-free life. The 
following are standard features of all 
regular “‘Twist-Lock”’ units: 


Heavy Duty 
Construction 

SOLID BRASS 
MOLDED-IN INSERTS 
HOLD CONNECTOR 
BODY TOGETHER 
SECURELY 


Trouble-Free 
Wiring 

UPSET BINDING 
SCREWS CAN'T 
COME OUT! 


“Bed-Rock” Blade 
Stability 

BLADES SOLIDLY 
ANCHORED WITH 
MOLDED-IN KNURLED 
RIVETS 

LARGER SPUN 

OVER AREA 


“Speed-Easy” 
Wiring 

Convenience 
HEAVIER SCREWS 
LARGER BINDING 
HEADS 

TERMINALS RECESSED 
IN CAP FOR EXTRA 
WIRING ROOM 


Armor Plate 
Protection 

RUGGED STEEL 
ARMOR PLATE SHELL 
FOR MAXIMUM 
PROTECTION 
AGAINST BREAKAGE 


Adjustable 
Cord Grip 
HEAVY 
ADJUSTABLE 
CORD GRIPS 
TAKE STRAIN 
FROM 

BINDING SCREWS 





ARCS AND SPARKS 





A Distributor Salesman Replies 
To a Utility Purchasing Man 





Action and Reaction 


When we published excerpts from 
a speech by a prominent utility pur- 
chasing manager in our April 1960 
issue (page 20), we hoped to spark 
a distributor rebuttal. The reason: the 
utility man—George H. Cole, man- 
ager of purchases for Alabama Power 
Co.—raised some questions on dis- 
tribution that challenged the 
electrical distributor’s position on sales 
to utilities. Within a few short weeks, 
a 3-page, single-spaced reply to Mr 
Cole was in our hands and is pub- 
lished in its entirety here. The author: 
Ronald T. Strong, engineering and 
sales representative for Electrical Sup- 
plies Distributing Co., San Diego, 
Calif. Mr. Strong’s varied—and un- 
usual—background is as follows: he 
is a graduate of the University of 
California (Berkeley) with a B.S. de- 
gree in Electrical Engineering. Before 
and after graduation, he was employed 
by the Portland Railway, Light and 
Power Co. in engineering 
capacities. Following World War I, 
he joined the sales force of Westing- 
house Electric Corp. in Chicago and 
accumulated 34 years of 
application engineer, branch manager 
and division sales manager before re- 
tiring in San Diego in 1953. Mr. 
Strong also had 37 years service in 
the U.S. Naval Reserve, including 2 
years active duty at sea in World War 
I and 5 years active duty in World 
War II, during which he was beach 
master at the assault landings on Attu, 
Kiska, Roi-Namur (Kwajalein), Guam 
and Leyte and in the occupational 
landings on the northern Japanese 
island of Hokkaido. He was awarded 
the Legion of Merit, the Bronze Star 
and various other commendations for 
combat service and is now retired with 
the rank of Rear Admiral. He is the 
author of several articles in technical 
journals 


costs 


Various 


service as 





Dear Sirs 

In your April 1960 under 
the headline “Utility Buyer Looks at 
Prices” (page 20) appear excerpts 
from a talk by George H. Cole, manag- 
er of purchases for Alabama Power 
Co. Without prejudice to Mr. Cole, 
since excerpts only from his speech 
are printed and since these excerpts 
obviously apply principally to pricing 
by manufacturers, | would like to pre- 
from another 


dis- 


issue, 


comments 
that of the 


sent a few 
viewpoint, 
tributor. 

Perhaps I should first qualify my- 
self as having gained some slight 
knowledge of the subject through 34 
years as sales representative of one 
of the “great” electrical manufac- 
turers” (not the one mentioned by Mr. 
Cole), followed by the last 6 years 
as engineering and sales representa- 
tive of the largest electrical distribu- 
tor in Southern California 

In Question No. 1, Mr. Cole first 
acknowledges the contributions made 
by the distributor, both to the com- 
munity and to his company. He then 
asks in effect why the manufacturer 
should not sell to the utility at a 
lower price than the distributor be- 
cause of the economic difference in 
the services rendered. There is one 
very simple answer. If that is done, 
the distributor will get no orders and 
his services, in that particular product 
and ultimately in all products, will be 
lost to the utility and to the manu- 
facturer. 

Whether the distributor’s services 
are worth the economic difference is 
another argument. But it is sure that 
the manufacturer and the utility can- 
not have their pie of distributor sales, 
stocks and services if at the same time 
they try to eat that pie through direct 
sales whenever a large order is to be 
placed. 

Mr. Cole’s second question has to 
do with the equity of “uniform desti- 
nation prices” over the country. Under 
the “Jones pays the freight” policy, 
the close-to-the-source user, of course, 
helps to pay the freight for the distant 
user. On the other hand, the F.O.B. 
factory price results in a different de- 
livered price for each location. Most 


electrical 


users want to know what the material 
will cost them laid down at their ware- 
house, and they use that laid-down 
price for comparison of bids. In the 
rush of the modern distributor's busi- 
ness, the calculation of freight charges 
on every quotation would be an in- 
tolerable burden and would undoubt- 
edly result in many errors costly both 
to the distributor and to the user. 

Probably the zone price system 
is the best compromise, although there 
are certain geopolitical arguments, 
which are of particular interest to 
those of us operating on the Pacific 
Rim, encouraging to the nationwide 
one-price policy. Perhaps with the cur- 
rent growth of manufacturing on the 
Pacific Coast, the time may not be 
too far distant when the Georgia 
Power Co. will itself benefit from this 
policy. 

No. 3 questions the use of the same 
unit price for small or for large quan- 
tities. Obviously the difference in cost 
of production due to quantity is small 
when considering a standard product 
manufactured through quantity pro- 
duction methods. The difference may 
be very great where job lots are pro- 
duced for each individual order, re- 
quiring patterns, special pours, etc. 
No generalized answer to this question 
can be accurate. Many manufacturers 
use the quantity bracket system of 
pricing, and one of the places where 
the distributor salesman can justify 
his position is by calling to the atten- 
tion of the utility buyer the possible 
saving to him of ordering in reason- 
able quantities in accordance with the 
established price brackets 

Question No. 4, which has to do 
with quantity tolerances, is one in 
which the distributor does not ordi- 
narily enter, except perhaps as an 
innocent and unwilling bystander. 
Any distributor can recall cases where 
he has been caught between the im- 
movable policy of the manufacturer 
and the inflexible will of the purchaser, 
where ultimately he has swallowed 
the cause of the argument in his com- 
mercial adjustment account in order 
to keep the purchaser’s good will. 

In No. 5, Mr. Cole questions the 
justice of price increases, particularly 
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as related to escalation. No doubt 
there have been incidents where, to 
quote Mr. Cole, “prices . . . were 
advanced far more than appeared 
justified by cost increases.” But how 
many and in what percentage of cases 
has this occurred? Doesn’t this ques- 
tion simmer down to: “who are you 
doing business with and are they trust- 
worthy and reasonable?” Escalator 
clauses are admittedly double trouble 
to everyone concerned, and many a 
contractor has gone broke and many 
a distributor has lost considerable 
amounts of money by gambling on 
escalator clauses. 

In his next to the final paragraph, 
the author quotes a vice president of 
the General Electric Co. as stating in 
1956 that “distribution costs have 
jumped from 25% of all product costs 
in 1870 to about 60%.” Some docu- 
mentation of just what is meant by 
distribution costs would be required to 
give this statement much _ validity. 
1870 being some 22 years before the 
undersigned was born, it is not pos- 
sible for him to speak from experience. 
But it seems pertinent to ask just 
what services did the distributor pro- 
vide in 1870?—information?—stock? 
—instant prices?—etc., etc. 

And just what is included in dis- 
tribution costs? Did it in 1870 include 
the cost of making available all the 
products of modern life to the resi- 
dents of Alaska, which we had pur- 
chased from Russia just the year be- 
fore? Or to Hawaii, which was still 
under the beneficent reign of King 
Kamehameha V? Or to the prairie 
states of the Midwest, where a town 
called Kansas City had been founded 
in 1869. Or on the Pacific Coast where 
all distribution was by ship around the 
Cape Horn, by covered wagon or by 
the tenuous single track of the Union 
Pacific Railroad in its first year of 
operation? 

And just how many automobiles, 
gasoline engines, radios, television sets, 
electrical motors and starters, electric 
lights, etc., etc., were distributed in 
1870, and to how many people and 
how many geographical locations? 
his comparison seems hardly valid. 

With the final point in this article 
— “More realistic pricing practices 
with due consideration of differentials 
and economies in the marketing opera- 
tions are certainly worthy of considera- 
tion”—there can be no argument. To 
be realistic, however, such considera- 
tion should include the savings to the 
utility through local distributor repre- 
sentation (one salesman instead of a 
hundred), local distributor stocks, 
local distributor service in adjustments, 
corrections of errors (whether his own, 
the manufacturer’s or the purchaser's), | 
returns, exchanges and other diffi- | 
culties (a local phone call instead of | 
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The specially designed portable Steel 
City Cutter cuts all three sizes of RIGHT 
ANGLE cleanly with one easy stroke 


Simplifies planning, cutting, erecting! 


Steel City’s RIGHT ANGLE’, in addition to a special mark on 
3” centers, is line-marked every 34” to provide greater refinement 
in cutting and to assure accuracy — faster — in assembly. The 
RIGHT ANGLE portable cutter features a fixed locating pin 
for cutting at 3” marks and an exclusive movable pin for cutting 
at 34,” marks. 

The RIGHT ANGLE method of structural framing simplifies 
the building of structures . . . permits utilization of available 
space to the fullest extent. 
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NOW! Leviton adds 

back and side wired 
devices to the specification 
(5000) grade line! 








No. 5096 
Duplex U-Ground 









‘we A "e Parallel receptacle 
LOOP IT OR DO IT THE EASY WAY! 
LEVITON | ir e wired d fe nically tight. Either way you are 
two type f t I p it th ir th right kind of power to carry 
ird way, or clamp it for bac iring—the heavy duty loads. Here is the maximum in 
I mf that g 1 performance at minimum cost with ab 
a connection that electrically right and olutely no compromise in quality! 


Back-and-Side Wired 
Devices Now Available 


Roted 


Just Check These Features: 


" A e All devices have double-wiping phosphor bronze 
contacts 

4 F il { ¢ Plaster ears 

¢ Grounding Screws on all U-Ground devices 

11 : 


* Heavily sectioned molded phenolic bases 


wide and break-off types 


Entire assembly solid-riveted for permanence 


4h 


No. 5062 No. 5074 ¢ Full underslung straps, completely rust-proofed 
¢ Easy back-wired installation for up to No. 10 

wire 

‘ \ a : ¢ Strip gauge for obtaining maximum clamping 

Le A a ¢ Individually packed wrth mounting screws at 
tached to straps 
Meet U.L., C.S.A., and Federal Specifications 

No. 5088 No. 5089 {ll back-and-side wired devices in brown and ivory 


Listed by Underwriters’ Laboratories = 
ferrin 
Rating). | 


best jobs are done with 


Your 


LEVITON MANUFACTURING COMPANY, INC. 
Brooklyn 22, New York 


Chicago - 
For your wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORP 
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Leviton (Canada) Limited, Montreal 


Los Angeles - 
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a file of Also the 
local community activities of the dis- 
tributor, not which is his 
load-building activity 


correspondence ) 
the least of 


This writer would like to be alive 
to see the purchasing agent evaluate 
the above factors by paying a slightly 


higher unit price to his local distributor 


than he can obtain from an out-of- 
town agent or manufacturer. Until 
that millennium arrives, he believes 


that a certain amount of artificiality 
in the pricing structure is preferable, 
in the interests of simplicity and prac- 
ticality, to the cut-throat confusion 
which would result 


every 


from too detailed 
an analysis of differential in 
every operation 

RONALD 1] 
ENGINEERING & SALES REPRESENTATIVI 
rRi DISTRIBUTING CO 


DIEGO, ¢ 


STRONG 


SUPPLIES 
ALIE 


ELEC 


SAN 


s Replie d Mr. Cole after reading these 


comments I! see no point in 
entering further into discussion with 
Mr. Strong, but 1 feel that all of us 
should vive ¢ lose ailfention . - © 


check the trend of risine distribution 


costs and wherever reasonably prac- 
tical to devote effort to reasonably 
reduce the high level of such non- 
production costs. 


Manufacturers Report: 





First-Quarter Earnings 
Up—Down—and Steady 


NEW YORK—Several of the na- 
tion’s equipment manufac- 
turers have experienced a fluctuation 
in first quarter earnings for 1960 as 
compared to the same period in 1959 

e General Electric reported net 
earnings for the first quarter of 1960 


electrical 


were $52,614,000, almost identical to 
first-quarter 1959 net. Sales totaled 
$957,433,000, down 2% from the first 
last 

e Westinghouse realized 35% in- 
crease in net income in the first 
quarter this year, or $19,496,000 on 
billings of $458,817,000, 4% higher 
than for the similar period in 1959. 

e Allis-Chalmers’ first-quarter earn- 
ings of $2,645,273 on sales of $126,- 
392.93] 


quarter year 


were “below expectations.” 

e General Cabie’s net earnings 
were about 25% higher in the first 
quarter of 1960 than in the first quar- 
ter of 1959 


e Square D’s first quarter earnings, 


$2,817,112, approximately doubled 
comparable 1959 earnings. Sales of 
the company’s distribution and con- 


trol products for the period were $27,- 
585,950, greater than in 
the similar period in 1959 

[This was attributed to the greater 
efficiency of new plants and of their 
equipment 
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...to all of the factors that attack portable cables and cords 


It is not enough that portable cables or cords have the ability to 
resist attacks by water or oil, or any other single factor. To provide 
truly dependable service over long periods of time, portable cables 
must have balanced resistance to all deteriorating factors 

Since there is no one ingredient that has inherent resistance to 
all of these factors, the insulation or jacket of the portable cable 
or cord must be a combination of ingredients. 

Balanced Compounding refers to the scientific selection of these 
ingredients and the proportions in which they are mixed. Where the 
balance is upset by loading the compound with any one ingredient, 
resistance to one factor may increase, but resistance to other factors 
will be lessened. 

Proof of the worth of Simplex Balanced Compounding can be 
found in the fact that Tirex portable cables have been successfully 
performing under the most rugged operating conditions for periods 


ranging up to twenty years. 


C%@ 





WIRE & CABLE CO. 


Cambridge, Mass. « Newington, N. H. 
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FEAVICE MASTER sells | CAPITOL CIRCUIT 


...contains every tool needed 
99% of the time 





complete 23-piece kit for radio, TV, 
and electronic service calls 


2 HANDLES 


shockpr 


eable. Patented 
spring holds snap-in 
tools firmly in place 


§ NUTDRIVERS: 
High Nickel chrome 
finish, 3,” to! 


3 STUBBY 
NUTDRIVERS : 
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EXTENSION BLADE: 
Adds 7”. Fits 
both handle 
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ADJUSTABLE 
WRENCH: 
6” thin pattern 


1” opening 


LONG NOSE PLIER: 
“Cushion Grip”, 
2% nose 


DIAGONAL PLIER: 
“Cushion Grip’, 
hand-honed 
cutting edges 


ROLL UP KIT: 
Durable, plasti 
coated canvas 
with grommets for 
hang-up display 


Extra profits from conveniently packaged #799 Supple- 
mental and #699 Replacement Part assortments. 
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XCELITE, INC. @ ORCHARD PARK, N.Y. 
Canada: Charles W. Pointon, Ltd.» Toronto, Ont 
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@ In mid-May, projects were listed in a bill of particulars filed in 
a federal court by Asst. U.S. District Attorney Dan Kennerly and 
Marshall C, Gardner, attorney for the Dept. of Justice. It was filed 
in connection with indictment returned in January of seven electrical 
contracting firms, three individuals, and a NECA chapter, in the 
Houston, Texas area. (EW, p. 102, Feb. '60 


* * * 


@ Regional power interconnections and large transmission systems 
were stressed at the American Public Power Assn.’s convention in 
Washington, D. C. This indicates an apparent shift in APPA’s em- 
phasis, although the association also called for federal transmission 
lines between California and the Bonneville Power Administration, 
and a federal backbone system connecting federal upper Colorado 
dams, under construction; approval of a treaty with Canada to build 
the Passamaquoddy tidal power project on the St. John River, Me.; 
a federal power commission license for the huge, controversial Nez 
Perce Dam on the Snake River between Idaho and Oregon, by 
Washington State Public Power System—plus simultaneous denial of 
an alternate plan by Pacific Northwest Power Co. to build a con- 
flicting, proposed high mountain sheep dam, also on the Snake. 

APPA Gen. Mgr. Alex Radin cited six areas as “encouraging ex- 
amples of progress” in setting up joint power supplies for public 
power systems: (1) an Illinois supreme court ruling that Springfield 
and Jackson could build a joint transmission line; (2) plans by 14 
Southeast Missouri municipal systems to interconnect their systems, 
plus an added tie, via Missouri-Arkansas Electric Power Co-op, to 
Southwestern Power Administration; (3) plans by two Ohio groups 
to interconnect: Cleveland-Orrville-Painesville and Norwalk-Shelby- 
ville-Oberlin; (4) expanded power deliveries to Iowa co-ops and 
municipals over planned new federal transmission lines; (5) an organ- 
ization of municipals and co-ops in Arizona, Colorado, Utah, Wyo- 
ming and New Mexico to take power from the federal Upper Colo- 
rado River project; (6) completion of the St. Lawrence project and 
construction of the Niagara project to bring federal power to north- 
eastern co-ops and municipals. 

Paul Fahey, TVA purchasing agent, defended his authority’s 
policies in buying foreign-made electrical equipment. He called it 
as good as U. S. equipment and frequently cheaper. Fahey also hit 
the “identical bids” TVA has received from many U. S. suppliers. 

Electric house heating was also stressed by APPA as practical and 
competitive. Several speakers pointed out that present electric space 
heating equipment is very desirable, but that earlier sales—around 
1950—had given the industry a black eye, which is taking time to 
heal. Proper insulation and heating capacity plus reduced power load 
were given as features of present electric heating installations. 





7” * * 


@ Manufacturers are still pulling and hauling over the issue of 
federal excise taxes paid on appliances—and specifically, whether 
they should have to pay the 10% tax on that part of the purchase 
price they refund to the distributor and retailer for one reason or 
another. 

The three-man majority of the Court of Claims found that ad 
allowance to be “a bona fide discount, rebate, or allowance” as 
specified in the tax law. Hence they ruled that GM should not be 
liable for a federal tax on such repayments to dealers. 

The two-man minority found that the retailer “paid the purchase 
price not for a refrigerator alone but for one that had already been 
advertised nationally and which the seller agreed to assist in adver- 
tising locally.” 
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These four franchise features help you 


make more 


When you distribute the Allis-Chal- 
mers control line, you get help spe- 
cially planned for you and other 
industrial distributors like you. 


Promotional programs are fresh — 
exciting — stimulating. Promotional 
bulletins, sales kits and visual aids 
help your salesmen do a better job. 


Sales training meetings ...in your 
place of business . . . at the factory 
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.. . help you keep your salesmen 
fully informed about new control 
products and selling techniques. 


Engineering help on tough selling 
problems and unusual applications 
is quickly available from your local 
A-C district office. Regional and fac- 
tory specialists are also available. 


In addition, recommendations and 
help on profit-affecting procedures 


money with motor control 


such as accounting and finance are 
always easy for you to obtain from 
Allis-Chalmers. 

Franchises are now available in 
some areas for control, compressors, 
motors, pumps, and transformers. 
For complete information, call your 
nearby A-C office or write Allis- 
Chalmers, Industrial Equipment 
Division, Milwaukee 1, Wisconsin. 
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JOB-PROFIT TOOLING IDEAS FROM: GREENLEE in powerful spread 
advertisements like this regularly reach your key customers and prospects . . . create extra tool sales oppor- 


tunities for you. Tie in your selling efforts with Greenlee Job-Profit Tooling ... the complete line of timesaving 
. ; § } 


tools, all from a single source! 
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“Greenlee tools 
helped us 
streamline our 
operations and 


outbid competition 


on a tough contract” 


says Mr. Art Myers, owner 
MYERS ELECTRIC 


“We have found that Greenlee tools mechanize much of our work 
and substantially reduce labor and material costs,” says Art 
Myers, Rockford, Illinois, contractor. “‘The savings we realize 
are passed on to our customers. On this job (an addition to a 
large church) the increased efficiency of Greenlee tools played 
a big part in our getting the contract and being able to do the 
job at a satisfactory profit.” 


Art Myers went on to explain that the contract 
for the church addition posed many installation 
problems which could have run costs well over 
the bid figure. For example, 800-amp service 
had to be brought underground from a pole 
transformer located across a busy one-way 
street. Laying the conduit by old-fashioned 
methods meant trenching, laying the conduit, 
then filling and repaving. 

Myers solved this problem economically with 
a Greenlee No. 790 pipe pusher (right). The 
only digging necessary was a narrow trench 
for the pusher and a shallow ditch at the base 
of the utility pole. Pusher setup time was less 
than one hour . . . actual pushing time less 
than three hours for the complete job. Pushing 
the conduit underground, Myers reduced in- 
stallation time 75% ... and saved $500 by 
eliminating street repair costs. 


Other time and cost savings made possible by 
Greenlee tools are outlined on facing page. 





Idea for making accurate 
conduit bends on the job 
— Art Myers reports that his men 
make conduit bends and offsets 
more quickly and uniformly since a 
Greenlee No. 884 hydraulic conduit 
bender and a Greenlee No. 798 
power pump were added to equip- 
ment inventory. Myers drives the 
No. 884 with a Greenlee No. 798 
power pump. With this combination 
one man can bend 4” conduit 90 
degrees in 4 minutes . . . with one 
setup, one shot. Also, bending off- 
sets on the job rather than buying 
manufactured bends and fittings has 
reduced material costs and cut in- 
stallation time. Offsets made on the 
Greenlee bender reduced the number 
of fittings and connections. . . 
simplified cable pulling. Greenlee 
lightweight hydraulic benders are 
available for 4” - 4” steel or alumi- 
num conduit. Attachments available 
for bending E.M.T., bus bars, and 
tubing. All models are completely 
portable . . . one man can transport 
benders from job to job. 


Idea for boosting operat- 
ing speed on pipe pushers 
and benders — Myers has dis- 
covered — along with many con- 
tractors throughout the country 

that converting from hand opera- 
tions to Greenlee power pumps 
provides an additional time saving 
on nearly every job. To power the 


pipe pusher, Art Myers selected a 
Greenlee No. 797 hydraulic power 
pump to push pipe underground at 
2 ft per minute. A Greenlee No. 798 
high-pressure, two-speed hydraulic 
power pump was purchased to in- 
crease operating speed on their No. 
884 bender and No. 1732 one-shot 


knockout punch driver. Greenlee 
power pumps range in size from 
compact units like the No. 798 to 
the No. 797 that delivers up to 106 
cu. in. per minute at 10,000 psi. 


Idea for making conduit 
openings .. . in seconds — 
Greenlee one-shot knockout punch 
drivers prove real time- and money- 
savers when it comes to preparing 
distribution boxes for conduit. On 
the church addition, both the 
Greenlee No. 1731 (shown) and 
1732 one-shot drivers were used. 


Fast, lightweight, and powerful, 
these compact drivers are set up and 
operated by one man. Punches cut 
through 10-gauge metal with a few 
strokes of the hydraulic pump .. . 
a power pump provides even faster 
operation. Two sizes: No. 1732 for 
punching 14” - 4” conduit holes; No. 
1731 for 2”, 34”, 1” conduit open 
ings. knockout punches 
are available for conduit from 1% 


Greenlee 


a . . With 
hydraulic drive. 


wrench, ratchet, or 


Idea for fast cable pulling 
— Getting electrical service into the 
church addition required pulling 
eight 500 MCM primary cables 

conduit from a pole 


under the street, to a 


four to a 
transformer, 
meter cabinet in the church base- 
ment. To speed this and other pull- 
ing jobs, Art Myers used a Greenlee 
No. 765 cable puller. This versatile 
puller clamps directly to exposed or 
concealed conduit... pulls from any 
angle or position with any needed 
force up to 7,500 pounds. .. without 
straining hangers or conduit. 

To get complete information on 
GREENLEE JOB-PROFIT TOOL- 
ING write for fully illustrated, 
quick-reference Bulletin E-240. 


GREENLEE TOOL CO. 2022 Columbia Avenue, Rockford, Illinois 


TOOLS FOR CRAFTSMEN 


GREENLEE JOB-PROFIT TOOLING 


--.cost control for contractors 








Increase your outdoor lighting sales by 
using Revere’s professional layout service 


Fevere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 


You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer — no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue e Chicago 48, Illinois (In suburban Niles) 
Long Distance Phone: Niles 7-6060 ¢ Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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LIGHTING PRICES 


For The Lighting Sales Specialist 





And For The Lighting Cost Estimator 


Commercial and Industrial Lighting Equipment 


Fluorescent and Incandescent Fixtures 
Floodlighting 


Accurate, convenient, completely 


illustrated and always up-to- 


date. 


The sure way to save , 
sales and estimating eee 


man-hours and to 
avoid hit-or-miss 


pricing. 


HENDERSON-HAZEL CORP. DEPT. B-06 
13601 Euclid Avenue, Cleveland 12, Ohio 


Please send me complete details about the new 
NPS “Lighting” price book without obligation. 
Nome 

Tile 

Company 


Address 


13601 EUCLID AVENUE * CLEVELAND 12, OHIO CY etme 
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More power for expansion supplied 


with (isS) Tiger Brand Armorlokt Cable 


over unique suspension bridge 


This suspension bridge was built especially to carry high- 
voltage electrical cables from the power plant to mill at 
the Ohio Works of United States Steel in Youngstown. 
The old underground system has become inadequate and 
to replace it with a new underground system would have 
been more costly and would have disrupted mill operations. 

The largest of the several cables has 500,000 C/M 
conductors and is 3°, inches in overall diameter. All are 
insulated with Amerzone B (Butyl) rubber and protected 


with interlocked armor. 


Armorlokt cable was used for utmost reliability. Failures of 
power distribution are costly, and represent production 
losses. This Armorlokt construction offered maximum 
mechanical protection and electrical reliability with the 
added “Plus” of complete flexibility of the finished 


distribution system. 


Advantages of open construction. Compared to an under- 
ground conduit system, the original cost was considerably 
less, it provided easy access to the cables for future 
changes and maintenance and the space on the bridge 
was large enough to carry double the number of cables 
for future expansion. 

The system was planned by the Electrical Engineering 
Department of the Ohio Works, United States Steel, 
of which Mr. M. J. Burger is General Supervisor. 

For complete information on USS Tiger Brand Armor- 
lokt Cable, write American Steel & Wire, Dept. 0260, 
614 Superior Ave., N.W., Cleveland 13, Ohio. 


USS, Tiger Brand, and Armorlokt are registered trademarks 


A standard cable for every special job +» Asbestos Wire 
and Cable e Mold-Cured Portable Cord e Shovel & 
Dredge Cable e« Paper & Lead Cable « Varnished Cambric 
Cable « Interlocked Armored Cable « Special Purpose 
Wire & Cable e Aerial, Underground and Submarine Cable 


. Suspension bridge carrying six USS Tiger Brand Armoriokt Cables out in the 


ope easy access 
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USS Tiger Brand Armorlokt Cables offer maximum mechanical protection 
They can >quired 


American Steel & Wire 
Division of 
United States Steel 
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F"RANE ADAM 
2 FOR FUSIBLE OR 


CHOICE OF TWO TYPES 











NON-COMBINATION TYPE 


For S-A-W Fusible Panelboards only. Twin 

starters with switches above, or single starter with 

switch above, completely assembled and wired es 

at factory from load sides of switches to line sides Typical Circuit Breaker Panelboard 

of starters. One side of twin starters can be left . eS ee 
rters, 

blank for future use. Switch and starter doors 

mechanically interlocked; padlock feature on Branches: 15 to 800 Amps. 

switch handle. Mains: 250 to 1200 Amps. 





NEMA STARTER SIZES 
Non-Combination Type 
208-240-v. AC and 440-480-v. AC 
Twin Units: Sizes 0 to 4, Non-Reversing 
Single Units: Sizes 0 to 3, Reversing 





Combination Type for 
Fusible Panelboards 


COMBINATION TYPE Non-Reversing only 


For Circuit B ker and S-A-W Fusible P 208-240-v. & 440-480-v. AC., Sizes 0 to3 
boards. Single enclosure with either starter and Combination Type for 
switch, or starter and breaker. Wired at factory Circuit Breaker Panelboards 
from load side of switch or breaker to line side of Non-Reversing only 
starter. Handles can be padiocked. Mechanical 240-v. AC & 440-480-v. AC, Sizes 0 to 3 
interlocked doors. 

Buyer's choice of the following makes of starters: 
Westinghouse, Cutler-Hammer, Furnas, Allen- 
Bradley, Arrow Hart & Hageman. 


, Write for Catalog Pages 


ELECTRICAL WHOLESALING—June, 1960 





PLUG-IN MOTOR STARTER UNITS 
CIRCUIT BREAKER PANELBOARDS 





Typical S-A-W Distribution Panel- 
board showing 3 Combination 
Plug-in Starters. 


Branches: 30 to 600 Amps 
Mains: 250 to 1000 Amps 


Typical S-A-W Distribution Panel- 
board showing 2 Non-Combination 
Plug-In Starters. 


Branches: 30 to 600 Amps. 
Mains: 250 to 1000 Amps. 


All in a single panelboard Plug-in starters plus plug-in switches or circuit breakers! No 
separate space-wasting motor controls where only a few starters are needed. 


Saves money on equipment—saves space—saves time on installation. All wiring between 
disconnect and starter is done at the factory. 


Safety interlock between starter and disconnect. Starter door cannot be opened with discon- 
nect in “On” position. 

Handie padiock feature whether starter is for circuit breaker or fusible panelboard. 

Two-Coil overload relays are standard on all starters. Three-coil relays available if preferred. 

Heater coils furnished without extra charge if specified on order. 

Optional Accessories: START and STOP pushbuttons—ON and OFF pilot lights—extra 
electrical interlocks. 


Completely assembled panelboards are available promptly from factory. 


Fyganx SINCE 1891 
BAM ELECTRIC COMPANY P.O. Box 357, Main P. O., St. Louis 66, Mo. 


busduct + panelboards + switchboards + service equipment + safety switches + load centers + Quikheter 
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the latest lighting advancement 
from... 


nn 
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electric company 


lighting unit to 

give you top operating 
performance from the 
amazing Quartzline 
lamp! 


“QUARTZLITE 500” 


Only the Appleton Intenso “‘Quartzlite 500” is precision engineered to 
meet the lamp manufacturer’s efficiency and operating standards for 
the new 500-watt, filament type, iodine cycle lamp. 

Its new, compact design was specially developed for this powerful 
lamp to give you 19%, greater, constant light output of 21 lumens pe 
watt...and twice the average life of a conventional 500-watt lamp 

That’s not all! For the first time, attractive lighting installations 
can be made in very small space areas — easily, economically. The 
special weatherproof unit design also puts light where you want it 
Its extremely sharp cutoff—in a rectangular beam spread—eliminates 
the usual need for beam overlap, yet provides adequate, uniform light 
for innumerable applications indoors and out. 

For increased lighting efficiency in Industry ¢ Business ¢ Recreation 
e Transportation, buy or specify the versatile Jnienso “‘Quartzlite 
500”... ideal for signboards, displays, outdoor sports, building security 


mobile equipment, storage areas and many other uses 


WRITE TODAY FOR COMPLETE DETAILS 


Sold through 


p $3 i i TO ™ franchised distributors only 
® 


electric company 
1701 Wellington Avenue, Chicago 73, I/linois 
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“IT saw an ad on that new Wing-Nut; 
so I clipped it and sent away for 
information and a sample. But if the 
distributor calls on me, I will order some 
to try out immediately.” 


— Chief Electrician 


‘ Lp 
WYY 
“This new Wing-Nut is something we can 
use all the time on our jobs. In my 
estimation it really is better, more 
functional, and far superior to other 
products.” 


— Foreman, Electrical Contractor. 


“IT have shown a sample Wing-Nut to the fellows 
I work with, and I know if we all get yelling 
for Wing-Nuts, we'll soon have them on 

every branch circuit job.” 


— Electrician. 


“After I read the ad on the new Wing-Nut, I 
ordered some. We are now using them regularly. 
I find them to be really superior. This connector 
eliminates sore thumbs. The wings are a great 
new idea, and save my fingers.” 


— Supervisor, Electrical Contractor. 


“We sent away for samples and tried 


Wing-Nut right away. It has a better grip 
and doesn't require any tools because 


of its built-in wrench.” 


— Chief Mechanical Engineer 
of Department Store Chain 


IDEAL INDUSTRIES, Inc. 
1047-F Park Avenue 


Sycamore, Illinois 


“It’s about time! This is 
exactly the branch circuit con- 
p? 


nector I’ve been waiting for! 


— Journeyman Electrician. 


These are the actual thoughts expressed by a sampling 
of your customers in a recent survey. They’ve been 
pre-sold by heavy advertising of Wing-Nut. They’ve 
been given free samples by Ideal. 


Now’s the time for you to move in and pick up those 
original orders...and the repeat orders that will follow. 


Remember these selling facts 


* WING-NUT 


THE NEW SCREW-ON CONNECTOR FOR BRANCH CIRCUIT WIRING: 


Wing grip makes it 50% easier to apply. @ Nylon shell is tough, with high dielectric 


U.L. approved for Aluminum. to - aluminum and 105° C rating 
wire splices. Shell has deep, wide skirt to handle even 


U.L. approved for 474 solid and stranded bulky RHW wires. 


copper wire combinations. Splices heaviest branch circuits . . 


You SEE the splice is right, through the two No. 6 with one No. 12. 


nylon shell 
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ROYAL CORDS 
il 
“HANDI-PAKS”’ 


oem @ 4 Se 3S tend Siemeles fie) F Bares, | 
PAWTUCKET, RHODE ISLAND 


In Canada 


Royal Electric Company (Quebec) Ltd., Pointe 
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Practical packaging by Royal means business and 
profits for you. With Royal’s unique “Handi-Pak” 
cartons you get individually packaged 250’ spools of top 
quality cord. You get big clear labels that tell at a glance 
what's inside. You get color coding, too, that saves 
valuable stacking and selling time. Neat, even, compact 
‘“Handi-Paks” are faster, easier to handle in the stock room 
and on the shelf keep cords and spools clean, and 


ready to sell. They have advantages for your customers, too! 


TWO 250’ “HANDI-PAKS” PER MASTER CARTON 
Type S 18/2, 183, 16 2 Type SJ 18 4,16 3, 16 142,143 
Type SO 18 2,183,162 Type SJO 18 4, 16/3, 16 142,143 


FOUR 250’ “HANDI-PAKS” PER MASTER CARTON 
Type SJ 18/2, 18/3, 16 2 Type SJO 18 2, 18 3, 162 


Call your Royal Representative and make your next order 
ROYAL PORTABLE CORDS IN ‘‘HANDI-PAKS” 


ROYAL 


SieCyvac¢ /T 
-- @n associate of hh 








& GET YOUR CONDUIT FROM NATIONAL ELECTRIC 


BASIC TYPES 
READILY AVAILABLE 
IN ALL STANDARD 


SHERARDUCT 


Hot-dip galvanizing cannot equal Sherarduct, which ts 
coated with the MVC-1 formula. It’s virtually impervious 


XDUCT 


A superior bright steel conduit with galvanized threads 
Outside surface has a coating of electrolytically pure zinc 


NE ALUMINUM§, ewes 


National's aluminum conduit is an easily installed, cor- 
rosion resistant conduit with a permanent attractive 


to corrosion, and a special process normalizes the metal to 


permit easy bending with no peeling or flaking 


to increase resistance to both corrosion and flaking. Clear 
hard enamel interior makes fishing easy. 

















teins Pane tanec llr ac called, 


appearance. Color-coded thread protectors provide complete 
thread protection as well as ease in storing and selecting sizes. 


SL ee 


EMT XDUCT Jr. Electrogalvanized exterior with a special 
formula silicone base clear enamel on the interior to facili- 


tate fishing. Will not flatten, bends readily into the job. 
Good appearance . . . high corrosion resistance. 


Also available are electrically approved Wrought Iron Conduit, Black Enamel Con- 


duit and Flexsteel, (flexible steel conduit 


For additional information, write to: 


National Electric Diviston, H. K. Porter Company, Inc., Porter Building, Pittsburgh 19, Pa. 


NATIONAL ELECTRIC DIVISION 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 


systems, motors, tans, blowers, specialty alloys, paints, refractories, tools 


forgings and pipe fittings, roll formings and stampings, wire rope and strand 
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The Complete line - 


PENN-CRIMPS4 


Parallel Splices . . Butt Splices . . Pigtails . . Tags . . with 


with or without reinforcing seamless sleeve to 
wire from flexing damage; or 


Terminals . . 
color-coded Insulation . . . 
grip Conductor’s Insulation and protect 
Non-Insulated, with or without insulation grip 


For conductors from +22 to 2.000 MCM—the complete range. 
P £ 


Write for Samples of the types you use most. 


HAVE YOU A CONNECTOR PROBLEM? 
other designs and sizes are available. 


Sold by Leading Electrical Distributor 


PENN-UNION ELECTRIC CORP., Erie, Pa. 


Export Sales— Philips Export Co., 
100 East 42nd St. New York 17, N. Y. 


Aluminum and Cop- 
per Lugs and Butt 
Splices, single or dou- 
ble indent, all sizes 
#8 to 2,000 MCM, 





NEW G-E CHRISTMAS LAMP 
CUTS COSTS FOR YOU: 


A complete line of display packages for dealers 

large or small. Factory-packed ... stocked with 

pre-priced lamp packages at NEW LOW 

PRICES, in quantities to fit every size dealer. 

Take minimum space ... set up in minutes 
. ready to sell. 


Simplifies ordering. These displays can mean 
only a single line for your salesmen to write. Yet 
they give your customers an ordering flexibility 
that’s unmatched ... provide an assortment of 
General Electric Christmas lamps proportioned 
to sales, in quantities to facilitate a sellout. 


Saves time for dealers. No need to spend time 
selecting stock. Displays go up fast. And price- 
marking is already done (speeds checkouts, 
too!). 


Cuts your handling costs. Because these handy 
G-E sales-making units save your salesmen’s 
time in getting and writing up the order, 


reduce order filling time, cut errors in filling 
orders, speed shipping, eliminate repacking 
costs and pare down warehousing space needed. 





DECORATE wenn 
SENERAL @ erecraic 


Seanastine Sb Y 2 
eur. 
MONIES 10 rey Yan 
me 
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PACKAGING PROGRAM | 


Siinalities ordering, handling, seling..to UP your protis 


And theres more! New General Electric 


twinlamp pack that sells two bulbs at a time... 
to step up sales in bulk bulb displays. 


You'll like it. Because G-E twin-lamp packs are 
packed in 100-bulb trays ... 5 trays to a case... 
in solid or assorted colors. Easy to fill a 100-bulb 
order... and again savings in time, warehousing 
and expense. 


Your customers will like it. Because G-E twin- 
lamp packs simplify bulk bulb display. No need 
for price cards, clearly marked ‘“‘G-E”’, and pre- 
priced with a new low salesmaking “2 for” price. 


Consumers will like it. Because this new pack 
makes it easy to choose the colors they want, and 
the brand they want. 


Plus two special assortments of the newer G-E 
Christmas lamps—each with a lighted display. 
Easy orders to write and to fill. And easy for 
dealers to sell since they demonstrate at the 
point-of-sale . . . attract attention to all his 





Christmas lighting. 


All... backed by national advertising that will reach Cash in on this opportunity to cut your costs, increase 
50,000,000 homes through LIFE and over 300 Sunday your profits. Talk to your General Electric Christmas 
Newspapers ... telling people about new suggested lamp supplier. Miniature Lamp Dept., General Electric 
low prices for 7 out of 9 types of G-E Christmas lamps. Co., Nela Park, Cleveland 12, Ohio. 


GENERAL @@ ELECTRIC 
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New Gz.W “Off-the-shelf” shipping system 
means faster deliveries; reduced installation costs on 
potheads and oil fuse cutouts! 


Orders received in the morning at G&W are often on 
their way to you the same afternoon. There’s no time 
wasted in getting standard G&W Capnut and Sodertite 
Potheads and Oil Fuse Cutouts you need to meet most 
installation requirements. 

G&W's new “‘Off-the-shelf’’ shipping system is 
unique and fast. Components of given assemblies are 
gathered from stock, checked, crated, and sent on their 
way. When you receive equipment in component form, 
your installation costs are minimized because you 
avoid needless disassembly time before the unit is 
installed. 


This new shipping system is typical of improvements 


being made in G&W services. It is another example of 
why it pays you to rely on the acceptance, depend- 
ability, and quality standards that have made G&W 
specialists in the electric-power market. There is a 
pride of craftmanship in every product produced and 
attention given to detail is unexcelled in the industry. 
Thorough and precise workmanship means all the dif- 
ference between years of trouble-free operation and 
the irritating and costly failures 
design and poor quality. 


caused by inferior 


Look to G&W for all your cable accessory and 
switching needs. Contact a G&W Representative to an- 
swer your questions; or write us for full information. 


GaW ELECTRIC SPECIALTY COMPANY 


3520 WEST 127th STREET 


BLUE ISLAND, ILLINOIS 


CANADIAN MFG. ¢ POWERLITE DEVICES LTD. e TORONTO, MONTREAL & VANCOUVER 


superior quality standards — inspired specialized design 
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Phelps Dodge 
Habirite-Habirprene 
Cable with 

Wire Shield! 


Phelps Dodge pioneered the use of a wire shield as a standard item 
in power cable construction. From this background and experience, 
Phelps Dodge developed its outstanding Habirite-Habirprene high 
voltage cable with a wire shield. This cable offers a number of ad- 
vantages over ordinary “RR” cable with tape shield including: 





4, Greater flexibility; minimum bending radius in most cases is less than 
half the bending radius of tape-shielded cable, making installation 


easier in confined a:eas. 


@® , Rugged wire shield c#a be braided or bunched for use as a ground 
lead at splices and terminations. Intermediate steps in making ground 
connections are eliminated, saving time and effort. 


3, Dependable wire shield continuity provides protection against hidden 
shield rupture which can occur during installation or in service. 


4, Overall wire shield resistance is constant without the variations found 
in tape-shielded cable. 


Habirite-Habirprene cable with a wire shield assures you the ut- 
most in safety, durability and handling ease. 


PHELPS DODGE COPPER PRODUCTS 
CORPORATION 


SOO PARK AVENUE, NEW YORK 22, N.Y 


SALES OFFICES: Atlanta, Birmingham, Ala, Cambridge, Mass , Charlotte, Ciricago, Cincinnati, Cleveland, Dallas, Dayte 


Kansas City, Mo, Los Angeles, Memphis, Milwaukee, Minnea $ 
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EASIER TO DO... 
and costs less too! 


eeeeeeeere 


Cross 
Section 


Red Throat 
BM-21B 


2 Connector 


INDENTER 
FITTINGS and TOOLS 


Here is the combination that is unbeatable when 
it comes to easier E.M.T. installation at less cost. New 
lightweight plier size indenters make setting up thin wall Seresecocovcecoes 
conduit a breeze. B-M fittings are neater too! No unsightly 
nuts or projecting set screws. 

A few more of the plus features of B-M fittings 
are Concrete tight— Vibration resistant — Extra 
heavy bright zinc plate, salt spray and acid 
drip tested for corrosion resistance 
Extra heavy positive bonding lock- 
nuts — Smooth rounded edges or 

bushed throat type connectors 
that prevent insulation 
damage All steel 
construction with 
extra heavy 
gauge wall 
thickness. 


BM-228 


4 Connector 


BM-23B8 


; 1" Connector 


3 


eeeer eee ee eee eeeeee 


eee eee eee eee eens oeeeeeeeeee 

















BM-41 
“” Coupling 


BM-42 
4° Coupling 


BM-43 


, Coupling 


eeeeeeeereereeee CCCP eee eee ee 


BM-23 


1° Connector 


BM-51 
Yo" Offset Connector 


BM-21 


Y2" Connector 


BM-22 


M4 Connector 


eee ee eee ee eeeee eee eee eee eeeee 
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All B-M indenter type 
fittings far exceed the 
requirements of UL. L 
file card E 10863 and 
Federal Specifications 
W-F-406 


METHOD 
| TOOL 
BM-No. 607 C0. 


Yo" Indenter GALVA * ILLINOIS 
BM-No. 608 


%" indenter 





q 
BM-No. 1000 


Handvise for 2”, 
%" and 1” E.M.T 


BM-No. 100 
Cutter for 2", 
Y%" and 1" E.M.T 


BM-No. 600 
Changeable 


Jaw Indenter 
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How long does it take him to replace one lamp? 











IWENTY MINUTES! That's the average time it takes to replace one lamp. First the phone call for maintenance, then the requisition, lamp, 
ladder, hike to the site, lamp replacement, the walk back, disposal of old lamp, put ladder away. And work interruptions among other em- 


ployees, caused by one-at-a-time lamp replacements are an expensive item not included. 


This General Electric Plan can save your 
customers 26 hours labor on every 100 lamps! 


It takes a man about 33 hours to replace 100 lamps if he to each of your customers. General Electric Co., Large 
does it one-at-a-time . . . and less than 7 hours if he does Lamp Dept. C-022, Nela Park, Cleveland 12, Ohio. 
it with this modern General Electric Plan for group 
relamping. That’s a cut-and-dried savings of 26 hours for 
every 100 lamps your customer uses. Twenty-six times G-E LAMP UNIFORMITY MAKES 
the hourly cost of one maintenance man! 

But there’s more! With this plan a customer also gets GROUP RELAMPING PRACTICAL 
up to 25% more light, 75% fewer work interruptions, 





“at Pa = - Powerful Power Groove 
75% fewer buying and stocking headaches ... and a a 


better looking lighting system. 3 Mighty Premium 3 





Records prove this simple plan works best with General + Economical F-40 
Electric Lamps. Why? Because they have a more uniform 
lamp life. They last most customers well over 2 years. . . 














with fewer early burnouts. What’s more, the plan has 
a built-in reminder that eliminates record - keeping — Progress /s Our Most /mportant Product 


tells when it’s time to begin another cycle. Right now is 
the best time for you to suggest this money-saving system G E N E R A L . LE C T e | C 
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NEW raco 


LINE OF FITTINGS 


Charlie Raco 
has a 
new hat! 


RACO, the complete box line, now offers you a 
complete line of fittings, too. There’s a full line of 
RACO fittings for rigid conduit, E.M.T. (thinwall), 
armored cable, flexible metallic tubing, non-metallic cable, 
and service entrance cable. 

And...the new RACO fittings are available in 
malleable iron, aluminum, steel, and pressure cast. 

With this new addition to the RACO line, you now 
have a top-quality source for all your roughing-in 
materials. Your RACO Distributor has the new complete 
line of RACO products. Ask him about their time and 
money-saving features. 





a RG Ag 7 bo CS 





a 
a 


Armored Cable 





Flexible @ Metallic Tubing Non-metallic Cable 





Service Entrance 


NOW RACO HAS A COMPLETE LINE OF ROUGHING-IN MATERIALS 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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RIGID CONDUIT 
issue MR-41 
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Why 
this* 
rigid 
conduit ’ 


*instead of conventional 
steel condurt 


it weigt Alcoa aluminum rigid con- 
duit goes up faster than conventional steel conduit. 
From warehouse to erection site, there’s only 4 as 
much weight to lift, load, carry, and erect. 


: , . : A hacksaw on the small 
sizes or power tools on the large—in either case, 
you'll find that Alcoa aluminum conduit cu 


easier and faster. 


ts ea pend. A} that’s required for 
uniform, one-shot bends on the small sizes is an 
EMT bender (one size larger). You’ll find, too, 
that mechanical and hydraulic benders work per- 
fectly (and often faster) on all sizes of Alcoa alu- 


minum conduit. 


Just use sharp dies 
and your regular cutting oils... and you'll get 
clean, sharp threads in less time. 

R 


ca 


mus wirepulling is . Flexible and round 
tape with a terminal ball makes fishing a cinch 
And wires pull easier because of Alcoa conduit’ 


special lubricating liner. 


ifs competitively Compare first- 
price cost with that of conventional conduit and 
you'll see how favorably Alcoa aluminum conduit 
stacks up. When you consider other costs—cutting, 
bending, threading, and installing—you’ll see why 
more contractors than ever before are switching 


to Aleoa aluminum rigid condui 


Take advantage of the trend to Aleoa aluminum 
rigid conduit. Contact one of our representatives 
for additional information. Or write to Rome Cable 


Division of Aleoa, Dept. 1-60, Rome, New York 


ROME CABLE 
DIVISION OF ALCOA 
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Pre-wired 
ile}iol me iielai-tg 


This is one of two complete free-standing motor starter and control rack assemblies 

recently built by Killark for a large midwest refinery. Each rack holds fifteen combination 

motor starters. Both racks are completely pre-wired and pre-sealed according to latest provisions 
for installation inhazardous locations, and are joined by a pre-fabricated wireway. Adequate flanges 


have been allowed for mounting. 


LARK CUSTOM-MADE SWITCH RACKS 


Your worries are over from the moment you choose Killark cus- 
tom-made switch racks because Killark provides a complete 
service —design to assembly. First, Killark prepares and submits 
a preliminary blueprint of the entire unit, drawn to your speci- 
fications. After approval, the switch rack is assembled, wired, 


and sealed at the factory by Killark workers with experience and 


equipment to do the job right. You receive a switch rack ready 


to install. 


Racks for indoor or outdoor, 
hazardous or non-hazardous 
areas. Write for complete 
literature. 


ELECTRIC MANUFACTURING COMPANY 
Vandeventer and Easton Ave. * St. Louis 13, Missouri 
In Canada: Killark Electric of Canada ltd. + 421 Islington Ave. South + Toronto, Ont. 
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The flexibility and years of experience are Killark features that can readily be seen 
in this custom-made rack. Notice how open rack space and an extra gutter box have 
been provided for expected future expansion. Killark’s rust-proof, non-sparking 
aluminum enclosures have been used throughout the assembly 


designed and built for your exact needs 


CHECK THESE ADVANTAGES OF KILLARK CUSTOM-MADE RACKS: 


Y You get convenience because you work with one supplier, place one order, pay one price. 


V You get dependable performance of Killark aluminum enclosures—circuit breakers, 
motor starters, disconnect switches, panel boards—all newly designed according to 
field tests and user surveys. Your aluminum enclosures are non-magnetic, non-corrosive, 
front operated. Rectangular shapes provide compact installation, easy maintenance. 
Components are ribbed for greater strength and faster heat dissipation which is so im- 
portant to the accurate operation of thermal devices. Machined surfaces give tighter fit. 


YW You get the services of Killark engineers who are expert switch rack designers. 
Y~ You get a completely integrated unit. Components are of correct capacity. 

Y You get fast delivery. No delay awaiting parts from various suppliers. 

Y You get ease of installation. Your switch rack is ready to connect. 


Next time you require a switch rack, investigate this new Killark service. You'll find 
that Killark custom-made switch racks can save you time, worry, and money. 


~ Killark supplies everything but wanes 
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THIS EMBLEM A CBM 
ON A FIXTURE BALLAST & CERTIFIED 
BRINGS YOU j 
PRACTICAL ADVANTAGES 


Participation in CBM is open to any manufacturer who wishes to qualify 


more light output and sustained peak light output to give the benefits of 


Among them... up to 40% 
today’s recommended higher lighting levels. You also get long lamp and ballast life. . 


...U.L. listing... in short, performance that meets specified CBM standards... checked and certified 
by Electrical Testing Laboratories. Enjoy CBM benefits on fixtures that you sell or specify. And to keep 
pace with CBM progress, ask us to start mailing you ‘CBM NEWS”. 

CERTIFIED BALLAST MANUFACTURERS ASSOCIATION, 2119 Keith Building, Cleveland 15, Ohio. 
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GET THE 


IN COMPRESSION-CONNECTOR TOOLING 


Light-weight hand tool installs a wide 
variety of HYDENT® connectors on wire 
sizes *22 thru #10. A wire cutter and 
single indentor die for all wire sizes 
are in the nose of the tool. Other fea- 
tures are wire stripper, bolt cutter, 
thread chasers, and dies for closing 
insulation-grips 


This HYTOOL® features one easily ad- 
justed die set that installs HYDENT on 
commercial copper cable from #8 to 
250 Mcm. and on aluminum conductors 
*8 to 4/0. Indexing plates are used for 
setting adjustable nest die for either 
copper or aluminum. No dies to install, 
change, identify or lose 





Portable, manually operated, com- 
pletely insulated, hydraulic HYPRESS® 
for installing HYDENY connectors on 
#8 Str. thru 500 Mcm. cable. Weighs 
only 9 Ibs.; develops 18,000 Ibs. Sup 
plied with convenient metal carrying 
case 


Contractors with an eye on cutting connector installation time count on the Burndy 
Big 3. This Y1OM, MY29-3, Y34A combination crimps practically every type and size 
compression connector on any job...adds the versatility, speed, and economy that 
result in profitable jobs. See your local Burndy distributor for demonstration 


$9.15 


Norwalk, Connecticut In Europe: Antwerp, Belgium Toronto, Canada 
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In 1958 we invited you, the Distributor, to join the THE will create new business and increase your volume 
on all profitable electrical equipment. The “Con- 


“Edwards Sound Partnership Program’’. This 

month we're announcing the “Contractor Better EDWARDS tractor Better Selling Program” is designed for 
Selling Program”, a coordinated sales, advertising BETTER contractors who want to promote their services ag- 
and marketing plan designed to make the contractor gressively. Supply your Edwards salesman with the 


a productive third member of the Edwards team. SELL names of contractors whom you feel would qualify 


It gives the electrical contractor the kind of sales help for and follow through on such a program. He'll 
that many of them have been anxious to obtain. It TEAM be glad to discuss it with you and explain the details. 


+ 


CONTRACTOR 





ry M ‘ 
EDWARDS Specialists in signaling since 1872 / Control *« Communication « Protection 
EDWARDS COMPANY, INCORPORATED, NORWALK, CONNECTICUT (IN CANADA: EDWARDS OF CANADA, LIMITED. OWEN SOUND, ONTARIO) 
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When business is good—dut your profits 
are taking it on the chin—just look at your 
inventory! Dead stock on your shelves— 
items that are obsolete or too slow-moving 
—knocks out profits every time. 


Profits start with buying—the right mer- 
chandise ...at the right price...in the 
right quantity ...and with the right ser- 
vice and cooperation to insure rapid 


turnover. 


When you call for cable—call for Carol! 


© NEOPRENE 600V 


Portable Cords « Power Supply Cable, Types W & G « Arc 
Welding Cables « Cord Sets « Asbestos Types « Plastic 
Jacketed Cords « Thermostat Wires « And Many Others 
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That’s why it’ll pay you to know about the 
Carol Protected-Profits Inventory Control Plan 
. a newly developed service designed to: 

Insure maximum turnover 
Eliminate obsolescence 
Insure adequate inventory to fill all orders 
promptly 
e Insure balanced inventories 


e Protect your profits 





STOP TAKING IT ON THE CHIN... Ask your 
Carol salesman for full details on the “‘Carol 
Protected-Profits Inventory Control Plan’’— 
or write, wire or phone Carol Cable Company, 
Pawtucket, Rhode Island. 


CAROL CABLE COMPANY 


Division of the Crescent Company, Inc., Pawtucket, R.1. 





THE MODERN CONTRACTOR... 












































TERMINATE 


USES THE... 
T&B MODULAR FITTINGS SYSTEM 
FOR INTERLOCKED ARMORED CABLE 


...to Fully Take Advantage of its Flexibility 


MOUNT 


PATENT PENDING 


With the Modular Fittings System you 
specify the fitting to suit the installation. Termi- 
nate, Dead End, Support, Ground, Mount, Pot 
Head, Wet or Dry, T&B Modular Fittings can 
solve all these problems, at Lowest Installed Cost. 


Write for our Free Eye-Opener Series and learn how 
you may profit from this new System. 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR LOCAL T&B DISTRIBUTOR 


THE THOMAS & BETTS Co. 


INCORPORATED 
Aaa ELIZABETH, NEW JERSEY IN CANADA, THOMAS & BETTS LTD. MONTREAL 


ELECTRICAL WHOLESALING—June, 1960 





IT’S MADE RIGHT — TO SELL RIGHT! 

Modern Design, Sure-Grip Handle. Cleans Easily with 
Damp Cloth. Highly Visible. Prevents Accidents and 
Damage to Light and Cord. Built-In Strain Relief. 
Heavy-Duty, Swing-Open Guard with Hook. Yellow 
Guard (Baked Enamel on Steel) 


NEW ROYAL ALL-VIN 
with 3-Wire Grounding Outlet 
for Power Tools and Appliances 


’ 


SAFETY-WIRED! . . . SAFETY-COLORED! 

. Royal’s all-vinyl, all-yellow trouble light is 
really loaded with sales power! Engineered for 
extra safety and extra convenience, this new item 





in the popular Royal line is equipped with both a al 3-WNRE U-GROUND CUTIET 
3-wire U-ground outlet and a 2-wire outlet. It also ONE SIDE 

gives you another important and exclusive selling e-wnes OUTAT OTeR S108 
point: The bulb guard is grounded to protect the 

user against electrical shock, and the 3-wire outlet 

is designed to ground 3-wire-equipped appliances 

or tools that are plugged into it. 





Extra tough, too... the ALL-VINYL construc- 
tion of the new Royal trouble light handle, cord 
and plug resists oil, acid, and grease . . . with- 
stands hard use and abuse that shorten the life 





3-WIRE, U-GROUND OUTLET ONE SIDE, 
2-WIRE OUTLET ON OTHER; VINYL 
HANDLE, CORD, MOLDED-ON PLUG (4) 


of ordinary trouble lights. 





SHIPPING CARTON 


LENGTH TYPE CORD ——— 
QUANTITY WEIGHT 


NUMBER 


- — — - 
5-3260 25’ 18-3 SJT 30 Ibs. 
5-3261 50’ 18-3 S$JT 


Individually packaged in 5-3270 25’ 16-3 SJT 
attractive corrugated display cartons 53-3271 50’ 16-3 $JT 

















SEE YOUR ROYAL REPRESENTATIVE gs 
: 2-WIRE OUTLET ON BOTH SIDES* 


4 * 
Wy VINYL HANDLE, CORD, MOLDED-ON PLUG 





SHIPPING CARTON 
CATALOGS =| LENGTH =| TYPE CORD $$} 
QUANTITY WEIGHT 


ELECTRIC TT ees : aes Bo 
.. @m associate of 45-3250 25’ 18-2 SJT 12 


ROYAL ELECTRIC CORPORATION, PAWTUCKET, RHODE ISLAND 43-3251 50’ 18-2 SJT 6 20 


In Canada: Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec *Not Grounded 
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first choice of industry... 





ie i) ie ele U IT 





America’s biggest and fastest 
growing localized 


lighting line 


Your customers don’t want just any lights. 
Most of them want Localites— preferred choice 
of industry for lighting machine tools, benches 
and assembly lines for over 25 years. 


Each Localite is designed to meet the needs of 
the specific application . . . in styles and 

sizes best suited for machine shops, assembly 
operations, offices, laboratories, schools, 
hospitals, hobby and home use. 


No other lights match Localite quality. They’re 
sturdy yet flexible . . . can be positioned where 
desired in seconds . . . stay put even under 
severe vibration. Easy to mount... cool to the 
touch . . . most models U/L approved. 


Localites are competitively priced to sell every 
market . . . cost no more than many ordinary lights. 
Make your choice industry’s choice . . . Localite. 


Write for Catalog L-9, Fostoria Corporation, 
Fostoria, Ohio. 


Cr FOSTOQRIA 
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Build Business, Profits, Prestige! 
Install the breaker that’s best all 
around—best for you, best for your 
customers, and Guaranteed For Life! 

You’ll like working with ‘““MP”’ 
breakers. Fully magnetic and un- 
affected by heat, these breakers never 
need derating, carry full rated load, 
never trip unnecessarily, can be in- 
stalled anywhere it’s most convenient 
for you or your customers. 


4 


i 


Backed By A Full Line 


Secondly, your customers will ap- 
preciate knowing that the breakers 
you install are Guaranteed For Life. 
It shows you’re using the best, helps 
you get the business. 

Extra Sales Aids For Youl 

You get a special Guarantee Certifi- 
cate to leave with each customer plus 
a special sticker for your own pro- 
motion to use on each load center. This 
will boost your prestige, bring extra 
business your way. 


Gentlemen: 


Name 
Address 


My wholesaler is 


Of Load Centers 
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Here’s How You Can Cash In On This 
Guaranteed For Life Program! 
: Murray wholesaler today for 


precedent 


breaking promotion him al 


material h as available 


about tne 
to help you sell builder and home 
Manufactur 


A venue 


owners. Or write Murray 
ing Corporation, 1250 Atianti 
Brooklyn 16, N. ¥ 


Murray Manufacturing Corp., 1250 Atlantic Avenue, Brooklyn 16, N.Y. 


Dept. A-6 


A circuit breaker that’s Guaranteed For Life! I'm interested. As soon as 
possible, send me complete information on everything 








EASY T0 CUT 


Reynolds Aluminum Rigid Conduit 


REDUCES 


INSTALLATION COSTS 


Reynolds Aluminum Rigid Conduit 
can be cut quickly and easily with an 
ordinary hacksaw or power saw. 
Thread-cutting is easy and standard 
cutting lubricants are used. One of the 
easiest to work of all metals, aluminum 
bends and forms simply and accurately. 
This is important when making saddle 
bends and in final adjustments at the 
junction boxes. And, because alumi- 
num is lightweight—about one-third 
the weight of conventional conduit 


LIGHTWEIGHT 


handling and installation are easier, 
and costs are lower. 

Aluminum conduit resists corrosion 
from weather and most industrial at- 
mospheres. Non-magnetic, it often per- 
mits longer conduit runs or smaller 
conductors. 

For complete information and names 
of Reynolds Aluminum Rigid Conduit 
Distributors, call your Reynolds Sales 
Office or write Reynolds Metals Com- 
pany, Box 2346-EC, Richmond 18, Va. 


Watch Reynolds TV shows “ADVENTURES IN PARADISE”, “BOURBON STREET BEAT” and “ALL STAR GOLF’ —ABC-TV 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


ENGINEERED 
INTO 
BLACKBURN 
CONNECTORS... 


REUSA BILITY! 


The big difference in Blackburn connectors starts with the way 


they are made. The basic material is high strength duronze, a 
silicon bronze alloy stronger than many structural steels. 

High percentage of threads, both bolt and nut, plus proper selection 
of materials, reduces friction, increases thread efficiency and 


clamping force—clamping force is maintained on the conductors. 


) 


Blackburn’s strict inspection assures uniform high quality. 


| 


hs 


é \ 
frac 


Blackburn connectors give better performance electrically. The 


III 
* UU Mlk 


greater thread efficiency provides a high clamping force that helps 
break through oxides on the conductor and improves conduc- 
tivity. This high initial conductivity is maintained permanently. 


Because of the better materials, precision workmanship and careful 
inspection, Blackburn connectors are reusable... over and over. 
Write for samples. 


1525 Woodson Road St. Louis 14, Mo. 
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PARANITE 


BUILDING WIRES AND CABLE 


Time is your most costly commodity! That’s why 


THW 


Paranite concentrates on the production of quality wire 
products that stretch every man-hour to its utmost 
efficiency. The result is a more profitable operation for 
the contractor using Paranite products. From sheath to 
core—every possible time-cutting feature has been built- 
in to minimize loss of time. Paranite strips fast—slick 
finishes assure smooth pulling. Dead-soft conductors give 
superior flexibility to speed-up working through studs 
or in conduit. And finally, Paranite wire products are in 
labor-saving packages with color-coded labels for instant 
identification. Yet you pay no more for Paranite! 


A. Paranite Parasyn® Type TW 600 V small diameter building wire is 
thermoplastic insulated for use at temperatures up to 60°C. It is flame 
moisture and oil resistant. Standard colors available from stock in both 
solid and stranded, sizes 14 AWG through 1000 MCM. UL listed 
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B. Parasyn” Type THW Thermoplastic insulated 60 

UL listed 75°C for wet or dry application. Small dian 

finish color availability and stripping ease assure reduced 
costs. Solid and stranded, 14 AWG through 500 MCM 


S00 MCM PARAWN/TE PARASYN TYPE 


Paranite wire products are readily available from 
leading distributors across the nation in a full range 
of sizes and conductors, both copper and aluminum. 


PARANITE WIRE & CABLE DIVISION 


ESSEX WIRE CORPORATION, Marion, Indiana 
MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif 
Sales Offices and Redistribution Warehouses in all Principal Cities 


On 


A wel rr » 
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4cre™ 


June, 1960—ELECTRICAL WHOLESALING 











SPECIFY 
CLIFTON 
CONDUIT 


The conduit with 
built-in quality 


EMT (Electrical Meta 
only hot-dipped gal 


le an J 0 


e and ease of pulling 
RIGID CONDUIT made of the finest 
available ¢ Clifton’s exclusive 


> for hot-dipped galvanizing 


5 approved by 

Inc. and conforms 

ation WW-C581C and ASA 

1953. Clifton EMT is ap- 

*r's Laboratories, Inc. and 

eral Specification WW-T-806B 

i Specification C-80.3-1953. RIGID CON 
DUIT ELBOWS, COUPLINGS, AND NIPPLES in a 
full range of sizes * are manufactured of the 
same fine high quality steel as RIGID CON 
DUIT © hot dipped galvanized inside and out 


FLEXIBLE STEEL CONDUIT really 

flexible and crush-resistant for easier 

and faster installations « manufactured 
under Clifton’s rigid controls from purchase 
of high quality steel tape to finished product 
¢ smooth inside surface assures you trouble 
free pulling during installation. Clifton Flexi- 
ble Stee! Conduit is approved by Underwriter’s 
Laboratories, Inc. and conforms with Federal 
Specification WWC-556. Other quality products 
by Clifton: Bushed Armored Cable; Unarmored 
Service Entrance Cable; (CLIFTX) Non-Metallic 
Sheathed Cable; CLIFTALL-UF; Building Wire 
—TW, RHW, RR 


CLIFTON CONDUIT CORPORATION 
A Division of General Cable Corporation 
1 3300 Eastbourne Ave., Baltimore 24, Md. 
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makes and recommends 


= SOLID BRASS waar 


weatherproof plates can stand up, year in —year out, regardless of weather 
and heavy use. 


Want more proof .. . just look at this list of exclusive Solid Brass advantages 
Bell Solid Brass Bell Solid Brass 


will withstand sudden shock and im- ~ js impervious to salt air, smoke, 
pact, will not crack or shatter industrial gases, fumes and steam 


Beli Solid Brass Bell Solid Brass 
will not flake; peel, pit or corrode ~ is unaffected by lime or acids found 
in brick, mortar, lime and cinder 


block 


Bell Solid Brass wears better, lasts much longer 
in any climate .. . even in coastal areas 


= ceiien ” Saf-T-Lok 


PLATE COVER 


snaps OP" js snaps shut 





BAKED 


.040 
ALUMINUM FINISH 


SOLID BRASS 


cone 


B E L L : | | | Write for 


fully illustrated 





...better . ~ catalog 
to buy . 





..-e@asier 
to sell 


BELL ELECTRIC COMPANY 5735 S$. CLAREMONT AVENUE, CHICAGO 36, ILLINOIS 


America’s Largest Line of Weatherproof Devices and Covers 
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Mercury lamps may look alike 


These Mercury lamps look alike and cost about the same, but one— 
the Westinghouse Lamp—will deliver more light initially and main- 
tain this high light output longer. It is your most economical choice 
for industrial and commercial lighting and incorporates all 4 out- 
standing improvements listed below. 

1. Lifeguard™ arc tube to improve lumen maintenance. Even after 
10,000 hours of use, these lamps will still give 85% of their initial light 
output. This means that 21% years after you install Westinghouse Mer- 
cury Lamps, your plant or streets will have almost the same high level of 
light as when the lamps were new! 
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... but four differences make one a better buy! 


2. New design electrodes lock in the emission material and insure 
long life and easier starting. 


3. Weather Duty™ construction. Special glass is resistant to ther- 
mal shock and corrosive fumes. Moisture, industrial fumes, even snow 
and rain can’t harm these Westinghouse Mercury Lamps. 


4. Hi-temp silicone cement holds bases tight for life . . . actually 
gets stronger as the lamps burn. No drop-outs. Westinghouse even 
date-codes its mercury lamps so you can check performance. 


WESTINGHOUSE LAMP DI LAMP DIVISION, Westinghouse Electric Corporation 


No matter what type or wattage of mer- 
cury lamps you use, you will get more 
value and light for your money—plus 
longer, trouble-free service—by specify- 
ing and insisting on Westinghouse Mer- 
cury Lamps. Westinghouse makes the 
most complete line of mercury lamps in 
the industry . . . 100 to 3000 watt sizes 

. in clear, color-corrected and reflector 
types. Contact your authorized Westing- 
house lamp agent or nearest Westing- 
house Sales office. 


Bloomfield, N. J. 


you CAN BE SURE...1F IT's \ Vesti nghouse 
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from the Ground UP... 







SERVICE ENTRANCE EQUIPMENT 
keeps installation costs DOWN... Makes Selling Easier! 


DUAL-GRIP 
ENTRANCE HEADS 


Built-in connector clamp de- 
signed for fast, easy connection 
to conduit. No special fittings 
needed for EMT... no threads 
to cut on rigid. Complete range 
of sizes: 4%” through 3”. 


& 


ENTRANCE ELBOWS 


Now available in extra-long 
length for easy pulling of con- 
ductor. Compact . . . completely 
weatherproof ... deep cut 
threads assure quick, effortless 
installation! 


SURE-SAFETY 
GROUND CLAMPS 


The only complete line of bronze 





clamps for 14” to 4” pipe. 3 types 
handle all needs. Swinging tops 
for faster installation! 





Atti: 





J. A. eA F 


Reis sss. 2110 Howard St. e St. Louis 6, Mo. « GArfield 1-6336 






‘i STOCK THE COMPLETE WEAVER LINE NOW! 


Samples are'available for demonstration . . . no charge, of course. Write today . .. specify exact items desired 
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Non-Raveling 
Straight Tearing 
High Tensile Strength 
Strong Adhesion 

~ Highly Insulating 


Sn A a | 
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For the 
finest 

in friction, 
rubber 


MT TAT 4 


look to ACCURATE... 
suppliers of 






FRICTION .... RUBBER.... PLASTIC 


“ best b pweoses ei. 7.We mary, el Vemma tiiii, bemeel iar... bi 
yom BOR Oey Gartield, New Jersey 


in tape.” 




















ELECTRICAL 
dare} (-t-t-lilale| 


‘It Doesn't Take 


f 
| Nie DYER -CLARK COMPANY 


DYER-CLARK COMPANY 


: 
| MT DYER-CLARK COMPANY 

| 
| ini 


ANYWHERE , 5 
U.S.A 


DYER CLARK COMPANY 





INTEREST 
HARGE 
is Pr Iny ~ MONTH 


NOTICE is sent out to customers 60 days overdue on credit. 
Customers are charged interest rate of 1% each month. 


Powell says there have been no contractor complaints. 


oe 





WORRYING = about what customers 
would think didn’t stop Howard Powell 
(left), from getting tough on Dyer-Clark’s 
credit policy. According to Powell, the 
new system reduced bad debt accounts 
and “it brings in the money faster.” 


uts 


TOUGH credit measure that connects hard and 

brings in the money fast has been devised by Dyer- 

Clark Co., Inc., Lawrence, Mass. A charge of 1% 
per month interest has been made by this electrical dis- 
tributor on all invoices not paid within 60 days past the 
date of invoice. All accounts 90 days past due are put on 
C.O.D., with interest still to pay 

lake a lot of nerve? Not according to Howard Powell, 
president of the firm. Says Powell, “I had a little appre- 
hension about putting this thing into effect at first, worry- 
ing about the reaction it might stir up—but I wasn’t wor- 
ried to the extent that I wouldn’t do it. 

“It doesn’t take guts to get tough on credit,” Powell 
says. “You can’t have past due accounts piled up to your 
chin. It’s your business—your customers can’t run it for 
you. Being strict is one of the clearest ways of showing 
where you stand and what you expect from your custom- 
ers. You can’t be a ‘Milquetoast’ and expect to last.” 

e Why the Move Was Made—Before last September, 
when the new credit measure was put into effect, 50 out 
of 500 active Dyer-Clark accounts were past due. “It 
was the same people all the time,” remarks Powell. “It 
was costing us money to get these customers to pay their 
bills, plus the fact that the delinquents were contributing 
to the economic instability of the electrical trade.” 

e How It Works—Setting the wheels in motion, Powell 
sent out a letter of intention to those accounts that were 
past due. In the letter (see opposite page), the whole story 
was presented to the customer. A month later, another 
letter was sent out, this time to the “good” customers, in- 
forming them that Dyer-Clark was taking toughening-up 
steps to maintain a healthy business climate (letter on op- 
posite page). 

Here’s how the system works: when a customer gets 
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THIS notification was sent to the bi debt accounts 





ABOVE letter was . ched to the good” customers 


To Get Tough on Credit’ 


30 days behind in his payments, he goes on a list and is 
watched, but he is left alone. As soon as he reaches the 
60-day mark he has to pay interest on the money he 
owes, but he still is able to draw credit. When the 90-day 
limit is reached, he still pays 1% a month interest on the 
amount past due, but he draws no credit. He goes on 
C.O.D. A customer is given 15 days warning before he 
has to start paying interest 

Generally, the rule of interest is strict, but there are 
extenuating circumstances that Dyer-Clark takes into con- 
sideration. “We wouldn't charge interest on a $2 or $3 
past due account,” Powell says. “And on a first time of- 
fense for a contractor-customer—if he owes, say, 1% on 
$60—we wouldn’t press him too much. But if he continu- 
ally falls back,” he says, “we'll carry his debt on the 
books. 

“Actually,” Powell explains, “there is no set rule of 

thumb to follow in applying this credit measure. It all 
boils down to the fact that I know my customers—TI talk 
to them on the phone and see them when I go around 
with the salesmen.” 
e Results—‘Surprisingly enough,” says Powell, “there 
were no verbal complaints to the steps we took. As a mat- 
ter of fact,” he says, “some of the customers remarked 
that it was about time we had done something like this 
It’s a good strong reminder for those contractors who for- 
get to pay their bills. There were several people who 
tried not to pay interest, but when they saw we weren't 
fooling around when we charged it back to them, they 
paid it.” 

With the new set-up at Dyer-Clark, 30% of the past 
due accounts have been eliminated—in number and in 
value. Before last September, 50 out of 500 (“the same 
ones all the time”) were delinquent, now it’s only 30 
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And the number grows smaller all the time 

Powell says that Dyer-Clark is not in “the banking bus 
iness. We're not in it to make money (although they have 
collected $325 since September “59——-more than enough 
to pay for the extra bookkeeping the new system re 
quires). We'd rather not do it this way, but as far as I can 
see, it’s the only way to get rid of our bad debts. The 
fact that money comes in from it is incidental 

According to Powell, no accounts have been lost and 
one customer paid his |“ as soon as he received the let- 
ter. ““Not only have we retained all accounts,” says Pow 
ell, “but in the first quarter, business has increased 31% 
over last year and 72 ahead of 1958 
e How Salesmen Feel—Powell says that the Dyer 
Clark salesmen were afraid at first that it would have a 
bad effect on relationships with their customers, and that 
it would cut down on their sales volume. “But,” Powell 
explains, “the salesman has not made a sale until the 
money is collected.’ 

The new credit measure was discussed at sales meet 
ings when Powell first decided to put it into effect. Each 
salesman was given an aging list of all his own accounts 
so he could keep a close check on them. When one of his 
customers reaches the 90-day limit without paying a past 
due amount, the salesman no longer calls on that cus 
tomer until he gets back off C.O.D. When a contractor 
customer reaches the 60-day mark, the ilesman must 
collect some of the money owed before any equipment is 
sold to that account 

“Business is booming fast ays Powell. “It's hard 
enough keeping up with the terrific pace the industry is 
racing ahead at, without struggling with unnecessary 
credit problems. | think the only alternative is—get 
tough.” 

















WALL SCONCES are displayed near din 
ing room and pull-down fixtures. Each 
type of residential fixture is segregated 
into particular areas of a type or style 
for the convenience of customer selection. 
Acoustical panels can be removed easily 
for a change in display. 


PEG BOARD displays feature bathroom 
fixtures at one end of the building, and 
also serve aS a room divider between the 
showroom and the counter area. Separate 
entrances to the counter and showroom 
eliminate unnecessary traffic in both parts 
of the building. 


OUTDOOR lighting is shown to best ad 


a natural setting. Surrounded 
wall, post lamps here appea 


imulated residential lawn. Wall 


mounted on a louvered back 


and ceiling porch lights are shown 


this display 
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A VIEW of the showroom shows many of the 


fixtures are mounted on heights of 8-ft, 9-in; 942 


Saves Time and Extra 


I"S pretty difficult to be in two places at the same 
time, according to President R. D. Arenberg of 
Wholesale Electrical Supply Co., Chicago 

But that’s just about what was required of the distri- 
butor’s personnel before a move several months ago 
Although the showroom, counter and offices were in one 
location, the warehouse was in another a short distance 
away 
e No Control— Arenberg says it was difficult to take an 
order at the counter and then have to go to another 
building to fill the order. 

“This was an inconvenience to our customers, mainl 
in the time consumed in supplying their needs,” the of- 
ficial adds. “It also took a lot of effort for our counter! 
and warehouse personnel to take supplies from one loca- 
tion to another.” 

To overcome this obstacle, the entire operation was 
moved to the warehouse location after extensive re 
modeling. Separate entrances lead to the counter and 
to the showroom. Fixtures mounted on a divider sepa 
rate these two areas 

“We're satisfied with our operation now,” Arenberg 
says. “We can give the customer the service he deserves.’ 
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DISPLAY shows 


is on aluminium 


it 


he 
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and 


he 


725 fixtures on display. To separate types 
10-ft, 9-in 


Steps 


Ww 


fixtures are mounted. Box 


and « 


an be removed easily 
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Plastic cover and 
Paint coating 


FIXED CARBON RESISTOR. 
partly cut away to show cons7ruc- 
thon. variations ‘71 carbon rnx- 
ture and cormentration provide a 
wide rare of resistances 
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Ceramic Fu be 
FIXED WIREWOUND RESISTOR, 
enerally used as a load resisTor, 
handles feavy currents. Kesist- 
ance wires ray be ser? uricov- 
ered or coated with cemer Zs, 
/acguer, or vitreous errame/. 
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PAPER CAPACITOR asis% of 
rolled metal fei! electrodes Separ- 
ated by impregnated paper qe/ec- 
tric. 4117 improved Fype uses a me7a/- 
lied coating on one side of paper 
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Load 


METALLIC RECTIFIERS 
convert ac 70 Ac without moving 
harts, due to dtrererice 1 resis?- 
ance te curren? tow, depend rg 
upon direction of current Typi- 
ca/ yunction rraterials ased srchide 
cooper oxide, selernum, s’licorl, 
and magnesium copper sulfide. 





Plates 
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K+ CAPACITORS 
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Capac: Varrce. 
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TRANSISTORS perv%-m mary 
ot fhe functions of vacuum tubes 
Their operation depends aporr 
the transter of electrons af 
the junction of cormmpernent sem: 
Conductors when a voltage /s 
snpressed across herr. 
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Pinpoints the Information You Need on... 





Industrial Electronics—IV 


By J. F. McPartland 
And W. J. Novak 


LTHOUGH MANY applications 

have been found for electronic 

circuitry in industrial power and 
control equipment, the most wide- 
spread use of electronics has been in 
the field of communications. 
Transmitting stations for broadcast 
radio and television consist of rela- 
tively large and complex equipment 
installations. As such, they represent 
substantial markets for all types of 
electronic assemblies and _ supplies 
for maintenance. 
Transmitters for 
small-scale 
Completely 


commercial radio 
systems are versions of 
broadcast stations pack 
aged transmitting units and receivers 
are available for such application and 
require very simple installation 
Two-way radio for wireless communi 
cation between two or more points, 
made in a variety of packaged as 
semblies for use in cars, trucks, boats 
or other mobile applications, consists 
of transmitting and receiving units in 
single-assembly housings 
Closed-circuit television is available 
in complete systems of packaged 
units which require only interconnec- 
ting wires for operation. Typical 
closed-circuit TV (or ITV—industrial 
television, as it is frequently called) 
is used in industry for various remote 
viewing applications. It may be 
for observing a dangerous process by 
putting the pickup camera at the 
dangerous point in the process and 
putting the receiver or viewing moni 
point from 
watched 


used 


tor at some remote, safe 
which the process can be 
Many similar remote viewing uses are 
possible. 

Sound systems are also made up from 
completely packaged and readily in 
terconnected units—microphones, rec 
ord and tape players, amplifiers and 
loudspeakers. Such systems 
for public address, paging, music dis- 
tribution in industrial plants and can 
be made for two-way wired com 
munication 
Intercom is a wired 
way or multi-way communications 
Such systems are basically made up 
of microphones, amplifiers and loud- 
speakers with suitable controls. Wir- 
ing between units can provide for 


provide 


system of two- 
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communication any number 


of points. 


among 


Electronic Parts 


Electronic equipment—both indus- 
trial power and control devices and 
the complete range of communication 
units—is constructed of parts 
which are grouped in a_ category 
known as “electronic parts and sup- 
plies.” These include an almost end- 
less variety of littke components which 
are sold to original equipment manu- 
facturers for use in production line 
construction of various electronic as 
semblies, to industrial plants for use 


basic 


in the repair and maintenance of their 
equipment, to radio and 
to other 
radio and 


electronic 
Stations, radio 


facilities, to 


television 
transmission 
IV service organizations and to other 
technicians involved with electronic 
circuitry. 
lubes 

involves 


This is the basic category and 
very large quantities of ex 
pensive items. There are several classi 
fications of tubes based on applica 
Tubes for use in radios, televi 


other 


tion 
sion sets, sound systems and 
packaged communication sets are re 
ferred to as “receiving tubes.” Another 
classification is that of “special pur 
tubes” and 
tubes industrial 
equipment and in radio, 
and commercial transmitting 
ties. Tubes in this class are generally 
expensive than the 
type tubes. Some such tubes sell for 
$200, $400 and even $700 apiece. A 
third class of tube is the cathode ray 
tube which tubes for 
loscopes and television picture tubes 
Transistors—This is a growing cate 
gory of components. These tiny de 
vices are finding ever wider applica 
tion as substitutes for vacuum and 
gas-filled tubes. They are capable of 
performing many of the functions of 
tubes with great benefits in the way 
of reduced heat output and longer 
life. As with vacuum tubes, there are 
both voltage amplifier and power 
amplifier types of transistors 

Rectifiers—tIn addition to tube 
rectifiers, which are included in the 
types described above, there are many 
so-called dry-type rectifiers made of 
semiconductors such as selenium, ger 
manium, or silicon which can dupli 


pose covers the many 


used in electronic 
television 
facili 


more receiving 


includes oscil 


tvpe 


cate the functions of tubes again with 
appreciable advantage, not the least 
of which is very high efficiency. A 
special category of dry-type rectifier 
is the diode 

Resistors—These units vary widely in 
size, ratings, construction and applica- 
tion; but they are bread-and-butter 
components in electronic circuits. The 
most common type of electronic cir- 
resistor is a littlhe composition 
a half-inch long and 
diameter, with a 


cuit 
cylinder 
a quarter-inch in 
bare coming out of each end 
Other types do not look like this at 
all, but they function the same. 
Capacitors—Another basic item, ca 
pacitors, are small units. Some are 
about the size of a 
some are molded plastic or 
tube, varying from the size of 
a cigarette butt to that of a cigar 
butt: and other the electrolytic type 
are paper or metal cylinders up to 
about five inches long and about two 
Still another type 
oil-filled type 
used in industrial gear. This is 
a metal can of rectangu 
In electronic appli- 
commonly 


about 


lead 


mica or ceramic 
dime; 


paper 


inches in diameter 
of capacitor is the 
widely 
generally in 
lar cross-section 
cation the capacitor ts 
called a “condenser.” 

Transformers and coils—A _ special 
line of power and signal transformers 
is made for use in electronic equip- 
Power units are used for step- 
voltages up or down 
circuit 


ment 
ping ac supply 
prior to feeding a_ rectifier 
from which de operating voltages are 
Signal transformers may be 
as audio out 


obtained 
iron-core devices—such 
put transformers or microphone input 
transformers—or they may be air- 
core units for use in radio-frequency 
Various coils in elec 
tronic circuits may also be iron-core 
devices filter inductors or 
chokes or high-frequency coils with 
powdered iron slugs for 
varying the inductance 

In addition to these 
vices, there are special wires and 
cables for electronic work, special 
controls which incorporate the char- 
capacitors 
an infinite assortment of 
of electronic 
supplies 


circuits used 


such as 


movable 


types of de- 


acteristics of resistors or 
or inductors 
hardware for assembly 


chassis, and special tools, 


and instruments 


Next Month: Basic Electricity 
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listens onstrator of hot line equipment, educates utility divisional 


HARD-HATIED Larry Chase (fourth from right) 
closel and linemen on safety and handling of tools 


Don Collins (extreme right), manufacturer's dem manager 


It Takes a Special Tack 


To Sell Utilities 


Six maxims paved the way for Twin State Electrical Supply 


By Herb Cavanaugh and aided the firm in cracking and selling up a tough 
utility market—to the tune of 25% of total sales. 


SPECIALIST Chase (left shows Bob 
Muller, president of firm, new 100-amp 
cut-out with 200-amp terminals. It's a 





new item and will be used for possible 
line expansion capacity in future years 
Chase will call on utility engineering 


depts. to get their specifications 
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KEEPING stock apart is done in two ways 
built 
special utility equipment from 


warehouse was 


N just four short years, Twin State 
Electrical Supply Co., White River 
Vt. has cracked a tough 
company market and made it 
pay off to the tune of a six figure 
volume a year. Share-wise utility sales 
are currently running 25% of this 
Vermont electrical distributor's total 
annual sales. 

How did they 
lies with Twin 
Muller, the 
cialist” vice 
Chase 


Junction, 
pow er 


The 
President 
“utility 
president), 


do it? 
State 
firm’s 


answel 
Bob 
spe- 


Larry 


and 
(and 
According to Chase and Muller, 
siX maxims paved the road to suc- 
cessful utility selling. These six points 
a fire under the old ways of elec- 
distribution in Ver- 
utilities con- 
power companies 
distributor-minded 


set 
trical 
mont 


supplies 
far 


“Electric 


as as are 
cerned 
are now 75% 
in. that Muller 

Here are the points. They spotlight 
what it takes to sell-up the utility mar- 
ket 

1. Takes time both in breaking 
into the field and on salesmen’s calls. 
Crash programs lead nowhere. 

2. Takes tremendous volume sell- 
ing of extra 
space, and to cover cost of inventory 


state,” says 


to cover cost needed 
and selling 

3. Takes special stock and sepa- 
rate section of the warehouse (or an 
extra warehouse) to accommodate it 

4. Takes on-the-ball alertness to 
stay alive on shape of stock; to be 
aware of equipment changeovers and 
utility problems 

5. Takes key account specialist 
and trained salesmen to speak lan- 
guage of PA’s, engineers, line super- 
intendents and linemen 

6. Takes solid cooperation 


suppliers. 


with 
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office 
$50,000, 
Rest of 


New 
separate the 
stock. In the 


in 1958 to 
AAS 


Take these six points,” says Chase, 
“add perseverance and promotion and 
then itll really start to pay off.” 

e Searchlight Elaborating on 
the first of the six maxims, Chase 
says that four years ago, Twin State, 
on the lookout for more business, 
fixed a spotlight on the utility market, 
which had been just an “ordinary 
business up until then.” 
[win State promoted 
sciousness on calls to 
tomers. From time to time Chase 
casually suggested the possibility of 
the utility (which historically bought 
direct from the manufacturer) look- 
ing for a reliable source of guaran- 
teed stock on an emergency basis. 
By doing business with Twin State 
he further suggested, the utility would 
get fast, reliable service and cut down 
investments in maintaining 
large central warehouses 
e Hitting Home Fast service; 
money. These points hit 
but no crash program de- 
veloped as a result. The utility cau- 
tiously agreed to business with 
Twin State on a non-guaranteed basis 
while the Vermont distributor built 
up transmission and distribution stock 
as per utility requirements 
e Other Markets Utilities 
not the only customers who buy 
type of equipment. According 
Muller “we have contractors who use 
utility equipment in such jobs as Air 
Force base line work, airports, dams 
flood control projects.” 
Local TV cable people purchase 
bolts, cable to run line, 
types of  utility-geared 
In addition, Twin State's 
four other outside salesmen call on 
municipals and REA’s, which 
acount for a big chunk of transmission 


cost-con- 
utility cus- 


on its 


Save two 


home 


do 


are 
this 


to 


and 
Cross-arms, 
and other 


equipment 


ac 


(see 


Is 


file 


worth about 
tub file 


that’s 


part ofl 


right) utility stock 
recorded in the rear 
is A&S equipment 


and distribution equipment sales 

e Calling Time Larry Chase is 
the only man from Twin State calling 
utilities. He “you might 
have to on 20 before 
you get an order. It take all 
day just to make one call, but this is 
you sound out their problems, 
complaints and product inter- 
all very important in main 
taining your business pace and keep- 
ing a_ well-informed on your 
utility stocks.” Another important 
factor in utility calls is this: no one 
in the state knows the economic po 
tentiality of the state like the utility 
man. It pays to take your time. You 
can pick up plenty of leads 

e Good Steady Business 

panding on the of the 
points, selling in huge volume, Muller 
that got 
volume to cover the cost of 
and 
and selling 


on Ssuys, 


call people 


can 


how 
new 


ests 


eye 


Ex 
second SIX 


SUys you've to get enough 
the extra 
you'll need to cover the 
cost of inventory 
“It's a good 

says. “There 
because the gross profit averages out 
to 10%. It’s industrial type selling to 
a high grade of people and you 


there's 


Space 


business,” he 


windfalls 


steady 


are no big 


ure 


your money no 
waiting for it 

According State 
items that sell to utilities have a gross 
margin as 3%. All fuse links 


and switching material are 10% and 


sure of 


to Twin some 


as low 


pole line equipment can have a mat 


gin a high as 1742 % 

e Profit Picture “When 
selling utilities,” explains Chase, “you 
don't sell wire by the foot, you 
it by the mile.” He adds that 
nectors go by the 300’s. “When 
get a new product such as a cut-out 
for line expansion picture), we 
go around all the 


youre 


sell 
con 
we 


(see 


to the utilities in 


CONTINUED 





Selling Utilities (cont.) 





State, trying to get volume on it 

© Separate Warehouse—Starting off 
slowly in 1956, Twin State kept up 
the constant calls, customer relations 
promotuons, and 
It took a lot of time and 


After two years, it really 


meetings conscien 
tious service 
patience 
paid off 

The third principle Twin State pre 
scribes for into the utility 


section of the 


entering 
business is a separate 
warehouse to accommodate the spe 
that must be built up. In 
State built a separate, 

utility ware 


house Olely tor the 


cial stock 
1958, Twin 
tailor-made, geared’ 
purpose ol 


$50,000 worth of 


housing nearly 
stock nec ry to 
(this 


consigned 


SPE ial 
utility 


include 


service i 


iccount figure does not 
aluminum 
tock ) 
Muller, the 
State has 


justifies the 


wire) 
(See chart for required 

According to Robert 
amount of business Twin 


been doing more than 


newly which 
from the 


warehouse is 


constructed warehouse 
is located across the 
White River 
to provide an all 
the utility market 
ice. “They 
prices below 
just want 
* Keeping 
that 
your 


street 
| he 


important 


firm 
must in 
emergenc\ rv 
don't ask us to cut 
book,” he 
service.” 
Awake Chase 
keeping alive on the 
utility stock, on changeovers 
and utility problems (4th point) is ver 
important for three reasons 

1. When a utility 
an equipment changeover on a cer 
tain type of product they use, you 
have to be right on top of it usually 
the utility will use up what Twin 
State already has in stock, then Chase 
will specily a 
comes an 
item. 

2. When a utility 


such as burnout 


our 
adds, “they 
says 


shape of 


suddenly wants 


item and it be 
stock 


new 
automatic ordering 
has a problem, 
accidents caused by 
Chase has to be there 
or someone take his busi- 
from nose 

3. “You can’t take the business for 
granted,” says the specialist. “The 
stock you have does not sell itself. It 
isn’t hard for another salesman to 
look for a hole in your sales defense 
and slip through, carrying his equip- 
ment with him. He can sell too.” 
e Sales Training—The fifth maxim 

“it takes a key account special- 
ist and trained salesman to speak 
the language of the PA's, engi- 
neers, line superintendents and line- 
men” — is followed to the letter by 
Twin State. Chase is the man solely 
responsible for utilities. He is in- 
volved in basic selling in the utility 
engineering departments, talking to 
PA’s and taking part in educational 


storms, etc., 
else will 


ness beneath his 
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INDEX 


Manufacturer 


A.B. Chance Co 
1. Pole Line Hardware 
2. Line Tools 
3. Connectors, etc 


Anaconda Wire & Cable Co 
1. Aluminum & Copper Wire 


Anderson Brass Co 
1. Connectors 


Burndy Engineering Co 
1. Connectors 
2. Lugs 


Green Mountain Glove Co. 
1. Gloves & Protector 
2. Cotton & Wool Liners 


Joslyn Mfg. Co 
1. Clevises & Racks 
Spool Insulators 
3. Misc. Pole Line Hardware 


Kearney, James Co. 
1. Cutouts & Fuses 
2. Disconnects & Misc 


Other Utility Supplies Available in Stock 


Hand Tools 


Electric Power Tools 


Stud Drivers (cartridge type) (Hand driven type) 


Brady markers & rigns 
Testing equipment & meters 
Meter Troughs, Rings, etc. 


Street Lighting lamps (standard & mercury) 


Tape 
Solder 
Plug & cartridge fuses 


Flashlights, batteries & lamps and miscellaneous 
electrical construction materials. 


Klein Tool Co. 
1. Tools & Linemans Equipment 


Miscellaneous Equipment 


Porcelain Products Co. 
1. Insulators & Spools 
2. Racks & Wireholders 
3. Insulator Hardware 


Preformed Line Products 
1. Guy Grips 
2. Line Guards 


Reliable Electric Co. 
1. Automatic Line Splicers 
2. Connectors, Strand Vises, etc. 


Thomas & Betts Co. 
1. Compression Splices & Conn. 
2. Pole Grounding Plates, etc. 


Wagner Electric Co 
1. Transformers 


Wicx Merit Glove Co 
1. Linemans Gloves & Protectors 








INDEX page shows what makes up Twin State utility stoch 


demonstrations aimed at line 
intendents and utility linemen (see 
page 73). He that the utility 
make up the specs and 
designate the type of equipment to be 
used, but the divisional offices 
made up of line personnel 
influence the choice of the engineer- 
ing and purchasing departments (head 
offices). That’s why you have to con- 
centrate on both.” 

The four other salesmen 
at Twin State are responsible for 
REA’s and municipals. 
counts require less time, but you have 
to talk the same language. This takes 
training, but nothing so technically 
difficult that the average salesman 
can’t master it. “At first,” says Muller, 
“our salesmen were a bit wary of the 
market simply because they did not 
realize its big potential — you don’t 
get a $15,000 order at 5% commis- 
sion from contractors that often.” 
Another reason they were hesitant 
about the field was they “thought 


supel 


Says 


head offices 


can 


outside 


These ac- 


what to talk 
about.” After a meetings 
and a few “trial by fire calls,” Chase 
remarks: “they forgot all about their 
fears.” 

e Supplier Cooperation 
it was costly for manufacturers 
to send men around to the utili- 
ties, it took a while for Twin State to 
“break down the manufacturers” and 
convince them that the electrical dis- 
tributor could do a better job with 
service. For a period of time, Twin 
State was limited as to what it could 
stock and sell to the utility. Now, the 
only equipment still direct to 
utilities is transmission equipment 
above 100-kva. Twin State says that 
the sixth point, supplier cooperation, 
is a very important one. 

Winding it up, Bob Muller says 
that another reason for Twin State’s 
success in the field is the current 
1960 theme of buying more through 
the distributor than direct . “we've 
been caught up in it.” 


they wouldn't know 


few sales 


Even though 


sold 


ELECTRICAL WHOLESALING—June, 1960 





CONVENTION COVERAG f 
LCOME 


(AL ASSN » OF 
L DISTRIBU TORS 
NTRANCE 9 


at 


A Special On-the-Spot Report: 


Sights and Sounds 
of the 52nd 
NAEDALLAS 


Convention 


Here's your special, 2|-page review from the big NAED 
meeting in ‘Big D.'' This on-the-spot coverage will give 
you: 

@ The General Convention Story—page 76, 

@ Camera Highlights—page 78, 

@ A Distributor's-Eye View—page 80, 
plus 12 information-packed pages devoted to the highly 
successful, widely discussed, ‘'Let's Swap Marketing 


Ideas"’ distributor panels. 
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NEW LINE-UP of officer 


! or i | ( 


In the 


CONVENTION COVERAG 


Rehwaldt; central region v.p 
ern region v.p., B. H. Boatnet 


Heart of a Rich Land: 


Deep in the heart of the nation's economic wonderland, those attend- 
ing the 52nd Annual NAED Convention enjoyed a smooth blend of 


business, pleasure and stimulating new operating and selling ideas. 


N! AR THE END of the last general session of the 52nd 

Annual NAED Convention, outgoing president George 
W. Provost, Jr 
in smiling wonder, “That ‘Big D’ really means something 


in an aside to the audience—remarked 


doesn’t it?” 

His comment typified how the 2,400 attendees at the 
big meeting felt about the salubrious atmosphere in the 
city of Dallas and the state of Texas 

If ever these was an appropriate setting for getting 
the “Big Picture,” it was “Big D.” And get it, they did, 
Starting with registration Sunday, May Ist. Final registra- 
tion figures listed more than 1,900—-with the only spat 
sity showing up among members from the Northeast 
Ihe conference booth area also opened up on Sunday 
a successful departure from past practice 

Scores of distributors—promenading between the hotels 
and the Memorial Auditorium—stopped to chat, renew- 
ing old acquaintance and exchanging new ideas. The 
scene was repeated on Monday and Tuesday. As one dis- 
tributor put it, “Akard St. looked like the boardwalk 
during the old Atlantic City conventions.” 

The opening convention session for members and guests 
was called to order Monday by Southern Region Vice 
President J. A. Meier (now NAED president) 

Pointing out that “this annual convention is actually 
our inventory time as an association,” Meier declared 
that “this is the time to reappraise our services—deter- 
mine what we must do to make our services even more 
valuable to the manufacturer and to the customer. It 
is a time to discard the obsolete, outdated ideas and to 
start afresh with new plans of action.” 

The next speaker—F. J. Close, vice president, Alumi 
num Co. of America—pointed up the importance of the 
electrical industry with all its growth aspects, especially 


76 


creative selling. “Take a good hard look at this selling 
business,” Close suggested. “Whether we happen to be 
inside salesmen, behind the counter, outside salesmen or 
in the management function, creative selling really be- 
gins with enlightened self-interests The idea ‘How 
can I help someone else with his problem?’ is just as im 
portant as ‘What’s in it for me?” 

Following the Close talk, Certificates of Honorary 
Life Membership were awarded. Two of the recipients 
W. G. Thomas, Mill-Power Supply, Charlotte, N.C., and 
C. P. Andrew, Noland Co., Newport News, Va.—were 
present, and made short statements of acceptance. 
© In Unity—Strength—Why do we belong to an asso- 
ciation?” was the question posed by N. J. MacDonald, 
president, National Electrical Manufacturers Association, 
and of The Thomas & Betts Co. 

“The answer,” he said, “is (that) they help us to make 
more money than we make by ourselves . to sell the 
greatest amount of electricity, electrical materials and 
your services and help us to do so at a reasonable profit 

while benefiting the public in general 

“When industry groups put on sales promotional pro- 
grams that are well-planned, and executed by some of 
the nation’s most expert and experienced promotional 
brains, strong, powerful, well thought-out campaigns that 
reach right down to the grass roots are supported 
and carried out in unison by all branches of the electrical 
industry—trepresented by NEMA, NAED, NECA and 
FEI. The result: all our industry combined together to play 
to the public a pleasing, harmonious symphony of the 
benefits of electricity in all areas of life.” 
® Meeting the Challenge—In his address, the outgoing 
NAED president, George W. Provost, Jr. outlined the 
tests distributors—-and the electrical industry—have been 


ELECTRICAL WHOLESALING—June, 1960 








About NAED’s New President .. . 


Accepting symbolic gavel from outgoing president, George W 
Provost, Jr., (right) is NAED’s new president, J. A. (Jimmy) 
Meier, of Florida Electric Supply, Inc., Tampa, Fla 

Born in Wilmington, N.C. in 1904, he attended Eastman 
College in Poughkeepsie, N.Y. Entering the electrical industry in 
1930, with Raybro Electrical Supplies, Inc., Mr. Meier later be 


came a salesman and held the position of general sales manage 


for seven years. 


In 1941, Mr. Meier left Raybro to organize his present company, 
Florida Electric Supply, Inc., with operations at Jacksonville, 
Miami, St. Petersburg and Tampa. Since 1946, the new president 
has been active in NAED affairs, serving as vice president of the 
Southern Region since June, 1958. He is also an associate member 
of the Florida Engineering Society, a member of the American In- 
stitute of Electrical Engineers and the Illuminating Engineering 


Society. He is married and has two children 





A Convention Full of Rich Ideas 


facing in recent years and will face in the future 

Provost urged members to take advantage of the ser 
ices of NAED—"the bricks with which to build a con 
structive, aggressive, sound industry Large or small, 
local or national, we are good or bad within 

Anchor man of the first session was NAED’s executive 
director, Arthur W. Hooper. He stressed the need for 
a positive approach by NAED members in meeting the 
challenge “Let's Make Some Money.” 

“If I had to select a title for these remarks,” declared 
the executive director, I would choose this: ‘Let 
Go of My Hand.’ . I fear that the industry we represent 
and portray at meetings such as this one does not look 
much like the same people when we divide ourselves into 
individual operating units We advocate, preach, 
advertise and speak sound business practices—we decry 
chiseling, cut pricing and confusion wherever it exists in 
our industry. And even while we are speaking, we have 
permitted the manufacturers to hold us by the hand 
and lead us another step toward the elimination of our 
basic services. 

“It seems to me then,” said the executive director, 
“that the time has come for the electrical distributing 
industry to stand on its own two feet and tell both the 
manufacturers and customers to ‘Let Go of My Hand’. We 
do not need any local warehouse to lean on—if we carry 
out one of our basic business functions. We do not need 
any local agents or field salesmen, if they are simply 
going to call on our customers and peddle a job to us 
| believe that many manufacturers could cut their sales 
force in half if their distributors would go to work and 
‘Let Go of the Manufacturer’s Hands’.” 

“I think the individual companies in this industry today 
are strong enough,” continued Hopper, “to determine 
what it costs the individual distributor to render (his) 
vital, beneficial services We can do it—we repre- 
sent . . . the foundation of the electrical distributing 
industry. Let’s take a positive approach,” he concluded, 
“Let’s Make Some Money”. 

e “Soul-Searching” As a Guide—In his remarks at the 
beginning of the Tuesday morning session, Eastern Re 
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gion Vice President Bolan H. Boatner recommended that 
his audience—as individuals—ask themselves two “soul 
searching” questions. The first: “What have I received 
from this industry 
made and reflect on the benefits 
tion: “What has the industry received trom me? Again 
make certain your list is complete 

“When you have completed the two lists,” Boatne 
evaluate them On the basis of this 


F Include all contributions you have 


The second ques 


went on, 
evaluation 
prepare to meet the challenge of the future and capitalize 
on its opportunities. If you plan wisely,” he continued 
“The challenge of new opportunities will be met and met 
well—and this industry 
cant achievements in the years ahead 

The next speaker was Harold A. Webster, president of 
the National Electrical Contractors Association. He talked 
about some of the “growing pains” involved with attempts 


develop your own plans as to how you will 


will move on to more signifi 


to promote industry interdependence 

One of the biggest problems, said Webster, is the 
clarification of the primary sales responsibility of the 
electrical industry in the construction market. “NECA 
has taken some rather bold and important steps,” he 
declared, “to create a keen awareness on the part of 
electrical contractors to their new (selling) obligations 
and resultant opportunities.” 

A slide presentation, “No Time for Nostalgia,” fol 
lowed Webster's talk. It contrasted the relatively simple 
vood-old-days” with the problems faced by today’s elec 
trical distributors and the solutions, services and aids now 
offered by NAED 

Maurice L. Lipsich, vice president, Dormeyer Corpora 
tion, pointed to the forces chipping away at the elec 
trical housewares distributor. As remedies, he advocated 
distributors paring down lines and retailers to build 
stronger housewares marketing in the future 

Wind-up man for Tuesday’s session was Walter P 
Cronkite, CBS new correspondent, who presented an in 
teresting analysis of this election year 

Proceedings ot the Wednesday morning Let s Sw if 
Marketing Ideas” panel program begin on page 84 


Turn page for Convention camera highiights 





PEE Camera Highlights at the 








} 


PANEI MEMBE RS ol Let's Swap Marketing Ideas session Becker, I M Blumberg and ¢ I Woodhouse Seventeen 
discuss electronics. Left to right are J. W. Saladine, T. I panelists discussed five product topics. (5 Me 


RODEO ATTENDANCE was large. The event, attended by the Dallas-Fort Worth convention committee. Also invited 
distributors and guests at the convention, was sponsored by were children from orphanages in the Dallas vicinity. 
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52ndConvention 


WELCOMING delegates arriving at the Dallas airport 
is Hall Browning, a Dallas distributor 


RELAXING during rodeo at State Fair Park is Austin 
Watson, Watson Electric Supply Co 


DISTRIBUTORS watch rodeo events. For many, it 
was the first time they had seen such a show. 
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Fashion show was highlight of .. . 


Ladies’ Events 
During Convention 


IGH FASHION at Neiman Marcus, high excite- 
ment at a rodeo staged by world’s champion cow- 
boy Jim Shoulders, were highlights of activities 
planned for ladies attending the NAED convention. 
The program got underway Sunday afternoon with 
about 300 of the ladies attending a 12-hour review 
by Elizabeth Peabody of the Broadway musical hit, 
Flower Drum Song. Miss Peabody dramatized scenes 
from the play and sang its hit songs to organ ac 
companiment. 

Monday morning about 200 ladies went on a 
sightseeing bus tour of Dallas. First stop was at the 
unique Dallas Theater Center, designed by the late 
Frank Lloyd Wright, for a backstage look at its in- 
novations in stage construction 

After a drive through one of Dallas’ finest resi- 
dential sections, the ladies stopped at Southern Metho- 
dist University for luncheon. Following lunch, the 
tour took the ladies around White Rock Lake and 
through Fair Park, scene each October of the world’s 
largest state fair, the State Fair of Texas 

Tuesday morning a brunch and fashion show held 
in the Zodiac Room of Neiman Marcus drew an 
unusually large turnout. The fashion show was 
climaxed with a drawing for $200 in $10 to $50 
denomination gift certificates. 

Last item on the program—though this was for 
the entire convention—was a championship com- 
petition rodeo for over $4,000 in purse money 

Wives of local convention committee members 
were hostesses in a hospitality room for ladies main 
tained in the Adolphus Hotel 














Distributor s-Eye View 


CONVENTION COVERAG 


Through the eyes of H. L. (Butch) Wilson, typical ‘Mr. 
52,'' EW gives you an on-the-spot picture of the NAED 


convention from the individual distributor's viewpoint. 


HAT DOES a national convention mean to the 
average electrical wholesale distributor? 

For the answers to this question, EW selected 
from among the many members who attended the 52nd 
annual NAED convention in Dallas, one whom we be- 
lieved was a typical example to show how a distributor 
can get the most out of a convention. Meet “Mr. 52,” 
H. L. (Butch) Wilson, president of Thompson-Wilson 
Co., Atlanta, Ga. 

Mr. 52” is a veteran of many conventions. According 

to Butch, he attended his first NAED national convention 
in June 1956, at Atlantic City, N.J. Commenting on this 
vear’s Dallas convention, Wilson stated, “this has been 
one of the better ones.” 
e Leads To Understanding—The primary objective of 
the NAED national convention, in general, is—the es- 
tablishment of better business and human relationships 
between those members and the manufacturers and agents 
who supply them. Wilson complemented this objective 
with the opinion that “you achieve a better understanding 
of your industry and the men that are in that industry.” 
Aside from the formal business that is the prominent 
part of the convention, there is the lighter side, which in- 
cludes planned and unplanned social activities, and in 
many instances leads to an exchange of management and 
selling ideas, Wilson indicated 

‘Too often many distributors come to the convention 
and overlook the important part, that of participating 
actively in meetings,” Wilson said 

Attending the conference sessions had its rewards, as 
Wilson discovered. He was awarded a prize painting of- 
fered by the Saturday Evening Post in a drawing held at 
one of the conference sessions. A stipulation of the draw- 
ing was that a member had to be present to win, which 
goes to prove that it pays to attend the conferences, in 
more ways than one 

Beside the formal sessions, there are many other op- 
portunities to discuss industry problems, while renewing 
old friendships and making new ones. These opportuni- 
ties usually arise at the manufacturers’ hospitality suites, 
located in the various hotels in the city where the conven 
tion is being held. The convention conference booths also 
provide the chance to build business relationships among 
members, manufacturers, and agents. This is where the 
informal business of a convention is carried on. 

e Be Sociable—As a popular soft-drink commercial 
states—“be sociable.” These two words are your best 
passport for making friends and getting the most fun out 
of a convention, according to Wilson. Meeting people 
and joining in after-conference session activities are im- 
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portant features of conventions that should not be over- 
looked, Wilson stated. Dallas provided many opportuni- 
ties for Butch and his companions, A. E. (Mike) Marshall, 
president, Georgia Electric Supply Co., Augusta, Ga., 
and Ralph W. Thurman, president, Thurman Logan Elec 
tric Supply Co., Inc., Chattanooga, Tenn. to get together 
Butch and Mike are such close friends that at the Dal- 
las convention, Mike’s official name tag indicated that he 
was associated with the Thompson-Wilson Co. After 
bringing the incident to the attention of convention offi- 
cials, he was re-instated as a member of his own com- 
pany. 
e Talk It Over—‘Let’s Make Some Money, 
of this year’s NAED national convention was an ideal 
topic for discussion among members who gathered in 
suites, conference booths, and social clubs. “Talking it 
over,” as Wilson pointed out, is the best way to exchange 
management and selling ideas, and to find the answer to 
many industry problems. “It is a vital part of any conven- 
tion,” he added. Meeting people is only one of the many 
assets that can be had from a convention. It also brings 
new friendships, and quite often new business alliances. 
@ Enjoy Yourself—As the familiar saying goes, “enjoy- 
yourself, it’s later than you think.” That means conven- 
tion time is also fun time. The planned social activities of 


the theme 


a convention give members a chance to “get away from it 
all,” and provide a change of pace that is usually a wel 


come pause from convention routine 


“Among the best of them” Wilson joins 
the list of members on opening day of meet 
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of Convention Doings 


Preliminaries: checking in and registration. . . 


rr 


WELCOME 
ATIONAL ASSN. of 
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“That’s what it says” 


Since the NAED national convention was held in Dal- 
las, Texas this year, it was decided by convention hosts 
that nothing would be more appropriate than a real-live 
western rodeo. The rodeo was so good, Wilson said, “I 
wish I could have seen more of it.” Butch mentioned that 
he had a potential cowboy in his own family, his six-year 
eld son, Hank. “I bought him a real western cowboy hat, 
while in Dallas,” Wilson said. “All he needs now is the 
horse to go with it,” he added. 

e Relax—Though a convention is run on a very tight 
schedule and time is limited to a great extent, there is 
usually the chance to relax and take a break. Wilson was 
fortunate enough to have his daughter Danie and son-in- 
law Bill Allan residing in this year’s convention city 
Butch managed to find time to visit them and the site of 
their new home being built in a suburban area of Dallas 
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Ralph Thurman, left, Bill Bunt, 
of Wells Electric Supply Co., Birmingham, Ala., center, and 


Butch Wilson, check itinerary on convention activities. Dallas 
Memorial Auditorium, convention site, is in background 


A chance to build stronger business alliances, renew 
old friendships and make new ones, are several advan- 
tages that the national convention gave attending elec- 
trical distributors, Wilson noted. The Atlanta area where 
Thompson-Wilson is situated, is generally regarded as a 
difficult market. But, according to Wilson, he was able 
to discuss this and many other industry problems with 
other distributors from his own area and from other 
regions of the country. 

Through these personal discussions with distributors, 
manufacturers and agents, attending distributors are 
able to gain new insight not only on industry problems, 
but also on new market concepts. 

As “Mr. 52” has pointed out, you only get out of a 
convention what you put into it, and to borrow a beatnik 
phrase, that should be—the most! 








Distributor’s-Eye View Meetings: formal sessions and 


“It's a matter of policy” Discussing distribu “A good group” Wilson looks for the key to the situation, while fellow 
tor-manufacturer relations at intermission conventioneers take time out to converse with each other 


Suites: hospitality is the pass-word. . . 


“Smile pardner” Arthur (Tex) 
Hooper, NAED executive director, in 
native Texas attire, chats with Wilson 
and other conventioneers 


Time Out: 


oo” 


“Pause that refreshes” .. . At home of friends in Dallas, Wilson relaxes and takes a “How many outlets? Daughter 
breather from convention activity, which is topic of discussion, Danie and Wilson visit new home. 
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conference booths. . . 


“Full house’ Attending one of 
the conference sessions is Mr. 52 
and other distributor members seated 
in convention auditorium 


“In my Opinion” . . . Talking it over are Wilson and N. J. MacDonald, president, “Hearty appetites” . Lining up for 
National Electrical Manufacturers Association, at a hospitality suite delicacies at a hospitality suite 


Night on the Town: 
pleasure’s big in “Big D.”. . 


' 

ma 

a \' 
“Panel member” . . . Circuit breaker panel in Danie’s “Diner's club” . . . Time out for some sizzling Texas steaks 
new home is inspected by Wilson. at one of Dallas’ famous steak restaurants. 
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Proceedings of the ‘Let's Swap 


CONVENTION COVERAG 


Marketing Ideas Panels 





Electric Heating Panel 


Moderator — 


Jackson 
Panel Members — 


Lafayette 


ply Co., Canton 





/_———aiines 


Mr. W. C. Wallis, Southern Supply Co. 


Mr. J. C. Dewenter, Kirby Risk Supply Co.., 
Mr. P. M. Furbay, The Furbay Electric Sup 


Mr. W. B. Harper, Westinghouse Electric 
Supply Co., Pittsburgh 


ee eee 





Dewenter: “Cooperation of electrical team sells electric heat.” 


Our company entered the all-electric heating market 
three years ago. We have found that to sell electric heat 
in our area during this pioneering stage requires the ut- 
most cooperation of the entire team the manufacturer, 
the utility, the distributor, the architect and the dealer. In 
many of our jobs we have assisted in selling the ultimate 
user 

Perhaps the most interesting of our large commercial 
installations was our first—the heating of the Clinton 
County courthouse in Frankfort, Ind. This typical county 
stone building was built in 1882, has three floors contain- 
ing 25 rooms with a total volume of approximately 360,- 
000 cubic feet. The majority of the windows are 3'2 x 8 
ft. There were no storm windows or insulation and our 
degree days total approximately 5,800. The electric rate 
for heating in this town is a flat two cents per kwhr 

Our first thought was probably the same as you are 
thinking now—how can an all-electric heating job be 
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sold under these conditions? The authority was the Board 
of County Commissioners composed of business men, 
farmers, etc. Not one member of the board lived in an 
electric heated home. The further we investigated, the 
brighter the picture appeared. The city steam utility was 
being abandoned, so they were faced with the problem of 
installing a new heating plant. Their operating costs had 
been $6,500 per year—$6,000 for steam and approxi- 
mately $500 for supplementary electric heaters 

They had already received an estimate of $65,000 for 
a complete boiler installation utilizing oil as fuel. Our ini- 
tial estimate of an electric system was $25,000 with an 
estimated operating cost of $8,500 per year. The differ- 
ence in the initial cost of the two systems—approximately 
$40,000 spread over a 30 year period at 4% interest 
amounted to $2,100 per year 

Thus, with the savings of the initial investment, the 
county would be paying no more for the proposed elec- 


ELECTRICAL WHOLESALING—June, 1960 





NE of the most informative and interesting sessions 
at the convention was “Let’s Swap Marketing Ideas,” 
a series of panel discussions on electric heating, 
motors, built-in appliances, electronics and portable tools. 

Although these new and old products should be part 
of the electrical distributor’s lines, it was pointed out 
that he is going to have work hard in the next decade 
to keep these products and sell them at a profit. 

“This piece of the marketing pie can be called the 
electrical distributor’s rightful share,’ said NAED Cen- 
tral Region Vice President C. E. Butler, Jr., president of 
Butler Electric Co., Inc., St. Louis, and presiding officer 
of the Wednesday morning session. “But that doesn’t 
mean it will—or even has to—fall in his lap. 

“We live and operate in a competitive world. The 
new products of the next decade, and the old, familiar 
types of products we now handle are by no means safe 
und secure in our hands. 

“Look at the new products of the future’’ Butler urged. 
“Some of you will be distributing these in the months 
and years ahead. Some of you will not. To put it bluntly, 
these new electrical products are going to get distribu- 


tion. They need and deserve the kind of service provided 
by the full-functioning electrical distributor. 

“We have not only to go out aggressively seeking the 
new products,” the NAED Central Region vice pres- 
ident went on, “but we also have to guard jealously 
and hold onto those we have now . . . The future of our 
companies depends on our ability to foresee the new and 
changing conditions that will be taking place in our 
businesses and our markets in the coming years. It de- 
pends, also, on our ability to chart our future cours: 
along product lines—the kind of products that lend 
themselves to profit as well as volume.” 

Seventeen distributors participated on the panel dis- 
cussions. Panel moderators and their product topics were 
W. C. Wallis, Southern Supply Co., “electric heating”; 
C. S. Cobert, Hutco Electric, Inc., “motors”; H. D. 
Roden, Roden Electrical Supply Co., “built-in  ap- 
pliances”; R. M. Johannesen, Johannesen Electric Co., 
Inc., “electronics,” and E. F. Anixter, Englewood Elec- 
trical Supply Co., “portable tools.” 

Following are the speeches made by the 17 panel 
members 





tric heat than they had been paying in the past. But there 
were other features in favor of electric heating, such as 
firemen salaries, cleanliness, individual room control and 
comfort in mild weather. 

After two meetings with the commissioners, they voted 
for the electric heating installation, and employed an 
architect to draw the plans. Together with the manufac- 
turer’s representative, we furnished the architect with the 
location and size of the heaters and also designed the 
electrical service and feeder system. We consulted with 
the municipal utility in the town on the proper sizing of 
the three-phase transformer, and assisted the electrical 
contractors prior to the submission of bids. 

The total electrical contract for this job, which in- 
cluded relighting of the courtroom, was $29,000. Of this 
amount, the dealer cost for the 380-kw of heating equip- 
ment was $9,500. The heating equipment included wall 
units, baseboard units and ceiling suspended units. Con- 


trols were line and low voltage wall thermostats and 
built-in thermostats. Needless to say that this total job 
was a desirable amount of business for the entire team 
the manufacturer, the utility, the distributor, the archi- 
tect and the dealer. 

Now after three years—still without insulation and 
without storm windows—what is the actual operating ex- 
perience? $7,500 for the first heating season, $7,800 for 
the second, and it looks like $7,800 for the present sea- 
son—every year below the original estimate. The mainte- 
nance expense has been zero thus far, and in talking to a 
few of the 60 employees, they said that they are more 
comfortable in the offices now than they ever were. 

We, the distributor, know that there is money in the 
electric heating market. In three short years we have ex- 
perienced a very rapid rate of increase in this field, and 
as our dealers’ many happy customers enjoy the most 
modern in heating, we look forward to a bright futu~e. 


Harper: ‘We have to accept the challenge to keep this market.” 


We recognized the profitable opportunities presented 
by the rapidly expanding electric heating market. At the 
same time we recognized that coupled with these oppor- 
tunities was a challenge—a challenge we had to accept if 
we were to capture and retain our share of the electric 
heating market. 

What was the challenge? Simply this: we had to be- 
come identified in the market place as a stocking dis- 
tributor of electric heating products, and we had to de- 
velop a continuing program designed to educate and 
stimulate our electrical contractor customers to actively 
promote and sell electric heating. 

Our first step, after providing our salesmen with thor- 
ough training in product and application, was to become 
associated, whenever possible, with the promotional ef- 
forts and programs developed by the manufacturer and 
the local electric utility, to presell the buying public and 
the builder. I cannot stress too strongly the importance 
and value of the electrical distributor becoming identified 
in the minds of the utility, the contractor, the builder and 
the public as the logical source of supply for electric 
heating products. 
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Next, we directed our attention to the electrical con- 
tractor in an effort to develop contractor-distributor 
teams. Our objective was to convince the contractor, if 
he needed convincing, that electric heat is big business, 
that it is profitable business and that it is rightfully his 
business. 

We offered to train the electrical contractor and his 
men so they would be in a better position to talk and sell 
electric heat to the builder and the home owner. 

In all our contacts with the contractor, we have made 
every effort to encourage him to stock electric heating, 
to use displays and other means to ensure that he be- 
comes identified as an electric heating contractor. 

In short, we are doing everything we can to make the 
electrical contractor want to be in the electric heating 
business because we feel very strongly that if the electrical 
distributors don’t show an immediate, active, constructive 
interest in the market, and if we can’t convince the elec- 
trical contractor to do likewise, then there is every possi- 
bility that before too long neither of us will be in the bus- 
iness. 

In looking at the potential of the electric heating mar- 
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ket, you must recognize that there is no association be- 
tween yesterday and today’s market. The electric heating 
sales curve, after remaining reasonably flat tor several 
years, IS NOW going almost straight up, and there are some 
vood, sound reasons for this amazing increase in activity 

At the outset we had product problems, we had to sell 
against unrealistic utility rates and we had to fight the 
natural Opposition of the buying public to change to the 
unknown and untested 

loday, manufacturers have developed safe, attractive, 
efficient products. Utilities are fast recognizing the load 
building potential of electric heat and the off-peak ad 
vantages it offers to them. They have recognized the 


necessity for realistic rates and have acted accordingly 


The buying public has accepted electric heat, influ- 
enced to a great degree by such programs as the Total 
Electric Home, Gold Medallion Homes, Live Better Elec- 
trically and others. They are convinced of the advantages 
of electric heat. They are ready to buy 

Such being the case, we, the electrical distributors, 
must be ready to sell. We have the products; we have the 
market. We need only to perform the normal functions 
of the active, aggressive stocking electrical distributor to 
completely capture this healthy, high volume, profitable 
market 

Let’s be sure we don’t let some other channel of distri- 
bution adopt our baby, after we have suffered the labor 


pains 


Furbay: “The hub of the sales wheel is the electric utility.” 


I believe there will be a substantial increase in the new 
building electric heating jobs for 1960 and each succeed- 
ing year until the public shows a numerical preference 
for electric fuel. We collectively may be looking 10 
years into the future before this is accomplished; but with 
the conversion market potential and the continued efforts 
of all factions of the industry concerned, I see no reason 
for this goal not to be a reality 

But just as all spokes of a wheel are necessary in its 
use, so are each of the factions cooperating in the electric 
heating field to realize this or any similar result for the 
benefit of all. The hub of this wheel, I feel, is the elec- 
tric utility in any given area—for it is around the utility 
that the spokes are supported and revolve— and without 
which no program can survive 

Assuming your local utilities are promotion minded on 
any basis, the distributor must ally himself with the in- 


stalling contractors as one of the spokes in the wheel 
In addition, an alliance with the installer places quite 
a bit of responsibility upon the distributor who must first 
qualify his own men as the experts before he can teach 
others. In our own case, we set up a department with 
a well qualified man added to the sales staff 

There can be many entries to the electrical distributor 
for increased sales, but remember: it is his investment, 
and he alone must make the decision. | feel sure that 
every distributor will want to be—and should be—in the 
heating field in order to be progressive in the industry 
and a leader among his customers 

If just one of the spokes in my imaginary wheel is 
weak or missing, you will eventually bog down the wagon 

and this cannot be if electrical heating is to grow. 
(For complete details of distributor Furbay’s comments, 
see EW, May, ’60, p. 76). 


Motors Panel 


Moderator — 


Cleveland 


Panel Members — 


Inc., Saginaw 


Monroe 





Mr. C. S. Cobert, 


Hutco Electric, Inc., 


Mr. J. D. Craig, General Industria! Supply 
Corp., Fort Worth 
Mr. G. H. Fischer, J. 


Mr. T. A. Pitt, Weaks Supply Co., Ltd. 


Geo. Fischer & Sons 





Craig: “‘Motors cannot be treated as just another catalog item.” 


Any measure of success that our small firm here in the 
Southwest may have achieved on the sale of electric 
motors can, I think, be attributed to the fact that about 
12 years ago we set out to become “motor headquar- 
ters” in our area. Since, we have devoted more atten- 
tion, more inventory dollar, more sales promotion, 
more sales training, more advertising, more of the 
“hard-sell” to the product category of electric motors 
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than to any other single product on our sales floor. 

Despite the fact that the margin of gross profit on 
our sale of electric motors is not high, our overall mo- 
tor business is profitable because of the sizeable volume 
which has been attained. 

Although we do handle some fractional horsepower 
motors, our chief interest is in the sale of integral horse- 
power motors. We distribute to industry and contractor 
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as well as dealers. We sell motors to the user; we sell 
motors at the resale level; and we sell motors to the 
original equipment manufacturer. 

All of our personnel receive continuous training and 
are made conscious of our electric motor lines. Our 
sales organization has demonstrated that motors can be 
sold, feature by feature, for specific application. In our 
motor sales program, gaining customer acceptance has 
been only the first step. To build customer demand for 
our motors is always the ultimate goal. 

Now, let me point out an additional important fac- 
tor in our sales program. We actively and regularly call 
on all sizes of industrial activity, where we sell not only 
electrical items, but such other products as power trans- 
mission equipment, mechanical rubber goods, all types 
of tools, etc. In other words, we are a combination 
house, selling both industrial and electrical supplies. We 
utilize the same sales personnel and sell both categories 
of materials to many of the same customers. Frankly, 
I have my doubts that we could have accomplished our 
motor sales volume without having been a combination 
house. 

Now, let me hurriedly point out that I am not sug- 
gesting that any electrical wholesaler rush home to open 
up an industrial supply department. I can assure you 
that he will end up having just about as many head- 
aches, because the industrial supply business has a mul- 
titude of its own problems, and most of them are not 
unlike those in the electrical supply industry. 

It is, nevertheless, true that most electrical whole- 
salers cannot afford to make regular weekly calls on 
medium size and small industrial plants and mechanical 
contractors. Economically, it is just not practical when 
you have little to sell to these accounts other than elec- 
trical supplies and equipment. 

Again, let me emphasize that electric motors cannot 
be treated as just another catalog item if they are to be 
merchandised successfully, regardless of what business 
you are in. Motors have to be sold, and sold by experts. 

Now, it isn’t news to you when I state that electrical 
motor business is fiercely competitive, and, as a conse- 
quence, has many problems and hazards. Instability of 
selling prices remains one frustration. 

Everything being considered, I believe the distributor 
margins of profit, as reflected by most of the motor 
manufacturer’s published discount schedules, are not un- 
reasonably low. Now, purportedly, these user and 
O.E.M. published discount schedules are mailed by the 
manufacturer to his own sales people, as well as to his 
distributors. One would think, however, and this is pure- 
ly a matter of conjecture by me, that some manufac- 
turers have one set of suggested resale discount sched- 
ules which are placed in the hands of distributors, and 
another set of sheets reflecting much longer resale dis- 


counts which the manufacturer sends to his own sales 
offices. This appears particularly true when there is an 
inquiry out which may involve quantity purchasing, say 
two or more motors. 

For many years, it has been the established practice 
of most motor manufacturers to solicit business through 
their own distributors, and at the same time to also 
solicit business direct from users and O.E.M. accounts 
Phat to me, in itself, poses no problem. I have learned 
long ago to live with that fact of life, because on a 
realistic price basis at the customer level, an aggressive 
motor distributor can certainly get a sizeable chunk of 
the available motor business in his area 

Of course, that is where the rub comes, I am con- 
vinced when it comes to pricing that either many of 
the motor manufacturers themselves have no semblance 
of self-discipline whatsoever, or else they have lost com- 
plete control of their so-called sales organizations, from 
the sales manager on down. 

Some motor manufacturers attribute the present soft 
ness of the market to their smaller competitors or to 
foreign imports. Now, I concede that there may be too 
many guys making motors these days, but I submit 
that is not the real reason for market softness. This lay 
of the blame is, for the most part, a rationalized ex- 
cuse being used by some of our leading motor manufac- 
turers, who in a number of instances have been out- 
designed, out-hustled, out-distributed and out-sold by 
many of their smaller competitors 

Actually, the small motor manufacturers are not the 
real culprits at all—they just make a handy excuse for 
a weak sales person whose only training has been that 
which teaches that well known company trade marks 
or Madison Avenue slogans will alone do their selling 
for them. 

Because of these deficiencies in the manufacturer's 
sales organizations, or because of out-dated product de- 
signs, many manufacturers are unable to cope with 
competitive problems. Unable to get the order on the 
basis of salesmanship and product design, they just 
panic and cut the price—their own price—before the 
ink is dried on their own published price sheet. Of 
course, like most other competitive industries there 
are indeed few secrets in the motor business, particu- 
larly when it comes to pricing. The end result, then, 
is a continuing lowering of the market and ultimate 
chaos. As a consequence, the manufacturers have 
-arned little respect for each other, and even many of 
the customers hold the industry in ridicule. 

Despite those vexing industry problems, a distributor 
can be successful in the sale of electric motors if he is 
prepared to become “motor headquatrers” in his area 
He must be capable of doing a real top selling job in 
a long range program. 


Fischer: “‘A distributor has certain obligations to the manufacturer.” 


As the transmission of power is perhaps the most im- 
portant end use of electricity, I believe that electric mo- 
tors should be a major product in our inventories and 
sales programs. 

Industrial users, large and small, offer the biggest mar- 
ket for polyphase integral HP and single and polyphase 
fractional HP motors. There is also a limited market for 
these motors in the OEM field, particularly smaller OEM 
accounts. There is a good market for single phase frac- 
tional and integral HP motors for home and farm use 
through dealers and small motor repair shops. In addition 
to standard motors, the industrial user and the small 
OEM provide a substantial market for gear motors, vari- 
able speed drives and repair parts. Motors, gear motors 
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and drives offer a high dollar volume potential as the 
unit sale runs from about $20 to $5,000 or more. An 
electrical distributor would have to sell many thousands 
of wiring devices to equal the sale price of a 100 HP 
punch press motor 

The old saying that “you can’t do business out of an 
empty wagon” certainly applies to the motor business 
[here is always considerable “emergency” business avail 
able to the wholesaler who has motors in his warehouse 
and whose customers know this, even from customers 
who normally buy direct from a manufacturer at a better 
price than you want to quote. Usually you can save an 
order for a quantity of motors by having at least part of 
them in stock 
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An adequate stock of the various sizes and types of 
motors must necessarily vary according to market condi- 
tions. The wholesaler must know what sizes and types are 
most commonly used in his trading area, and stock ac- 
cordingly. 

With the exception of single phase fractional or integral 
HP motors for home or farm use, motors cannot be sold 
over the counter like run-of-the-mill supplies. It is neces- 
sary, therefore, to have a motor specialist who is qualified 
to determine load requirements and know the proper ap- 
plication of the various types of motors. It is also im- 
portant to have all sales people, both outside and inside, 
familiar with motor specifications and applications to a 
reasonable degree. Most electrical distributors have a 
motor control specialist, and this man could qualify him- 
self to be the motor specialist also. 

Ihe trend of the integral HP polyphase motor business 
in recent years has been for top manufacturers to sell di- 
rect to medium and large OEM accounts, as well as to 
large national account users. It is very essential that an 
electrical distributor selling motors has a definite and 
complete understanding with his manufacturer as to the 
types of accounts which are the primary responsibility of 
each. In some cases it is possible for a distributor to work 
out a limited agency agreement with a manufacturer in 
addition to his status as a distributor. In this event he may 
sell specified accounts on a commission basis and the 
manufacturer will ship and invoice direct. 

The distributor should also be sure that the manufac- 


Pitt: ‘‘Cooperation can solve problems 


Much can and has been said on the subject of whether 
the electrical distributor should or should not stock and 
promote the sale of motors. It is my own opinion that the 
electric motor should be as natural a product as wire and 
conduit in the thinking of the electrical distributor. 

Certainly, it would seem to me that this vital link in the 
chain of automation should be the prerogative of the man 
who furnishes the hands and feet of industry. And yet, it 
is alarming to me the small percentage of motors that are 
handled by the distributor. 

There are a number of problems involved in the sale 
of motors, but there are none that cannot be worked out 
by close cooperation between the manufacturer, the dis- 
tributor and, yes, the ultimate consumer or customer. 

For one thing, we have heard for a number of years 
that the distributor salesman is not technically qualified 
to sell motors. I believe that the time has come when the 
cloak of mystery should be thrown away and the fact ac- 
cepted that this man who daily helps his customer solve a 
myriad of problems is a pretty intelligent lad and, if he is 
not already, he can very easily be converted into a qual- 
ified motor salesman. The great majority of the applica- 
tions with which he will come in contact do not require 
the services of an engineer. 

rhere are, of course, those instances where highly tech- 
nical drives must be engineered to fit a particular machine 
or process. These cases call for the specialized skills that 
only the manufacturer’s highly trained specialist can pro- 
duce. | think it is this type of application that has fright- 
ened many people into a state of confusion regarding mo- 
tors. 

A survey made by our own Motors & Industrial Con- 
trols Committee in 1937 indicated that of the manufac- 
turers reporting, 37% of their control business was sold 
through electrical distributors, while only 12% of their 
motor business followed this channel. In my opinion, 
motors require no more technical knowledge than motor 
control, if as much. 


turer, through his district offices, is working with kim on 
his eligible customers and not trying to take those ac- 
counts from him. The electrical distributor should also 
have an understanding regarding leads which are devel- 
oped from manufacturer's advertising and field calls, as 
well as prospects developed by distributors’ salesmen. 

An electrical distributor, in order to qualify as a good 
motor representative, has certain obligations to the man- 
uftacturer. He should handle the manufacturer's complete 
line, as far as it is available and salable, and give tne 
manufacturer the loyalty he deserves. The manufac- 
turer's line might be supplemented by items of other 
manufacturers where this does not conflict with the loy- 
alty which the principal manufacturer deserves. 

In addition to at least one trained motor specialist, the 
distributor should make sure that all his sales personnel 
are familiar with motors and standard applications. He 
should conduct regular sales meetings with manufactur 
er’s field men to insure this. 

The distributor should maintain an adequate stock and 
promote motor sales by direct mail, using literature sup- 
plied by manufacturer, and cover all potential accounts 
with catalog data by personal calls by his salesmen. As 
the distributor expects help from manufacturers’ field 
men, he should also help them whenever he can to se- 
cure business which must be taken direct, even if for that 
help he isn’t compensated. The distributor should be pre- 
pared to render all possible services, short of motor re- 
pairing, to the motor customer, such as supplying dimen- 
sion drawings, parts lists, descriptive literature and en- 
gineering information. 


in the sale of motors.” 


Then there is the problem of who will sell what to 
whom. There are those cases where the distributor is wel- 
comed in the sale of one or a few standard motors but is 
pushed aside when the major requirement or special drive 
comes up. 

On the one hand we hear that “the competitive situa- 
tion” forces the distributor out of the picture on the large 
or special requirement order. Here, I think, a basic mar- 
keting principle is involved, for this is saying in effect that 
the distributor is an added or unnecessary cost in this 
whole idea of getting goods to market. For the record, 
let me say to our own members as well as our manufac- 
turing friends: when the time comes that the full-func- 
tioning distributor does not perform a service for which 
he earns a reasonable profit, then he will cease to exist. 
Our economic system will not tolerate unnecessary addi- 
tions to the ultimate cost of any product 

It is my contention that the distributor, by the promo- 
tion and sale of a manufacturer’s motor, reduces that 
manufacturer’s sales cost through more coverage and bet- 
ter service to the ultimate customer. Following this line 
of reasoning, I firmly believe that the industry would 
benefit from the enthusiastic and enlightened efforts of 
the distributor on the large order to the major account as 
well as the small order. As I have indicated, a great deal 
of understanding and cooperation is yet to be desired in 
this area. 

We can be thankful that in this great country of ours 
every man is free and has the inalienable right to choose 
how he shall market his product and which is best for his 
own company. By the same token, the distributor has the 
same privilege and obligation to his company 

The manufacturer might well take a good look at his 
policy as regards the distribution of his product. The dis- 
tributor by the same token might take a good look at his 
own policy and the qualifications of his people. If your 
fence needs mending—repair it; if it is structurally sound 

give it a coat of paint. 
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Hoffman: “Promotional activities are a must to sell built-ins.” 


We have handled built-in appliances, such as ovens, 
surface units and range hoods ever since we could recog- 
nize a demand for such equipment in our trading area. 

As we serve primarily a rural area, with no munici 
pality having a population in excess of 60,000, our prob- 
lems are, of course, not nearly the same as in the metro- 
politan centers. 

It has been the historical policy of our company to 
cater almost entirely to the electrical contractor. During 
the first two or three years of our distribution of built-in 
appliances, we followed that policy quite religiously. We 
soon discovered, however, that the pattern of distribution 
of built-in appliances was headed in the direction of the 
home builder and building supply dealer, in addition to 
the electrical contractor. 

Realizing that we, an individual and independent dis 
tributor, could do little to change this tendency, and also 
that competition was setting the distribution pattern for 
the industry to a considerable extent, we then decided that 
in such communities where the home builder and the 
building supply dealer were doing the best job in built-in 
appliances, we would have to alter our historical distri- 
bution pattern. Quite naturally, we anticipated a con- 
siderable amount of resistance on the part of electrical 
contractors to this change in policy. Much to our surprise, 
it did not develop to any serious extent. 

Promotional activities are a must in the sale of built-in 
appliances. We avail ourselves of every possible oppor- 


tunity to display in model homes, as well as trade and 
home shows. In most cases we get cooperative advertis- 
ing help from the manufacturers in such promotions. 
This is of great importance because the profit potential, 
while better than on many other items sold by the dis- 
tributor today, is not such that we can afford to absorb 
all promotional expenses ourselves. 

One of the most difficult problems encountered in the 
merchandising of built-in appliances is that of stocking a 
multitude of types and models. This can be readily under- 
stood in an industry so new as this one, especially when 
we stop to consider the countless varieties of gadgets. 

Fortunately, the manufacturers whose built-in appli- 
ances we handle are most co-operative in their stocking 
requirements of special and slow moving models. This 
does not mean that we do not recognize our obligation of 
carrying ample stocks of standard types, models and 
finishes. 

We believe that the volume potential of built-in ap- 
pliances is nothing short of fantastic. By far the vast ma- 
jority of new homes erected in our area have built-in ap- 
pliances, and we are looking forward to an increase in 
new home construction as well as remodeling during the 
sixties 

Built-in appliances certainly have a place in our busi- 
ness. It we offer the manufacturers the talents of ow 
merchandising skills, they will offer us the security of in- 
creased volume and legitimate profits 


Mangione: “Other segments have encroached on our function.” 


After 14 years in the built-in business, I am more 
enthusiastic than ever with its future possibilities. Let 
me quote simple statistics, using 1955 as a starting 
point. In that year, 200,000 built-in oven range com- 
binations were sold; there were 385,000 for 1956; 
425,000 for 1957; 535,000 for 1958, and 753,000 for 
1959. For this year, about 820,000 units will be sold. 

What I also believe to be very interesting is that 
electric built-ins that were sokd are more than double 
the sales of gas built-ins. Now, with the complete ac- 
ceptance on the part of the public for the built-in 
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refrigerators and other items, an electrical distributor 
can add an average of $1,000 at wholesale value to 
what he is now selling for the average new home. 
From this, you can ask and get the disposal business, 
built-in laundry equipment, dishwasher, etc. 

Many of these items can be sold either through the 
contractor or direct to the builder, and in some cases 
to the home owner, with certain consideration for your 
contractor customer. From a profit standpoint, exclu 
sive lines can be obtained, which simply means that 
your gross profit is yours to keep. 
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By contrast, just think back to what you have to do 
today to get the pipe and wire business, the fixture 
business and additional materials with the competition 
you have to face in furnishing these materials to a 
contractor wiring a new home. A simple matter of 
comparison—and without doubt a 20% gross profit on 
an additional $600 to $1,000 worth of business per 
home—shows this is far greater than you will ever get 
on the materials and fixtures, even if some day in the 
future a Utopia falls on us 

Personally, I believe I have a selfish motive in en- 
couraging the electrical distributor to get into the built- 
in business and hang on to it. Somewhat like the electric 
heating business, other segments of the construction 


industry suppliers have encroached on what I think is 
our function, resulting in competition that is absolutely 
unnecessary, pricewise. The built-in business is a ro- 
mance business, and the industry deserves a little loving 
to keep our interests high. 

When I say a romance business, based on my experi- 
ences, a modern kitchen is what attracts the housewife. 
She will let the old man have the car he wants providing 
she gets the beautiful kitchen that has always been her 
heart’s desire. 

Probably the most important thought I can bring out 
about built-in equipment is the fact that it has the 
greatest unsaturated market in the appliance business— 
and that is the kitchen remodeling phase—in that 80% 
of the homes now in the country should be considered 
for the immediate future 
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Becker: ‘Service is many times more important than price.”’ 


Four years ago, we concluded that the growth of our 
company was not going as it should. The reason: the 
glamour was gone, so to speak. We were tired of com 
peting in a market where service was secondary. Service 
our real talent, was being strangled by our sales depart 
ment in trying to compete from the 5% column 

Having agreed that this was our problem, we searched 
the distributor business for more things to sell: new prod- 
ucts or a new department which would vitalize our sales 
effort. We investigated the motor market, electric house- 
wares, built-in appliances, tools, pole line equipment, 
electronics, etc 

After a year of working with this concept, industrial 
electronics seemed to be the department where we needed 
to fill a void, where service would be appreciated, where 
service was first and many times more important than 
prices. 

Having decided on industrial electronics, the sales staff 
took questionnaires around to our industrial customers 
customers with which we had been doing business for 
better than 20 years. They were delighted to tell us about 
the lines they were buying, and they were eager to give 
us their support in this new venture. Having armed our- 
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selves with this potential sales volume, we went after the 
suppliers of these items. Some were eager to sell us, but 
most were reluctant. 

However, we started to stock and look around for 
personnel. This took another year, and it wasn’t until we 
hired our new manager in July of last year that the lines 
started coming. 

We have learned our lessons well. The service approach 
of the electrical distributor, which you and I know so 
well, seemed to appeal to our newly-hired specialists. 
They needed us and we needed them. 

There are many such men in your city I am sure; but 
having a flavor in your organization for service above 
everything else is not enough. The good lines as in the 
electrical business are important. 

Today, our electronic volume is approximately 4 of 
our distributor business. The department consists of two 
outside salesmen who specialize in electronic sales and 
who bring in electrical orders as well. They are always 
on call from our electrical department for engineering 
and sales assists. Our inside staff consists of two phone 
men, one being our manager and buyer for that depart- 
ment, and the other being our inside salesman. 
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Our invoice department functions as usual, and com- 
bined orders do not seem to bother accounting, shipping, 
billing, etc. Our margins are running better than 20% of 
gross sales, and our inventory turnover is approximately 
five times. Bear in mind that our sales are exclusively in- 
dustrial. We do not attempt to sell the TV or service men. 
This way, inventories are solid industrial—solid in that 
obsolescence is kept to a minimum; there are no gadgets 


and no extra merchandising problems. We stock receiving 
tubes, industrial tubes, hook-up wire, meters, instruments, 
rectifiers, capacitors, resistors, semi-conductors, relays 
timers, panel hardware, etc. 

We are offering to our customers one-stop service, ana 
they love it. In turn, they are offering to us volume plus 
dollar profits—for a change—and we love that. Try it 
our way. 


Blumberg: “Constant inventory control is mandatory in electronics.” 


After four years in the electronics distributing business 
in Detroit, we at Cadillac Electric have experienced most 
of the major problems connected with such a fast-grow- 
ing industry. These problems do not confront the elec- 
trical distributor as frequently. 

We feel that the two main problems are inventory and 
manufacturer-distributor relationships. Because of the 
constantly changing demand for products and because 
of the tremendous number of items, constant inventory 
control is mandatory. You must demand from your ma- 
jor suppliers complete cooperation in the adjustment of 
slow-moving stock. 

Make certain the manufacturer’s written policy covers 
this. In order to succeed, however, you must have the 
right item at the right time, or your customer will go to 
your competitor—not necessarily your competitor down 
the street—but more likely this same supplier whose line 
you carry. And generally speaking, he will be happy to 
sell your customer direct. 

Of course the basic reason for this conflict is that most 
electronic manufacturers are inexperienced at selling 


Woodhouse: “The average industrial 


The electrical distribution industry must be alert to 
the ever increasing use of electronic components in the 
industrial market. 

The electrical apparatus and supply distributor has en- 
joyed the industrial market for many years without com- 
petition from electronic distributors. They have been 
content to serve the entertainment field, and most of 
them today fail to recognize the potential developing in 
the industrial market. 

Leaders in the electronic field are constantly presenting 
the facts in magazine articles, promotional circulars, let- 
ters to the distributor, etc., attempting to alert them to 
this ever increasing market. 

A few local distributors have recognized the trend and 
are serving the market, some effectively, others as a mar- 
ket supplementing their regular outlets. There are reasons 
for the hesitancy of the electronic distributor to attempt 
to serve industry: 

1. The industrial market requires specialization in 
lines. 

2. The inventory to serve industrial must be carried in 
depth and patterned to the demand. 

3. The industrial must be served promptly and effec- 
tively, and substitutions are not readily accepted because 
of established specifications. 

4. Detailed paper work such as purchase orders, ac- 
knowledgments, followups, etc. are required 

All of these are strange to the normal electronic dis- 
tributors. 

Another, and probably the most serious factor, is that 
the average industrial potential is not great at the mo- 
ment; but it is increasing rapidly. This situation is created 
by the tendency of manufacturers to serve the volume ac- 
counts direct, and to the ability of national mail order 
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their products through distributors. They might have 
written policies but these may be ineffective because they 
are not adhered to at the local level by factory repre- 
sentatives or agents. 

Therefore, you must choose your suppliers carefully 
and be constantly working to improve your relations 
with them in regard to such items as inventory protec- 
tion, direct selling, territorial and quantity protection. Be 
extremely careful of recommended inventories by sup- 
pliers based on broad market requirements. Many manu- 
facturers ask that you take these so-called “packages” 
and then promise they will adjust in six months or a year 
This generally is not satisfactory, and good turnover is 
never a reality. Your inventory must be tailored to meet 
the requirements of the potential customers in your mar- 
keting area—and this information takes time to accumu- 
late. 

Remember, there is a great future in the electronics 
distributing business, but unless you are aware of these 
problems and act accordingly, you will be in serious 


trouble 


potential is increasing.” 


houses to serve more effectively 

These two factors are taking a big share of the $350 
million potential. This situation exists because of the in- 
adequacy of the local distributor who has not recognized 
the industrial as a future potential, greater than the en 
tertainment field he is serving 

We discovered that electronic devices and components 
were playing a constantly increasing role in the industrial 
engineer's thinking. It has been accelerated by the de- 
mands of management to decrease production costs. The 
most logical approach to this is production lines and 
processes. So into prominence comes computers, dielec- 
tric heating, power converters, ultrasonic welding, direct 
wire TV so that one operator can watch batch mixing, 
automatic drilling, welding, etc. from a remote station 
There also are electro-magnetic controls, telemeters, sens- 
ing devices, all of which are basically electronic and de- 
velop a maintenance market for components, even if you 
cannot sell the equipment for the original installation 

The manufacturers have discovered that the volume is 
increasing so rapidly that they can no longer serve the 
market from a remote point. They are convinced and are 
looking for the distributor who can have their products 
in stock and readily accessible to the customer in the 
marketing area to be served. Their policies are rather 
fluid, because the electronic distribution industry has not 
proven themselves capable, on the whole, to serve the in- 
dustrial effectively. 

That is where our industry comes into the picture. We 
have the contacts, the known-how and organizations 
equipped to serve the industrial as they should be served 
rhe electrical industrial distributor can be a big factor in 
proving to the electronic component manufacturer that a 
distributor can be, and is, the most economical method to 


91 





LSMI Panels (cont.; 





serve the ultimate consumer. This fact, and the association 
of more of our industry with the electronic market will, 
we feel, help to stabilize the electronic distribution in- 
dustry. 

I do not mean that all of you should return heme and 
immediately open an electronic division. It is not that 
simple, and the step should not be taken without careful 
analysis and consideration of the potential and coverage 
industry is already receiving in your marketing area. I do 
feel you are missing an opportunity to expand into an in- 
dustry, which is compatible to ours and more or less logi- 
cal, if you do not take steps to analyze your market. 

We purchased an electronic distributor to initiate our 
division, but this is not necessarily the right or only way 
to take the plunge. We did, by purchase, inherit an enter- 
tainment type business to acquire personnel, but this does 
not guarantee to solve personnel problems, the most seri- 
ous factor in entering the field. The rapid growth of the 
industry has created a shortage of personnel with the 
right experience and background for industrial selling, 
and most existing electronic distributors do not have in- 
dustrial type salesmen or inside men. 

This factor is most important. Our experience has 


proven that the products involved are diversified; new 
items are being developed constantly which replace, and 
in most cases, obsolete the old type, so that you have at 
least one experienced electronic man in your organization 
as a key. He can set up and control your inventory, and 
with your guidance, develop the necessary sales and in- 
ternal organization. Good, experienced electronic person- 
nel are expensive, but they are necessary if you wish to 
develop with the least cost over the long haul. 

Line acquisition, at the moment, is not a difficult prob- 
lem. All manufacturers are looking for alert industrial 
distributors; so if you can acquire personnel, you can 
enter the business. 

I wish to point up a few facts which we have found 
important. 

1. You must have good experienced key personnel. 

2. Factory assistance is not too readily available as 
most lines are handled by representatives, so you must be 
reasonably self sufficient. 

3. Analyze your market carefully and be sure the po- 
tential is there, or developing. 

4. Watch the entertainment type business. It is a gim- 
mick business and is very seasonal. Analyze it carefully 
before attempting to develop it as a major source of in- 
come. 


Saladine: “Profit rate is good—competition is less severe.” 


There are two ways of getting into electronic distribu- 
tion: buy or establish a separate company, or establish an 
electronic department as a part of your existing business 

Four years ago, we chose the latter as best suited to our 
territory, Our market and our business. The next decision 
was whether to “cover the waterfront” and sell TV and 
radio dealers sound equipment, hi-fi and industrial com- 
ponents. Again, because of the nature of our market and 
our customers, we chose to concentrate on the industrial 
market and industrial electronic components only. 

We went even further. We concentrated on the prod- 
ucts of 16 suppliers only, and stocked them in variety 
und depth. We plugged this idea to our industrial custom- 
ers by an extensive sales promotion campaign, plus dis- 
tribution of a hand binder loose leaf catalog containing 
complete information on these lines. We told our custom- 
ers we could supply them with other brands if they de- 
sired, but that it would take time; we strongly recom- 
mended those which we stocked. 

By following this program, we found it easier to train 
our existing sales force on a few products rather than 
many. We told them and sold them the idea that it was 
no harder to sell industrial components than it was to sell 
motor controls. We used our regular salesmen to whom 
our industrial accounts are assigned, and supplemented 
them with an outside specialist who calls on their custom- 
ers frequently. We also have two experienced inside men 
for quotation and telephone service. These inside men are 
vitally important because a large portion of the business 
is done by telephone, and 70% of phone inquiries result 
in orders. 

Analysis disclosed another interesting fact that the av- 
erage stock electronic invoice was equal to our average 
stock supply invoice in dollars. This is due to the fact that 
we are selling an industrial market only, and because of 
the high unit value of most items in the lines upon which 
we concentrate. 

Like any other activity, distributing industrial electronic 


components presents problems: 

1. Inventory must be watched even more carefully 

than apparatus and supply items due to the fast 
changing demands of our customers, which might 
result in obsolescence. 
The average electronic components manufacturer, 
brought up on the TV dealer-type of wholesaler. 
does not appreciate the service that the electrical 
distributor can render, although he is learning 
slowly. 

Manufacturers solicit and take business direct where 
quantities are involved, particularly from 0.e.m. accounts 
As an example, we might unearth a prospect, secure the 
sample order, than a trial order, and when and if the 
production order in quantity materializes, the order is 
gone by a direct quotation from the manufacturer, fre- 
quently below our cost. Some manufacturers even have 
salesmen separate from those who call on distributors. 

The solution? The education of manufacturers to prove 
that you can do the job. We told them we had the same 
situation in the electrical field some years ago and we 
had proved successfully to many electrical manufacturers 
that we could do the job better for them. We proved that 
we have contacts with industrial customers and_ their 
personnel, not only in purchasing, but in engineering 
that by our constant contact, we are bound to know 
more about what is going on with these customers than 
they can by occasional calls. We are making slow, but 
sure, progress in raising the limits in quantities in which 
we can sell and the type of customer to whom we can sell. 

The profit rate is good—approximately four points bet- 
ter than we get on stock and apparatus and supply busi- 
ness. Competition is less severe, as most of the former so- 
called electronic distributors do not know the industrial 
electronic market and how to handle it. Our increase in 
four years has been well over 150%. You can say 150% 
of what? But it is still 150% at an excellent gross profit 
rate. 
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McCalley: “Promotion is the answer in selling portable tools.” 


If there is any mystery in how to sell portable tools, 
| think the answer is in promotion. Ask most anyone 
in the business and he will agree with you that there is 
profit in the sale of portable tools; the profit margin is 
there. How to get the volume that is necessary to 
justify the inventory and the sales promotion is the 
problem. 

Very frankly, in spite of a lot of things we have 
tried in the field to promote the sale of tools, I must 
admit that displays in a counter area sell the most tools 
if countermen have been properly schooled in the sale 
of the product. You must be careful to perform regu- 
larly the good merchandise display rules, such as check- 
ing the tool regularly to see that it is in good working 
condition and keeping the display clean 

Periodically, add teaser signs to it. Keep plenty of 
catalog literature and price sheets near the display and 
keep them clean and fresh looking. Test your counter- 
men at intervals with a leading question about one of 
the tools on display. If you do this in an off-hand 
manner once or twice a week, just as if you are trying 
to find out from him how a tool will perform, it tends 
to keep them on their toes when the customer starts 
asking the questions. Incidentally, you will be surprised 
to find how much you will learn about your tools. 

The next best potential sale on portable tools in our 
business is with our regular salesmen. We have tried 
specialists and specialty selling, but we have never been 
able to justify the specialists and, besides that, there is 
a point that you are apt to miss in promoting most 
anything, particularly an item like portable tools. If 
you insist that your full line salesman carries samples 
like a portable tool, he is not going to walk into his 
customer's office or shop with that tool under his arm 
without having first studied the salient features and 
price structure of the tool. This is a sharpening tool for 
his selling. The man who carries the sample and puts 
on the promotions is usually the salesman whose vol- 
ume is continuing to grow. 

Too many of the old timers in the selling game feel 
they have shown their customers everything, and scoff 
at the idea of carrying a sample. Usually, their volume 


June, 1960—ELECTRICAL WHOLESALING 


remains stagnant or decreases because, even though 
they don't realize it, they are not practicing or polishing 
their sales technique when they don’t carry samples. 
In a lot of cases, the sale of the sample carried or the 
profits from the sale of the sample carried would never 
justify the time and effort spent on it; but it is this in- 
tangible polishing or improving of the individmal’s sales 
technique that is one of the real profits of such a 
promotion. 

We arrange a sales meeting in each division once a 
week. This is an hour to an hour and a half, including a 
dissertation by a factory representative to our Baltimore 
people on Wednesday, our Hagerstown division on 
Thursday and our Cumberland division on Friday. In 
this meeting, for example, we have available price lists, 
catalog sheets and envelope stuffers. After the sales 
meeting, we will schedule the factory representative to 
travel with one of our men before moving on to the 
next town 

After he has made three or four calls with our sales- 
man and is repeating the pitch on his tool, our salesman 
has become an expert, and the enthusiasm will last for 
approximately two weeks if he is receiving the kind of 
reception that normally accompanies a product of this 
type. We try to schedule our envelope stuffers to cor- 
respond with the products that are being pitched that 
particular week. In some cases, we go into a direct 
mailing piece and this, too, is timed to follow up a 
salesman’s presentation of the product itself 

The third media we use to promote the sale of porta- 
ble tools is in the industrial shows, home shows, county 
fairs, etc. where there are displays. There, we try to 
get our dealers to take space or to allot a certain por- 
tion of the space to display tools. In some cases, we 
will arrange to have a factory representative put on a 
live demonstration. 

This type of promotion is an intangible, but in the 
case of the dealer who has allotted space, his sales 
usually show an increase after such an activity. Here 
again, you must supply the dealer with sufficient litera- 
ture and spec sheets when you ask him to cooperate 
in this type of promotion 
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LSMI Panels (cont.) 


Sparks: “Tools should be treated as a major product line.” 


We at Moore-Handley feel that there are three main 
factors that have to be recognized by a distributor in 
the portable tool market. 

First, we must recognize the tremendous market 
potential and really have the desire to get into the 
portable tool business instead of treating it as a side 
line. Secondly, we must recognize the profits to be 
made in this business and be willing to invest enough 
money in inventory to properly serve our trading area 
Direct shipments are rare in this business except on 
orders of unusual size. Third, in addition to recognizing 
the potential market and being willing to invest money, 
we must be willing to promote the sale of portable 
tools on a continuing basis with both our own organiza- 
tion and our customers 

Recognizing these three things, we think the portable 
tool business accomplished three things for our company: 


1. We make a dollar profit for ourselves. The turn- 
over is good, the gross profit adequate and the per 
line value of the sale is reasonably high. 

We build character for ourselves as a full line 
distributor 

Additional business is brought in on related lines 
There is no better door opener to the back end of 
an industrial plant than a new tool to demonstrate. 


In choosing the lines we distribute, we feel the manu- 
facturer has several basic obligations. He needs a strong 
distributor policy that states exclusive or selective dis- 
tribution. He must build trade acceptance through sales 
promotion and national and local advertising. He 
needs a good return goods policy on slow moving mer- 
chandise, and he needs adequate back up stocks at the 


factory or district warehouses. He must have good re- 
pair and renewal parts service. We feel parts and 
service are the obligation of the manufacturers who 
must have good local service on repair and parts. Now, 
what are our responsibilities as distributors? 

Sales promotions in this business are necessary for 
success. New tools must be shown and demonstrateé. 
rhe customer must be continuously kept aware of our 
presence in this market. 

For the industrial, utility and contractor trade, we 
have a 60-day major promotion each year. During this 
period, our salesmen are paid an extra cash incentive 
on individual sales to demonstrate and sell tools. 

For the dealer trade, we have two merchandise marts 
each year—one in January and one in August. These 
marts include many product lines; but portable tools 
are a prominent big ticket item. The dealer is invited 
into our show rooms to buy merchandise, get new mer- 
chandizing ideas and see new products. These marts 
not only sell merchandise, but also help to educate 
both the dealer and our own sales organization. 

Sales meetings, factory mailings of literature and 
catalogs are coordinated with these promotions. 

Don’t be discouraged by the hazards in this business. 
Sure, the mail order houses are rough competition with 
their private brands, but our dealers can compete. Our 
industrial contractor customers prefer a quality tool 
over a private brand, if they can get it off the shelf. 

Sure, there is danger of too much investment due to 
seasonal buying. Sure, we have to promote sales on 
new items or they will lie on the shelf. But just as 
surely, we can make money in this business if we treat 
it as a major product line and not a side line. 


Vilett: “It’s necessary to carry a well rounded stock.” 


Portable tools are no longer small business; the sales 
figures have grown fantastically within the last 10 years. 
Fortunately, our company’s sales of portable tools has 
grown faster than the industry 

We first started out with pocket tools. These tools are 
convenience items for the electrician, and he must have 
them with him on the job. These tools he buys himself. Of 
our sales, 13% are on pocket tools with an investment of 
10% of our total tool inventory. 

It took us years to find a gimmick te really sell pocket 
tools. The last two years, beginning in early November, 
we have selected pocket tools to display at our city desk. 
We get the electrical contractor’s pickup men interested 
in these tools and ask them if they won’t take them out to 
show the electricians on the jobs 

Before Christmas of 1958 we sold over $1,000 worth 
of joint pliers. Last year we sold over $1,250 of a set of 
four screwdrivers. Our sales to the electricians run ap- 
proximately 50% of those who saw these tools 

Many times, after they have bought tools for them- 
selves, they ask the pickup men to get them additional 
tools for Christmas gifts for their friends. The profit mar- 
gin is at least 25%. 

We debated a long time whether or not to in *°t our 
money to carry industrial tools. We knew the e vical 
contractor and the manufacturer’s maintenance me —1ad 
to have time-saving industrial tools. We knew that ‘ey 
were buying them from the industrial and hardware sup- 
pliers. We decided to list industrial tools in our catalog. 


94 


This was almost as bad as not having them at all. Sure, 
we sold a few but we didn’t get any inventory turnover. 
Remember, the man who you believe is your customer 
doesn't think of the electrical distributor as his source of 
tools. You have to let him know you have them and they 
must be demonstrated 

A short time ago, I called on an electrical contractor 
who employs about 50 men. You would be surprised at 
what I saw: %4-in drills, 2-in drills, electric hammers, 
circular saws, jig saws, all sizes of stocks and dies, a 
power threader, all sizes of benders and hickeys, a hy- 
draulic bender, an electric cable puller, a jet line cylinder 
gun, embossing tools, both an arc and gas welder and 
glasses, fish tapes, socket wrenches, various types of in- 
denting tools, vises, step and extension ladders, ampere 
and voltage testers, power activated guns, cutters, con- 
crete cutting tools, all types of linemen’s tools and all ex- 
pendable tools such as bits and drills 

Yes, I know I missed some as I didn’t make a list at 
the time. Are you getting this business or is it going to the 
industrial and hardware suppliers? 

The industrial user doesn’t ask too many questions 
about prices of these tools and your profit rate is 20% to 
33%. Recently, we sold a drill stand and accessories, a 
$758.50 sale, at a profit of 33%. We have one electrical 
contractor who buys wood bits six times a year—$800 an 
order. Of our sales, 47% are on industrial tools with an 
investment of 67% of our total tool inventory. 

Yes, we are distributors of do-it-yourself electrically 
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powered tools. This is the business that is growing by 
leaps and bounds. Every home owner seems to want to 
change this or that, add a room, and most of all, finish 
part of his basement into an amusement room. 

The electrical drill with accessories is the first item he 
purchases. The sales of electric drills amounts to 50% of 
the unit sales. The big dollar volume items are the jig and 
circular saws. Unfortunately, do it yourself electrically 
operated tools are very competitive; industrial and pocket 
tools are much more profitable. Do-it-yourself tools repre- 
sent the biggest volume, but there are too many direct 
selling manufacturers through mail order retail stores, 
department stores and discount houses. 

I am afraid that soon, foreign competitors will enter 
this market just as they have taken over the sale of trans- 


istor radios. Of our sales, 40% are on do-it-yourself 
tools, with an investment of 23% of our total tool inven- 
tory. Many of our shipments are made direct with a 
profit margin of 5% to 20% in order to be competitive 
with the direct selling manufacturers. 

To be in the tool business you must carry a well 
rounded representative stock. To increase your dollar 
volume, be sure that the industrial maintenance man has 
the necessary money saving tools to do his work properly 
and efficiently. Be sure that each of your electrical con- 
tractors has the money-saving tools he needs for each 
new contract. It has been proven that the mail order re- 
tail stores sell more portable tools than the catalog 
houses. Show them—demonstrate to them—that you can 
sell them at a profit. 


Beck: “This specialized business requires necessary knowledge.” 


After the war, we embarked on a slow but forthright 
program to develop sales of tools to electrical contractors, 
dealers and industrials. Selling tools reduces our peaks 
and valleys and aids us in maintaining a full crew during 
bad weather when construction is retarded. Our credit 
problems are reduced considerably because we have a 
more diversified trade, and we do not have to struggle for 
sales volume of construction materials at ridiculous mar- 
gins. 

To use an old cliche “you can’t do business from an 
empty wagon” applies in the tool business as it does in 
every other phase of wholesaling. Obviously, you can’t 
stock the portable electric drills without an adequate in- 
ventory of bits, nor can you sell a power vise without the 
pipe discs and cutting oil. Our inventory turnover last 
year was 3.62 which is at a slower rate than electrical 
construction materials and lighting. One of our major 
suppliers informed me that a four-time turnover is con- 
sidered the optimum. We cost our invoices and distribute 
our sales into 12 commodity classifications. The gross 
profit ratio on tools was second after wiring devices 
which topped the list. Sales position with relation to our 
total volume was in seventh place, which was ahead of 
conduit. 

As in any phase of our business, we select our suppliers 
with great care. They should be financially responsible; 
they must produce a good quality product at a competi- 
tive price; their policies should embrace a firm distributor 
relationship with a minimum tendency to dilute the mar- 
ket. Obviously a reasonable warranty policy and service 
set up is required. It is desirable to deal with a manufac- 
turer that maintains a price protection policy in the event 
of a decline. 

Some manufacturers create a demand for their product 
by a broad national advertising program. It is essential 
that they retain a sales staff to assist and educate the 
wholesaler’s salesman. Seasonal promotions are offered. 
Displays for dealers are available and incentives to whole- 
salers’ salesmen are provided. On an average of once a 
month we promote tools by mail, using manufacturers’ 


brochures or our own lithographed sheets with order 
blank attached. By mail we have not been successful in 
selling items that net over $50 such as heavy duty drills, 
electric hammers or power vises. 

Adequate displays at our counter with inducements to 
inside sales staff have proved very effective. Outside sales- 
men are urged to carry samples, because tools can be 
used as the focus to get the contractor’s attention and 
arouse his interest. Sales to dealers of displays provided 
by the manufacturer are a source of repeat business and 
establish the wholesaler as a reliable source of supply 
provided sufficient back up stocks are carried. Since this 
field is one of merchandising not unlike traffic appliances, 
it is recommended that specials be offered to sustain the 
dealer interest. We have promoted with modest success 
large items such as benders by means of a counter demon- 
stration program put on by the factory representative. 

To organize a separate department is important be- 
cause this is a specialized business and requires the neces- 
sary knowledge to buy, promote and sell. All of us are 
familiar with merchandising hazards in business. Obsoles- 
cence in the sale of tools is not too great. Some manu- 
facturers will accept merchandise for return that has not 
been discontinued on an even exchange basis if freight is 
paid both ways. In some instances a 10% restocking 
charge is made. An unknown cost factor is the amount 
of pilferage. Mechanic’s liens, in our state, do not apply to 
tools. This of course, increases the credit risk 

In 1956 we segregated tool sales. Each year we have 
shown an increase without reducing our average gross 
profit. A 79% increase in sales was experienced from 
1956 through 1959. We hope that our program in the 
future will be maintained at a rate equal to our past per 
formance. Our largest supplier has budgeted his sales 
this year to reflect a 13% increase over 1959. The do-it- 
vourself market is expanding. The contractor and indus- 
trial are interested in reducing labor costs 

Since the sales potential is increasing each year, and 
since our gross profit is greater than in other items, we 
will continue to give tools a big share of sales effort 





ELECTRICAL WHOLESALING has presented 12 pages de- 
voted to the “Let’s Swap Marketing Ideas” panels as an- 
other service in reporting in depth to our readers. 

In the past several years, many of the companies 
represented by these 17 panel members have cooperated 
with EW in presenting expanded case history articles 

For example, EW has presented articles on each of 
the firms represented on the electronics panel. Here 
is the rundown: Johannesen Electric Co., Inc., “Why 
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Johannesen Electric Is in the Electronics Business” 
(EW—April °55, p. 38); Cadillac Electric Supply Co., 
“How Cadillac Entered the Industrial Electronics Mar- 
ket” (EW—Feb. °58, p. 56); Electrical Supplies, Inc., 
“The ‘Inside’ on Selling Industrial Electronics” (EW— 
March °59, p. 50); Brady Supply Corp., “Does Side-by- 
Side Selling Pay?” (EW—Feb. °60, p. 61), and The John 
A. Becker Co., “Everyone Sells Industrial Electronics” 
(EW—March °60, p. 62). 





NOW IN BOOK FORM! 


“CONSTRUCTING 
ELECTRICAL 
SYSTEMS” 


In their May 
CONSTRUCTION 
SIVe 





editors of ELECTRICAL 
AND MAINTENANCE published an exclu- 
more than 100 length, on the 
installation of electrical equipment in 
light, heat, and 


1960 issue, the 
manual, pages in 
and 
vstems 


selection 


modern for signals 


communications 


pow eT, 


sentation is available full-length, 


Now this pre 
hardcover book! 


Here is an authoritative reference for electrical contractors, 


consulting electrical engineers, plant electrical men, elec- 
trical inspectors and architects, and electrical wholesalers. 


Thi no-man’s land between points 
where the de Sign ¢ ngineer’s responsibility ( nds, and the 
installer’s Here important decisions must be 
made — construction decisions by the designer, and de- 


sign decisions by the constructor. Now, for the first time. 


book explore s the 


begins. 


electrical men can turn to a source of practical guidance 
k: commercial, 


on constructing all types of elect cal work 


ional! 


industrial and institut 


The data included represents the most advanced engineering 
practice. Special emphasis is placed on requirements of the 
National Electrical Code regarding placement, mounting 
and connecting of system components. 


Photos and diagrams are used throughout the work to 
illustrate construction details and Code provisions. 


Your copy of “Constructing Electrical Systems” will pay 
for itself many times over by providing quick, sure 
solutions to the multitude of problems involved in any 
and by helping you avoid 
conflicts and delays concerning Code interpretations. 
Order today...just fill in and mail the coupon! 


electrical construction job 
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Low-voltage relay switching ag 
ligl.ting equipment has_ bec 
popular in residential and con rt. 
cial occupancies. It is used ere 
remote-control, multi-point trol 
and/or frequent control is req™red 
for a number of small 120-v or 
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luminaires or closely-mounted lumi- 
naires. The method offers reduced 
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5 side identification visible from any angele 


See those colors on the Columbia cartons? They mean taking stock or order 
filling easier and faster. Every color indicates a specific size. It’s as simple 
as that. Take Columbia Flex for example. You can tell you have a stack of 
12-2 with just a glance at the blue color on the carton. And so on with the 
other sizes, with and without ground wire. Columbia Flex (non-metallic 
sheathed cable) and Columbia UF are both available in color-coded cartons 
Why not enjoy this extra bonus? 





} Wallet-size guide filled with helpful facts for daily on-the-job use. Write for your copy 
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H. G. Anschuetz* fra L. Arkin Company* John M. Fincke Companv* Heimann Company* 
113-115 North 23rd Street 4929 North Damen Avenue 1848 North Main Street 1401 Fairfax Trafficway 
Philadelphia 3, Pa. Chicago 25, Illinois Los Angeles 31, California Kansas City 41, Kansas 
Arbeiter Company* Brenner Electrical Sales* Herman O. Gerdts Heimann Company* 

3721 Washington Avenue’ P.O. Box 51 415 Lexington Avenue 1711 Hawthorne Avenue 
St. Louis 8, Mo. Houston 1, Texas New York 17, New York Minneapolis 3, Minnesota 
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Cornish... the complete line of cord sets and molded components 


Cornish... the complete line of flexible cords and thermostat wires 










Cornish... the complete line of electronic wires 





G. M. Howard* L. Morris Landers Co.* 

1301 6th Street 251 Spring Street, S.W. 

San Francisco 7, California Atlanta 3, Georgia 

Everett Jones H. L. Linder Elec. Sales Co,* 
4040 Mayfield Road 3911 Joy Road 

Cleveland 21, Ohio Detroit 6, Michigan 
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Stout Electrical Sales Co.* The Sanderlin Company* 
338 West Fourth Street 129 First Avenue West 
Cincinnati 2, Ohio Seattie 99, Washington 


Paul Lumpkin 
_ 


702 Builders Bivd. e e 
P.O. Box 961, Char. 1, N.C. ttsburgh 28, Penn. 


June, 1960—ELECTRICAL WHOLESALING 


ready 


When you stock Cornish, you 
get the unabridged triple-bar- 
relled line of cord sets with 


the widest selection of molded 
components available to in- 
dustry, flexible cords, ther- 
mostat wires and electronic 
wires. Only Cornish is really 
complete, sold to you through 
accredited jobbers and backed 
by a coast-to-coast network of 
20 sales offices and 13 ware- 
houses for fast deliveries. Call 
your Cornish representative to- 
day—start your sales growing 
with the complete Cornish line. 


Mills Talbot & Company* 
1 Flint Street 
ocnes 


Mills Talbot & Company 
P.O. Box 4212 


ORK Hamden, Connecticut 
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EVERY 3-VEAR-OLD KNOWS... 


what some transformer manufacturers have forgotten 


Before he could talk, Junior learned that resiliency absorbs shock—that a marble 
dropped on the floor makes more noise than one dropped on a pillow. Elementary? 
You’d be surprised how many transformer manufacturers forget this simple fact 
when they design a cabinet model. Or maybe you wouldn’t be surprised —maybe 
you’ve heard some of them roaring away. 
On every JEFFERSON dry type cabinet transformer the core and coil are com- 
pletely isolated from the cabinet—floating on a resilient cushion of rubber— 
minimizing vibration and sound. JEFFERSON gives you the quiet operation that 
is always desirable, and necessary in hospitals, libraries, offices and schools. 
They’re designed to last longer, too. JEFFERSON engineers have provided plenty 
of wiring space by mounting core and coil above the base so that wiring is never yar ay 
exposed to higher than ambient temperatures. JEFFERSON insistence on quality available in: 
is reflected by the fact that every cabinet must have three coats of paint— Single Phase 
every bolt must be plated—a reassuring fact »whgm your transformer must wat ta 
perform under humid conditions. ; Three Phase 
These are just a few examples of the expert @nfgineering that has made ‘aaa 
JEFFERSON transformers the preferred line. 300KVA 


JeffersOn ox vr. TRANSFORMERS 


Jefferson Electric Company «+ Bellwood, Illinois 
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Amprobe 


Test-I laster Kit keeps 


all equipment right at hand...handsomely. 


Truly the sign of the professional, this rugged, 
good-looking, genuine cowhide case contains all the 
equipment you need to do all your electrical testing 
jobs with precision and accuracy. 


Compact, neat and sturdy, the Test-Master Kit is 
specially designed to hold any one of the famous 
Amprobe RS models, the Amprobe Deca-Tran, 
the Amprobe Energizer and the Test-Master has a 
separate covered section to hold your small hand 
tools easily, within reach. 


The Test-Master comes in two models: TM33 con- 
tains the world-famous Amprobe RS-3 snap-around 
volt-ammeter-ohmmeter: 5 current ranges, 3 volt- 
age ranges. Amprobe Deca-Tran: Extends amper- 
age reading 10x, as high as 1200 amps. Amprobe 
Energizer: Multiplies sensitivity of any Amprobe 
10x for readings on small appliance and fractional 
h.p. motors. $84.50 

TM11 contains the Amprobe RS-1, economy snap- 
around volt-ammeter. Amprobe Deca-Tran and 
Amprobe Energizer. *71,75 


The Amprobe Test-Master Kit, RS-3, Deca-Tran and Energizer are all products of 
PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N.Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND TEST INSTRUMENTS 
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for Sylvania j for Sylvania 
Mercury Lamps , Starters 
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- SYLVANL 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS 


Biggest sales aid in the lighting business today — yours exclusively with Sylvania! 


Now Sylvania writes four Light Insurance Policies for you: 
light insurance for fluorescents, for incandescents, for mer- 
cury lamps, and for starters! 

This means bigger and bigger sales for you. It gives salesmen 
four guaranteed exclusives to help them sell better, keep old 
customers happy, open the door to new customers. 
Sylvania is promoting Light Insurance in all its ads to your 
customers. Ads like the ones you see here. “Light Insurance” 
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is your customers’ most dramatic assurance that Sylvania 
products deliver the lowest TCL—Total Cost of Lighting 
(which means cost of lamp plus power plus maintenance). 


Get the facts on the most powerful selling program in the 
history of light from: Sylvania Lighting Products, a Divi- 
sion of Sylvania Electric Products Inc., Dept. 62, 60 Boston 
Street, Salem, Mass. In Canada: Sylvania Electric (Canada) 
Ltd., P. O. Box 2190, Station “O,” Montreal 9. 
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policies...... 


We found the idea for this new brighter i. 


INSIDE SY | \ ANI. \ 


A vosidary of GENERAL TELEPHONE & ELECTRONICS a 


BOTTLE 
OF 


Sylvania 4 

is your (ESS 
best buy in 

mercury 

lamps today! Sst" 


women SYL\ANIA 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS “a 


SYLVANIA 


subsidiary of GENERAL TELEPHONE & ELECTRONICS ‘exs) 
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COPE |. 
SOLD 
EXCLUSIVELY 
WIREWAY |. 
FOR POWER CABLE DISTRIBUTION | *¥™HoRZED 





WHOLESALERS 





Shou 
z 


Backed by a policy that ‘pro- 
tects and promotes” distributor 
efforts in every market. 


e Protection on all sales—in- 
cluding those to utilities and 
government. 


Training in sales and applica- 
tion of Cope’s complete line of 
cable supporting equipment. 


Factory-field service and en- 
gineering help on specific in- 
stallations. 


CUTS Consistent advertising and 
MATERIAL promotional support directed 


INSTALLATION at all major buying influences. 
AND SYSTEM WS 
MAINTENANCE COSTS aoea 


\ —es 








A single run of Cope Wireway supports as many cables as COPE DISTRIBUTORS 
several runs of conduit. Exclusive pin-type coupler as- 

sures quick, easy installation of lightweight aluminum or ARE SOLD ON COPE— 
galvanized system components—even in cramped quarters. . 

Cables are easy to get at for inspection, re-routing or AND THEY’RE 


system expansion needs. SELLING COPE 


ORIGINATORS OF THE FIRST INTEGRATED 

LINE OF CABLE SUPPORTING SYSTEMS — 
Makers of . . . Cope Cable Ladder, Cable Channel and 
Controlway . . . the Lowest Cost Support for Low Voltage 
Control and Signal Circuits. Also a Complete Line of 
System Supports and Accessories. 


Division of ROME CABLE CORPORATION 


COLLEGEVILLE, PENNSYLVANIA 
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special attention 


is given to 


THREADS 


On 


le OF Mae OL fat wt 4 8 
GALVAN/ZED 


PRECISION-CUT THREADS ARE PROTECTED 


DURING SHIPPING, AT INSTALLATION, AND IN SERVICE 


The threads in Laclede conduit are cleanly and uniformly 
cut, and are protected with a corrosion-resistant zinc 
coating. 


When couplings are drawn up tight, the conduit ends 
butt in the coupling to form a smooth, snag-free raceway. 
Due to a special threading practice this continuous race- 
way remains pressure tight. 


The threads on Laclede corduit are completely covered 
by the coupling, leaving none exposed to accumulate 
moisture. 


During shipment and storage, threads are covered with 
tough plastic caps to prevent damage. 


...and look at these other quality features 


m Made of Laclede’s own open-hearth steel 
i =Hot dipped galvanized throughout 
iu Smooth, seam-free galvanized raceways, with 


additional coating of transparent plastic 
to keep the zinc bright and fresh looking 


Easy to bend without flaking of zinc 
Available from stock for quick delivery 


> Producers of Steel for Industry and Construction 
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A MESSAGE TO AMERICAN 


INDUSTRY © ONE OF A SERIES 


Recent Economic Growth = 
The Numbers Game 


if it truly portrayed recent rates of economic 
growth in the United States, the report on em- 
ployment, growth and price levels recently 
issued by the staff of the Joint (Congressional) 
Economic Committee would point up searcely 
less than a national disaster. Among other things 
it would document impressively Premier Khrushchev’s 
crack that “the capitalist steed the United States is 
riding ... is worn out.” 

One of the major findings of the Joint Committee’s 
staff (in the Eckstein Report, named for its staff di- 
rector Otto Eckstein) is that between 1953 and 1959 
the average rate of growth of physical output in the 
United States was only 2.4 per cent per year, This is 
scarcely more than half the average annual rate of 
growth of 4.6 per cent the staff found to have prevailed 
between 1947 and 1953. 

Happily, however, the report does not reflect 


the basic economic realities. Its finding on relative 
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1948 
1949 
1950 
1951 
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rates of economic growth for the two periods is a sta- 
tistical tour de force which, by the selection of certain 
figures and certain dates, distorts the record of Ameri 


ca’s long-term economic growth 


Playing The Numbers Game 

By the selection of appropriate starting and terminal 
periods it is possible to document almost any rate of 
economic growth that is desired. The table at the bot- 
tom of this page shows you how this can be done. It will 
also show you how the Eckstein staff worked out its 
shocking contrast in growth rates. The table is built 
like a schedule of airplane fares between different 
cities. The postwar years 1946 through 1959 are put 
down on two axes. One runs down the left hand col- 
umn, the other runs across the top of the table. Put 
your finger on the point where the two axes intersect 
and you have the average rate of growth for the period 


covered. 








Year 1946 1947 1948 1949 1951 


ANNUAL AVERAGE GROWTH RATES OF THE U.S. ECONOMY, 1946-1959°* 


(Percent increases, starting year to terminal year, of GNP in 1954 dollars) 


Terminal Year 


1953 
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Following this procedure, you can find growth rates 
ranging all the way from —2.3 per cent, between 1957 
and 1958, to +8.7 per cent, between 1949 and 1950, 
along with almost any other rate you would choose for 
various years and sequences of several years over the 
postwar period, 

For example, if you want to demonstrate that the 
postwar growth rate through 1953 was less than 4% 
per year, you take off from 1946, include a drop of 0.1 
per cent between 1946 and 1947, and come up with a 
growth rate for the 1946-1953 period of 3.9 per cent. 
But if you want to show it was quite high, you take off 
a year later, from 1947 (which drops out that dismal 

0.1 per cent for 1947) and come up with a fine 
growth rate of 4.6 per cent for the 1947-1953 years. 


Statistical Hocus-Pocus 

That’s what the Eckstein staff did. It took off at one 
end from a year when there was just about no growth, 
went to the Korean War boom year of 1953 at the 
other end, and got that average growth rate of 4.6 pet 
cent, Then it took off from the Korean War boom year 
of 1953 and ran to the year 1959, when business was 
recovering from a recession and suffered through a 
steel strike of 116 days, to come up with its 2.4 per 
cent growth rate for the second postwar period. As the 
table indicates, by taking off a year later (1954) the 
average growth rate would have become 3.2 per cent, 
and if the take off had been 1949 it would have been 
3.8 per cent. 

There are those who, in nontechnical terms, 
would characterize this as statistical hocus- 
pocus. There are also those who would see in it 
an element of political hocus-pocus, too. This is 
because the years 1947-53, when the Eckstein staff 
found there had been the healthy 4.6 per cent growth 
rate, were roughly years when we had a Democrati 
president, while the anemic growth rate of 2.4 per cent 
it calculated for the subsequent years was for years of 
a Republican presidency. 

Actually it can be shown that the civilian part of our 
economy has had more rapid growth during the Re- 
publican administration than it had during the Demo- 
cratic years, If military expenditures are subtracted 
from the national ouput, the resulting growth rate for 
1953 to 1959 is slightly higher than for 1947 to 1953. 

However, we do not question the bona fides of the 
Eckstein staff. But we do assert that it has pro- 
duced a statistical picture of the postwar growth 
of the American economy which is dangerously 
misleading both at home and abroad. 

Abroad, the report appears to give official documen- 
tation to the propaganda line that the Soviet economy 
is running rings around the U.S. economy in growth, 
and that it is Communism a country should choose if it 
really wants to develop rapidly. Building on a much 
smaller economic base than the U.S.A.. the Soviet 


Union — as well as almost every less advanced nation 
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in the world — is bound to show a larger percentage 
increase in output than the U.S.A. But the Eckstein 
staff calculation gives the Communists ammunition 


they don’t deserve. 


Are We Facing A Crisis? 


The contrast drawn by the Joint Committee staff in 
postwar U.S. growth rates suggests that we are facing 
scarcely less than a crisis through paralysis of our 
economic growth which calls for drastic remedies. 
But this, as the full 1947 to 1959 growth record set 


forth in the table makes clear, is very definitely not the 


case. Our over-all postwar rate of growth, as measured 


by the gross national product in physical terms, has 
been 3.5 per cent per year, a rate nearly double the 
long-term growth rate of 2 per cent per year between 
1909 and 1939. In the continuing fluctuations in the 
rate of growth which more or less inevitably charac 
terize a relatively free economy, we have had some 
downs in recent years. But our economy is now on 
the upbeat again. And at the end of this year, 
the U.S. economic growth rate for the postwar 
period can be expected to be 3.7 per cent per 
year. 

It is extremely important for the United 
States to continue to maintain this rate of eco- 
nomic growth or even to surpass it. Upon this 
effort depends our capacity to meet our defense re- 
quirements without dangerous strain, to provide an 
adequate margin for foreign aid, to improve our own 
productive facilities, and to continue to raise our own 
standard of living. 

How not only to maintain but possibly improve 
upon our postwar pace of economic growth will be the 
subject of strenuous debate in the months ahead, How- 
ever, the debate will have a much better chance of 
being constructive if the postwar growth record is seen 
in proper perspective. To this end one of the first 
things to do is to junk panic rousing statistical por- 


trayals such as that in the Eckstein re port, 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments Per- 
mission us freely extended to neu spapers, 
groups or individuals to quote or reprint all 


or parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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TX° Non-Metallic Sheathed Cable 


It's the WHITE wire. Non- 
sticking, smooth and easy to 
pull, DTX will not flake off 
Moisture and flame resist- 
ant, it is clean to handle 
ond strips easily 


Heavy Duty Portable Cords 


Available in Red-D-Prene 

(red or black neoprene jack- 
et) oil, heat and flame resist- 
ant; Black Diamond (black 
rubber) for general purpose 
use; and Signal Yellow (yel 
low thermoplastic) for all lo 
cations where heat is 


PRODUCT INDEX 


Diamond for years has concentrated on this 
“Basic Line” of wire and cable products . . . 
mixing them thoroughly with quality and 
prompt delivery. And remember, one source 
Diamond buying saves ordering time, elimi- 
nates error... increases your profits. 


All UL listed. 


600 V Building Wire Type THW 


New UL listed Thermoplastic 
building wire for 75° wet or 
dry application. Small dia- 
meter, slick silicone finish. 
Standard colors in solid and 
stranded sizes 14 AWG 
through 4/0 


no problem 


Diamond DUF” Type UF 


Thermoplastic insulated and 
jacketed non-metallic 


sheathed cable. Retards 


Thermoplastic Insulated Type TW 


Diamond DTW is the small 
diameter building wire that 
is flame and moisture resist- 
Pema eae ee ree ont Eight permanent colors 
Small size allows more cir- 
cuits in existing conduits. Sizes 


fungus, abrasion. UL listed 14 thru 4/0. 


ance to moisture, corrosion, 


Type SE Service Entrance Cable Weatherproof Wire 


(Armored and Unarmored— Copper or Aluminum) Triste breid woetherprest 


covering can be relied upon 
to meet severe climatic con- 
ditions. Available also with 
neoprene or polyethlyene in- 
sulation. Comes in solid and 
stranded, full range of sizes. 


May be used without conduit 
from pole to building and 
down side of building in 
places not subject to mechan- 
ical injury. UL listed. Neo 
prene Aluminum SE also 
available 


Bare Copper Wire 


Soft drawn bare copper wire is 
available in a complete range of 
sizes, solid or 7 stranded. 


ACT Armored Cable 
& Flexible Steel Conduif 
Suitable for general wiring in 


non-fire proof structures. 
Two, three, four conductor. 


DIAM ON D 


WIRE and CABLE Company 
Sycamore, Illinois 
WAREHOUSES: Pittsburgh + Cleveland * Minneapolis « Denver ¢ Dallas ¢ Atlanta 


Coiled Heater Cord Set 


It's new, convenient, safer to 
use. Non-tangling six-foot cord retracts to 18 
inches. Can be used on any heat-type appliances. 


Range Cord Sets 
a, Three wire set is 36 long. Rubber 


molded cap, rubber jacketed cable, 
steel strain relief. UL listed 
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NEWS FOR THE 


INDUSTRY 








13th Annual Business Spending Survey: 


Trend Upward in Expenditures 


American business plans to spend a record $37.9 billion 
for new plants and equipment in 1960 and to maintain a 
high level of expenditures during the next three years. 


A bright outlook is the report of the 
13th annual survey of business’ plans 
for new plants and equipment, as pre- 
pared by the McGraw-Hill Depart- 
ment of Economics. 


STRONG UPWARD MOVE- 

MENT in business investment 

of new plants and equipment 
is forecast with the potentiality of 
having this movement continued for 
a long time. The following are the 
highlights of the survey: 

e American business plans to spend 
a record $37.9 billion for new plants 
and equipment in 1960 and to main- 
tain a high level of capital expendi- 
tures during the next three years. 

e Manufacturers plan to concen- 
trate on greater efficiency. Close to $10 
billion or about two-thirds of this 
year’s expenditures planned by manu- 
facturing firms is for modernization. 

e Manufacturing companies were 
operating at an average rate of 85% 
of capacity at the end of 1959. This is 
9% below the rate they indicated 
they would prefer. 

e Manufacturing firms are planning 
a modest 5% increase in capacity this 
year—and they plan to increase ca- 
pacity at a rate of about 4% per year 
in the next 3 years. 

e Manufacturing companies expect 
sales to increase 8% this year and 
an additional 17% during the 3-year 
period 1960-1963. If these sales ex- 
pectations are met, these increases 
would bring operating rates close to 
preferred levels and create a demand 
for additional capacity. 

e Depreciation allowances will rise 
to nearly $25 billion by 1963 and 
will provide a strong prop for a high 
level of capital investment. More than 
80% of the reporting manufacturing 
firms indicate it is their policy to 
spend all or nearly all of their de- 
preciation allowances for new plants 
and equipment. 

e Business plans to increase its re- 
search efforts and to step up its in- 
troduction of new products. Research 
and development expenditures are ex- 
pected to reach $9.5 billion this year 
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and $10.7 billion by 1963. About one- 
third of the reporting manufacturers 
indicate that they will be devoting 
a significant amount of their 1960 
expenditures on plants and equipment 
for facilities to make new products. 
By 1963 they expect that 12% of 
their sales will be in new products, 
products not made in 1959. 

U.S. business plans to spend a rec- 
ord amount for new plants and 
equipment in 1960 and to maintain 
a high level of capital expenditures 
during the next three years. Manufac- 
turers plan to concentrate on greater 
efficiency. Almost two-thirds of this 
year’s expenditures of $15.2 billion 
will be for modernization. Business 
plans to increase its research 
efforts, and to step up its introduction 
of new products and processes. 

For 1960, this survey shows that 
business now plans to spend 16% 
more than last year. This increase in 
business’ plans for expenditures on 
new plants and equipment suggests 
strength in the capital investment seg- 
ment of the economy. 
e Higher Level—tThe average level 
of spending already planned for 1961- 
1963 is higher than the amount spent 
in 1959. These are preliminary plans 

and incomplete in many cases, Ex- 
penditures may actually exceed cur- 
rent estimates for these years, if plans 
are revised as in the past. 


also 


e Plans In Manufacturing—Manu- 
facturing firms now plan to spend 
$15.2 billion in 1960—26% more 
than last year. Among the metal- 
working industries the auto industry 
shows the biggest increase in 1960 
with spending plans up 66% in 1960. 
But the other industries in metalwork- 
ing—machinery, electrical machinery, 
transportation equipment—also show 
substantial gains this year. The 
planned expenditures of the metal- 
working industries are also up since 
last fall. Although plans decline 
slightly in 1961 and 1962, metal- 
working firms already have plans to 
increase spending in 1963 

The steel industry is planning to 
spend $1.6 billion this year—and 
more than $1.5 billion in 1961—very 
near the record amount spent in 1957. 
Beyond this year and next, however, 
steel companies indicate a consider- 
able decline in expenditures. Nonfer- 
rous manufacturers indicate spending 
plans of $369 million this year—and 
approximately the same level over the 
next three years. 
e Nonmanufacturing Industries- 
Every industry in the nonmanufac- 
turing area has increased its expen- 
diture plans for 1960 since last fall. 
Electric and gas utilities now plan to 
spend a record $6.2 billion this year 
—only a few million dollars less than 

Continued on page 110. 





Plans For Capital pene 
a 


(Millions of Dol 


1959 
Actual* 
$12,067 

987 
923 


1960 
Planned 
$15,243 
1,007 
1,071 


Industry 

All Manufacturing 

Mining 

Railroads 

Other Transportation 
& Communications 

Electric & Gas 
Utilities 

Commerical"? 

All Business 


4,689 5,168 
6,207 
9,172 

37,868 


5.667 
8,210 
32,543 


% Change 


rs) 
1959-1960 Preliminary Plans 
1961 1962 1963 
1.26% $14,161 $13,330 $13,618 
2 1,015 864 895 
+ 16 975 946 908 
L-10 4,657 4,337 4,355 
10 5,545 
1.12 8,410 
+16 34,763 


5,469 
7,882 
32,828 


5,631 
7,923 
33,330 


*U. S. Department of Commerce, Securities and Exchange Commission 
(1) Figure based on large chain, mail order and department stores, insurance com- 
panies, banks and other commercial businesses 








Spending Survey: 


Continued from page 109 


i ws how _ 
This unretouched photo shows ho their 1957 peak. To meet growing 
we demonstrate the rugged power needs, electric utilities, planned 
strength of Guth's Tetragonal expenditures remain high throughout 


HERE’S design, Alzak Aluminum Reflector. 1961-1963 
Fred Guth (Mr. Chief Tester, A sharp rise in expected deliveries 


PROO F himself) stands right on it. We of jet airliners boosts the spending 
know this rugged Guth reflector plans of “other transportation” this 
will hold at least 300 pounds! year. However, since most of the air 
craft will be delivered this year, there 
GUTH This is typical of the quality is a substantial decline in each of the 

and ruggedness you find in succeeding yes : 
BRASCOLITES Guth Brascolite Incandescents. | og oe et sag pec ew 
3 ; count for a relatively small part o 
ARE They're built for rugged duty the non-manufacturing cotal, show 
PLUS optimum and long life an up-and-down pattern in plans be- 


REALLY lighting performance! yond this year. Railroads indicate a 


16% increase in expenditures this year. 
RUGGED! Although there will be some fluctua- 
7 ; tion in expenditures beyond this year, 
this survey indicates plans of close 
to a billion dollars in spending in all 
MIGHTING the years reported 
a Commercial companies (which in 
this survey are mostly large chain 


stores, department stores, banks and 


insurance companies) plan a total ex- 
penditure of $9.2 billion in 1960. This 
figure represents the largest amount 


ever spent in this area 


Expansion vs. Modernization 


Manufacturing companies are con- 
centrating on replacement and mod- 
ernization in an effort to increase 
productivity and reduce costs. This 
year, industry plans to devote 65% 
of its total spending for replacement 
and modernization and only 35% for 

poms les expansion. These are almost the same 
proportions devoted to this purpose 
as in 1959. However, total spending 
by manufacturers in 1959 was only 
$12 billion compared with $15.2 bil- 
lion this year. Thus, over $3 billion 
more will be spent for modernization 
this year 
With the emphasis on moderniza- 
tion, manufacturers are planning to 
increase capacity by only 5%_ this 
year. With the exception of 1958 this 
is the smallest planned increase in 
the past 10 years. Manufacturing 
companies plan to add to capacity 
at a rate of about 4% per year over 
. the next 3 years. These smaller addi- 
\S ihe. tions to capacity hee a oe a 
: om operating rates which are below the 
SN The Tetragonal ‘ ' } preferred rates. At the end of 1959 
) £ Reflector is used ’ manufacturers, on the average, were 
i age in our Square operating at 85% of capacity. This 
Recessed Brascolites is 9% below the rate they indicated 
they preferred to operate 
Conceivably, the operating rate at 
the end of 1959 might have been 


THE EDWIN F. GUTH ™ 2615 WASHINGTON BLVD. able to get special types of steel, 
which were still in short supply be 


COMPANY BOX 7079, ST. LOUIS 11, MO. cause of the 116-day strike. Only steel 


> slightly higher if companies had been 
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ONLY IN BULLDOG’S 12-CIRCUIT ELECTRI-CENTER 


New Duplex Pushmatic puts two circuits 
in the space of one single breaker. Gives 
identical, independent coil-magnetic pro- 
tection in each pole of all Duplex 
breakers; positive one-bolt connection; 
pushbutton convenience. 


Only BullDog Pushmatic 
circuit breakers give you 
both of the above combi- 
nations—plus many 
others—in a 12-circuit 
panel. Other breakers 
would need a 16-circuit 
panel, 

The BullDog Pushmatic 
takes only two spaces, compared to the 
four needed for any 
100-amp breaker. And new BullDog Du- 
plex Pushmatic puts two lighting circuits 
. all the 


4. 
| = 
100-amp breaker 


spaces competitive 


in a single space. Count ’em 
circuits shown in only 12 spaces! 


You save space by using smaller panels. 
You provide the maximum in electrical 
circuit flexibility Push 
matic protects two ways—coil short-circuit 


and _ protection. 
and thermal overload protection. To put 
more electrical services into less space, see 


your BullDog products representative. 


Pushmati rs take only 


two 


100-amp break« 


compared with 


all 


Pushmatic 


spaces four space 
competitive 100-amp 
100-amp breakers 


for field installation. 


required for 
breakers 


are now availablk 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. 


In Canada: 80 Clayson Rd., Toronto, Ont. Export Division 


13 East 40th St., 


New York 16, N. Y. 


BULLDOG ELECTRIC PRODUCTS DIVISION 
1-T-E CIRCUIT BREAKER COMPANY 








WHAT IT MEANS T0 YOU 


Selective Distribution works two ways. To be effee- 
tive, it must be advantageous to both distributor 
and manufacturer. If this is true, the entire market- 


ing effort is coordinated, and a feeling of coopera- 


tion exists that means more and better business 


for everyone. 


Furnas Electric limits the number of distributor 
appointments in a given trading area, dependent 
upon adequate coverage of the market to produce 
the most favorable results. 


Magnetic 
Starters 


Furnas Electric now offers a complete line of motor 
control, with many exclusive features. This reduces 
service and traffic problems, and enables the dis- 
tributor to carry a reduced inventory without the 
usual overlapping of products. 


Monual 
Starters 


its distributors. Field men and factory sales engi- 
neers, testing and research facilities are available 
for immediate service. 


Drum 
Switches 


Furnas Electric provides a broad program of na- 
tional advertising to all leading markets of its 
distributors, maintaining a continual contact be- 
tween distributor, manufacturer and customer. 
Pressure 


Switches 


Write today for full information on how you benefit by Furnas Electric 
Selective Distribution—ask for Distributor Portfolio 5412—1069 McKee 


Street, Batavia, Illinois. 
Asli 


companies were operating at close to 
their preferred rate. 

e Sales Expectations—Manufactur- 
ers expect, on the average, an 8% in- 
crease in sales this year and an addi- 
tional 17% by 1963. If these long-run 
sales expectations are met, operating 
rates would be close to preferred 
rates and create a need for additional 
capacity by 1963. 

¢ Buildings, Machinery, Ete.—This 
year, 30% of business’ total capital 
expenditures will be for buildings and 
70% tor machinery and other equip- 
ment, again emphasizing industry's 
concentration on modernization. In 
manufacturing, the proportion § go- 
ing for buildings is only 20% 

Depreciation allowances are now 
equivalent to about two-thirds of total 
capital spending planned for this year 
and are the largest single source of 
funds for new plants and equipment. 
By 1963 American corporations will 
have $24.8 billion available through 
annual depreciation deductions—an 
increase of 18% over 1959. Manu- 
facturing companies indicate their de- 
preciation allowances will rise 17%. 

Companies were also asked wheth- 
er or not it was their policy to spend 
all or nearly all of their depreciation 
allowances for new plants and equip- 
ment. More than 80% of all manu- 
facturing firms answering indicated 
they do spend all of their depreciation 
for this purpose. Depreciation allow- 
ances plus retained earnings and de- 
pletion allowances will provide a 
strong prop for plant and equipment 
expenditures in the next few years. 
e Regional Expenditures—Manufac- 
turing companies plan to invest the 
largest proportion of their expendi- 
tures in the North Central states 
30% in 1960 and 27% in 1961. How- 
ever, this is a smaller proportion 
than manufacturers indicated they 
were spending in this area in 1958 
or 1959. 

Manufacturers are continuing to 
devote an increasing proportion of 
their capital expenditures to the West. 
Last year, they planned to spend 13% 
of their investment in the West. This 
year, they plan to increase the pro- 
portion to 15% in 1960 and 17% in 
1961. Manufacturers are also plan- 
ning to increase the percentage of 
investment in the South, but New 
England and the South Atlantic states 
will receive a smaller share of total 
investment in 1960 and 1961. About 
the same proportion will be spent in 
the Middle Atlantic states in the next 
two years as a year ago. 


Research and New Products 


Industry is increasing its research 
programs in an effort to increase pro- 
ductivity, cut costs and develop new 
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CLAYTON MARK 


exclusive 


FINISH 
a ee 


make the 


rifle bore test 


See why wires fish easier through super 
smooth Clayton Mark “ELECTRICTUBE” 


eSUPERIOR ENAMEL eSMOOTHERI.D. e EXCLUSIVE D.C. WELD 


Like the sleek, smooth barrel of an army rifle on inspection — Clayton Mark thinwall 
electrical conduit meets all tests to stand above competition. Manufactured from supe- 
rior quality steel, “Electrictube” withstands the abuse of construction yet bends and cuts 
easily. The interior surface is coated with a specially prepared enamel that won’t soften, 
gall, flake or chip. Continuous D.C. Weld is an exclusive feature. Conclusive tests have 
proven that wires pull through Clayton Mark conduit with the least pressure under a 
variety of temperatures and conditions. Yes, take another look . . . and order Clayton 
Mark conduit — the “Contractor’s Favorite” for more than a half of a century! 


ELECTRICTUBE 
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Ty CLAYTON MARK 


AND COMPANY 
1907 DEMPSTER STREET * EVANSTON, ILLINOIS +: U.S.A. 
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products and processes. Expenditures 
for research and development by 
American industry reached a record 
$9 billion in 1959—exactly the 
amount companies reported — thev 
planned to spend a year ago. In- 
dustry now plans to increase its re- 
search expenditures by 6% this year 
and another 12% by 1963. Every in- 
dustry with the exception of the air- 
craft industry which obtains a large 
proportion of its funds for research 
from the federal government expects 
to spend more for R & D this year. 

A significant share of manufac- 
turers’ research and development pro- 


grams is for new products. Manu- 
facturing companies estimate that 12% 
of their 1963 sales will be in new 
, products. (New products are defined 
as “products not made in 1959 or 


products sufficiently changed to be 


reasonably considered as new prod- 
Fe ucts.”) And close to one-third of the 
(ah reporting companies indicated that a 
Wi significant share of their 1960 expen- 
ditures for new plants and equipment 

- 


will be for facilities to make new 
products 

e Research Facilities Manufactur- 
ers are planning to increase their 
capital investment in research facil- 
ities to carry out their research pro- 
grams. Manufacturing firms now plan 
to spend $682 million for research 
facilities compared with $523 mil- 
lion planned for 1959. The chemical 
industry plans to spend the largest 
amount for this purpose—$119 mil- 
lion, followed by the electrical ma- 


BRONCO TAKES chinery industry ($92 million) and the 


transportation equipment industry 


THE GUESSWORK | ($94 million). Thus if these expendi- 
OUT OF CABLE tures were added to the total research 


effort this year, R & D would be 
BUYING | well over $10 billion 

Companies were also asked how 
they determined their research budg- 
ets. Nearly half (48%) of the report- 
ing manufacturers’ indicated _ that 
plans for new products were the most 
important factor in determining their 
research and development budgets 
Sales are the next most important 
factor. 


Columbia Electric Severs 
Link With Brown-Johnston 


SPOKANE, WASH.—A new cor- 
porace setup has severed financial 
links between Brown-Johnston Co., 
Spokane, and Columbia Electric Mfg 
Co., electrical wholesalers 

A reorganization policy by Brown- 
Johnston involves sale of its retail ap- 
pliance business to Charles R. Nel- 
son, general manager for the past four 
years. A spokesman for the firm said 
the appliance business was sold to per- 
mit more emphasis on other electrical 
contracting operations 
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SNAP 


.make selling a 
SNAP for you! 
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SNAPF 0 SNAPE, 00 SNAPE. SNAPE. on 


reflector is 5 d into position 
1 34” knockouts make all wiring no tools needed ready fo r use. Cardboard 
masking cover prevents damage to 


into frame, then a redi-set tab tion box for wiring — plenty of ! box and socket onto fixture frame 


to joists nit can be ved in¢ 4 
directly onto plasterboar d for ipplications easy. Snap junction 
mounting in ceiling hole box shut. Wired out in the open interior of fixture during plaster 
where you can get to it ing and pemnting Then anodized 
sluminum frame (guaranteed not 
to rust) and =" i nap into place 


FREE, 1. STOCK UP NOW...SELL TWO... GET PROFIT ON THREE MODELS 


MODEL 1082 
Ads in BUILDING PRODUCTS and CONTRACTORS SQUARE 100W 
ELECTRICAL EQUIPMENT are couponed for a FREE x 9” HOUSING 
Model 1082 Snap Light Housing. Emerson Electric will replace Ly MODE . 


each housing you give away. In addition ... you get your regular RECTANGULAR 10 
Thus i” soa 


| 

. of | 
profit on one “giveaway” for every two you have bought 
re , 

] 


if you sell two and give away a third housing . you get 
M RA 
placement of the “‘giveaway”’ plus profit on all three! Better canna oad 
a 5( 
stock up nou ' This offer « xpires Sept. | 1960 11” x 11 nous NG 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 


EMERSON s+. cous. mo pryme POMONA,CAL. KEYSER,.W.VA 
Gmperial LATROBE, PENN Rittenhouse HONEOYE FALLS.N.Y 


—_— —_ 











Write Dept. B74, Emerson Electric 8100 Florissant St.Louis 36, Mo, 
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BUSINESS INDEX for March 1960* 
NATIONAL SALES PICTURE: 


1954-100 1954-100 





+7 % from February 1960 


1958 | | 


REGIONAL PICTURE: (96 Chenge) ts eee 


1959 


~x. From From from From From 
itd Mar. '59 Feb. '60 1960** Mar. ‘59 Feb. ‘60 


NEW ENGLAND +12 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL .... 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC ! 1 | 12 1 7 


*For electrical apparatus, supplies distributors; Source: Bureau nsus **3 months 1960 from 3 months 1959 
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BASEBOARD + FORCED AIR 


gives ideal heating at low cost 


The Forced Air Baseboard harmonizes 
with modera room interiors; 
paint to match. 





il 


Costs less—easier to install 


The new R&M-Hunter FORCED AIR BASEBOARD costs much 


less than convection baseboard, and is easier to install. 


Engineered for compactness—Dimensions are: 33” long, 13” high, 


3%” deep. When recessed, unit extends only 13%” from wall. 


1000 to 4000 watt capacities—1000, 1500 and 2000 watt models 
with or without thermostats. Thermostats control two or more units 
in a room. 2500, 3000 and commercial 4000 watt models have in- 
dividual thermostats. Listed by Underwriters’ Laboratories. 


R&M-Hunter 
FORCED AIR BASEBOARD 


ELECTRIC HEAT 
Nté Matehlers! 


Backed by R&M-Hunter's 80-year experience in 
electrical equipment 








R&M-HUNTER 
FORCED AIR BASEBOARD 


This entirely new of electric 


gives even floor-to-ceiling temperature 


type heating system 
A quiet low- 
speed centrifugal blower pulls in cool floor level air 
and moves it over a series of heating elements betore 
sending it back into the room at the selected tem- 
perature. Floor level thermostat (optional) and re- 
turn air inlet maintain ideal comfort conditions, with 
minimum heat loss. The R&M-Hunter FORCED 
AIR BASEBOARD gives safe, quiet, 


No cold drafts or hot blasts. No ducts 


clean, auto- 
matic heat. 
no heater closét. 

Mail the coupon below for complete information on 
“the best buy in electric heat.” 


OD 
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EVEN FLOOR-TO-CEILING TEMPERATURE 


HUNTER DIVISION 
ROBBINS & MYERS 
Memphis, Tenn 


IN¢ 


essee 


Hunter Division—Robbins & Myers, Inc 
2476 Frisco Ave., Memphis 14, Tenn 
new FORCED AIR BASEBOARD 


Send complete data on your 


o 
Name 


Address 





GET 


MORE 


JOBS 
WITH No. 9010-702 Ii 


IMPROVED 


THESE IMPACT 
NON-METALLIC 
BOXES 


No. 7052-202 

FEATURING: 

Lower Price 

Greater Strength 

Faster Installation Hort " 
Proven Safety IMPACT 


Complete line of BOXES 


for NEW and OLD work. 
WRITE FOR FREE CATALOG. 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


BANQUET room of Hotel Casey, Scranton, Pa. is jammed with friends, and members 
of the electrical industry, who honored Ed Reif for his 50 years of service to the 


industry. Local civic leaders were also on hand for the occasion 


Half a Century of Service 


Triple anniversary event honors electrical wholesaler. 


HERE’S A SAYING that every- Reif was an organizer of the Elec- 
thing happens in three’s. Well, trical League of Scranton in 1922 and 
for Scranton, Pa. electrical dis- became its president, a position he has 
tributor Ed Reif, this saying was continued to hold since that time. The 
recently realized with a triple anniver- year following the end of World War 
sary in his honor. The occasion, which II, Lewis and Reif organized the firm 
was celebrated by a testimonial dinner of Lewis & Reif, Inc., located first 
on Tuesday, April 19, at a leading at 301 North Seventh Ave., and in 
Scranton hotel, marked Ed’s 64th 1951 erected their own building at 
birthday, his SOth anniversary as a 431 N. Seventh Ave., which is the 
member of the electrical wholesaling present location 
industry and the 14th anniversary of The Scranton distributor has also 
the firm of Lewis & Reif, of which he — taken an active part in the city’s civic 
is secretary-treasurer and social life. He was appointed 
e Pay Tribute Approximately 300 county commissioner in 1957 to fill 
friends, and members of all branches an unexpired term of a former com- 
of the electrical industry, gathered to missioner and last year, he was elected 
pay tribute to Reif, who has been to a full four-year term 
recognized as contributing “half a 
century of service in the world of 
electricity.” Among those present 
were James T. Hanlon, mayor of 
Scranton, Ed’s pastor—the Rt. Rev 
Mser. John V. Bach—and toastmaster 
Daniel H. Lewis—the Lewis of Lewis 
& Reif—his partner for 14 years. Also 
present was William Boylan of the 
Westinghouse Electric Corp., who de- 
livered an address on “Electrical Liv- 
ing in the Magic 1960's.” 
e Career—Reif started his career in 
the electrical wholesaling industry at 
the age of 14 when he became an 
office boy for the C. B. Scott Co. At 
21 he became temporary manager of 
the firm’s electrical department, and CONGRATULATION handshake is off 
then was made its permanent man ered Ed Reif (left) by partner Dan Lewis 
ager, a post he held until 1946 right) at testimonial dinner honoring Reif 
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Sola Ballast Catalog No. 650-110 for 


two F96T12 or two F72T12 430 ma slimline lamps. 


Upside-down insides make Sola’s new slimline 
ballast work cooler, dissipate heat faster 


Heat, the big enemy of fluorescent ballasts, is well 
on its way out thanks to a simple but extremely 
effective move by Sola ballast engineers. They 
mounted the components of their slimline ballast 
upside-down. This allowed them to remove the fiber 
insulator from the mounting surface of the ballast 
case. Now positioned beneath the label surface, it 
can’t trap heat inside the case. 


The normal heat generated by the core and coil is 
transmitted directly to the fixture housing where it 
is quickly conducted away. The fixture itself acts as 
a big cooling fin for the ballast. Additionally, a 
healthy margin of extra space is provided between 


the capacitor and the core and coil. This extends 
capacitor life. 

All this adds up toa premium ballast that operates 
cooler, works more efficiently, and lasts longer. 
Despite this, it costs no more than conventional, 
hotter-running ballasts. You get premium perform- 
ance now at no price penalty. The new ballast is 
CBM.-certified to give full light output over its 
rated life. 

You would be wise to capitalize on Sola’s upside- 
down act when you next need ballasts for quality 
fluorescent fixtures, or for replacement where other 
ballasts gave up. 


Write for Bulletin 27F-FL 


B/P 
C 


7 = 


CONSTANT VOLTAGE TRANSFORMERS REGULATED DC POWER SUPPLIES MERCURY LAMP TRANSFORMERS FLUORESCENT LAMP BALLASTS 


SOLA ELECTRIC CO., 4633 W. 16th St., Chicago 50, Ill, Blshop 2-1414 © In Canada, Sola Electric (Canada) Ltd., 24 Canmotor Ave., Toronto 20, Ont 
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WIRING COMPARTMENT 


20” WIDE 
Up to 5 Size 1 
Control Cells 


preferred for most 
general purpose in 
dustrial applications. 





TYPE “MC” 
these advantages will help you 


MUCH GREATER SPACE SAVINGS . . . because 
the Arrow-Hart Motor Control Units in has Contr 


Centers are half the size and weight 

controls. ARROW-HART offers a control center with 
up to 10 Size 1 control cells in a single vertical sec- 
tion 90” high. 

FASTER, LOWER-COST INSTALLATION ... 
because all controls are delivered in a si pre- 
tested, ready-to-install “package.” If |, all 
interwiring, sequencing, interlocking etc. are pre- 
coaenut 

GREATER DEPENDABILITY . . . because of the 
superior performance of the individual Arrow-Hart 
Control Units and simplified maintenance because all 
controls are centralized in a single convenient loca- 
tion, away from shop dust and dirt. Individual cells 
are plug-in type for quick removal, replacement or 
re-assembly. 

COMPLETE FLEXIBILITY, VERSATILITY ... 
practically any desired combination of units can 
easily be assembled . . . or modified. 


MOST COMPLETE LINES AVAILABLE 
ANYWHERE ... 

COMBINATION STARTER UNITS: Non-Revers- 
ing, Reversing, 2-Speed, Part-Winding, and Reduced 
Voltage Starter Types in NEMA Sizes 1 through 5 
...in combination with Fused or Unfused Disconnect 
Switch or Circuit Breaker of Thermal Magnetic or 
Instantaneous Trip Type. 

ENCLOSURES: NEMA 1 (General Purpose), 
NEMA 1-A_ (Semi-Dustight), NEMA 3 (Outdoor), 
NEMA 5 (Dustight), and NEMA 12 (Industrial 
Use) — in standard or back-to-back arrangements. 


WIRING: NEMA A, B or C —Class I or II. 


OTHER CONTROL UNITS: Include Lighting 
Panels, Transformers, Metering Equipment, and a 
Complete Line of Pilot Devices. 


GET COMPLETE INFORMATION NOW! 
Write today for fully descriptive literature. The 
Arrow-Hart & Hegeman Electric Company, Dept. 
EW, 103 Hawthorn St., Hartford 6, Conn. 
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WIRING COMPARTMENT 


25” WIDE 
Up to 10 Size 1 
Control Cells 


preferred for schools 
and other commer- 
cial, and institution- 
al applications that 
call for maximum 
space savings 
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NEWS 





Government Files Suit 
Against Alcoa Merger 

WASHINGTON—The federal gov- 
ernment, last month, filed a civil anti- 
trust suit to force the Aluminum 
Company of America to divest itself 
of the Rome Cable Corp. 

The complaint charges that Alcoa’s 
acquisition of the cable manufacturer 
in March, 1959, “may substantially 
lessen competition and tend to the 
creation of monopoly because compe- 
tition in the production and sale of 
various wire and cable products, con- 
duits and cable accessories may be 
substantially reduced.” 

The complaint asked Alcoa to di- 
vest itself of the business, 
properties and goodwill acquired from 
Rome Cable. 

In a statement released by the 
aluminum producer, the company de- 
clared that before entering into a 
transaction to acquire all the proper- 
ties of Rome Cable Corp. on March 
31, 1959, in return for shares of Al- 
coa common stock, Alcoa carefully 
examined the proposed affiliation for 
any anti-trust implications. The com- 
pany’s counsel advised the manage- 
ment that the transaction was lawful 
in all respects, and not in violation of 
the anti-trust laws, the statement 
added. 


assets, 


Identical Bids Decline 
Due To Federal Probe 


NASHVILLE, Tenn. — Identical 
bids on Nashville Electric Service elec- 
trical supplies are virtually non-exist- 
ent, according to Leonard Sisk, 
general manager of Nashville Electric 
Service. 

He said, during the past six months, 
NES officials have noticed “a consid- 
erable variety” in bidding by electrical 
equipment manufacturers. Prior to 
that, he noted, NES received identical 
bids on certain items. The new range 
in price bidding has been as much as 
25% between bids, the manager said 

Sisk’s statement followed the release 
of a letter recently in Washington to 
Sen. Estes Kefauver (Tenn.) from S. 
R. Finley, superintendent of the Chat- 
tanooga Electric Power board. Finley 
reportedly told Kefauver his board is 
now getting a variety of bids because 
of the “activity of your committee.” 
Kefauver’s Senate anti-trust commit- 
tee has probed price-fixing by electri- 
cal contractors. 

Sisk said NES spends about $2 mil- 
lion a year on equipment. “Now the 
prices are like they should have been 
all along,” he said. 
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NEW SAFETY FIRSTS 


NO. XT-5792 


COMBINATION 3-WIRE GROUNDING 


HART-LOCK RECEPTACLES and CAPS, 
15 AMPS, 125 VOLTS. 

One side of this combination re- 
ceptacle is 3-wire grounding Hart- 
Lock with 2 green hex ground 
screws and the other side is con- 
ventional 3-wire, 2-wire ground- 
ing 15 amps, 125 volts. Where 
limited space requires a duplex 
receptacle to provide both ground- 
ing and accidental disconnect 
protection and conventional U- 
shape grounding. 


_@ 
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NO. 5718 


3-WIRE DUPLEX GROUNDING RECEP- 
TACLES and CAPS—15 AMPS, 277 
VOLTS. 

New from A-H, this line of wiring 
devices is specifically designed to 
provide new standards of safety 
and dependability for industrial 
and commercial fluorescent 
lighting fixtures of the discon- 
necting type that operate on 227 
volts 


“H & H” Specification Grade 


NEW ADDITION TO OUR LINE 
OF HART-LOCK DEVICES 


3-WIRE GROUNDING RECEPTACLES, 
CAPS and CORD CONNECTORS 


Ideal for applications that require positive 
grounding plus locking to prevent accidental 
disconnect. Configuration prevents interchange- 
ability with similar devices having different 


ratings 


NO. XT-4700 


Meets latest code requirements 


NO. XT-4720 NO. XT-4731 


These exclusive lines—and all the other new wiring devices 
constantly introduced by Arrow-Hart—offer unusual opportu- 
nities for increased sales and greater profits. Act now to take 
advantage of these opportunities. Write today for complete 


information. 


Dept. EW, The Arrow-Hart & Hegeman Electric Co. 
103 Hawthorn St., Hartford 6, Conn. 
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> ROCKER-GLO 





{ficiency and 
‘legance... 


with P&S 
Rocker Glo 


Throughout the beautiful and im- 





pressive Hilton Inn in New Orleans, 
modern Rocker-Glo switches by Pass 
& Seymour are on the job. Rocker-Glo 
is unique. It can be smoothly operated 
by pressing, rocking, rolling or simply 
nudging. Rocker-Glo is quiet in opera- 
tion and it glows in the dark. 


Rocker-Glo’s functional lines and 
soft beauty blend with any decor 
add a touch of charm wherever used. 


Rocker-Glo AC switches can be 
used at full current rating on tungsten 


filament and flourescent loads. 


A specification grade switch, 15 and 
20 amps. 120/277 volts AC. 


Writ¢ for free literature, Dept. EW-66A 


PASS & SEYMOUR, INC. 


HILTON INN 

NEW ORLEANS 

ARCHITECT 

GEORGE A. SAUNDERS, A.1.A 
ELECTRICAL CONTRACTOR 
SHARP BLECTRIC 

GENERAL CONTRACTOR 
HOGAN BROS., INC 
ELECTRICAL ENGINEER 
EDWARD J. YOERGER, P.E 


No. 2201 Rocker-Glo Switch 
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Smithcraft, GE Credit 
Unveil Leased Lighting 


BOSTON, MASS.—A nation-wide 
leasing plan by which modern fluor 
escent lighting can be installed in old 
or new buildings on a five-year rental 
on time payment basis has been an 
nounced by Smithcraft Corp., Boston 
Mass., and General Electric Credit 
( orp.., Chelsea, Mass. The plan, called 
Smithcraft Lease-Light,” — permits 
owners or tenants in the Unites 
States and Canada to rent or finance 
lighting modernization, or new con 
struction, while treeing working capi 
tal for other uses. The total contract 
price can be as low as $1,250 with or 
without installation costs. There is no 
upper limit 
e Distributor Paid—Smithcraft’s mar 
keting v.p., George T. Wood, in com 
menting on the plan, said “we had 
to cut through a lot of red tape to 
make the plan fit into our normal 
distribution channels. We sign a con 
tract directly with the user while per 
mitting him to choose his own elec 
trical contractor. Payments by the 
user are made to the General Electri 
Credit Corp. Smithcraft pays the dis 
tributor and the contractor. We think 
this plan will re-open a_ substantial 
market in the relighting and con 
struction fields wherever there is a 
shortage of working capital. Users 
can now save their capital to reinvest 
profitably in their business while get 
ting the best benefits from modern 
lighting.” 
e Prices—The company’s complete 
line of commercial and industrial fix 
tures are available under the plan for 
as low as + of a cent per sq ft 
per month in factories and stores, I< 
per sq ft per month for schools and 
1'4 ¢ for office areas based on the aver 
age cost of recommended lighting 
levels for these areas Installation 
costs may be included in the leased 
package The lessee 1S protected 
against “inflation and ageing of 
equipment 

On the contractor and distributor 
level the plan offers an opportunity 
to generate new jobs in the moderni 
zation and relighting markets and in 
creases the demand for higher quality 
lighting equipment 


Two Thomas 
Divisions Dine 

Approximately 100 divisional sales 
managers and salesmen from the Moe 
and Benjamin lighting divisions of 
Thomas Industries Inc., attended the 
joint sales recognition in Louisville, 
Ky. The two divisions held sales 
meetings in the headquarters city, 


| March 28-April | 
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Modern Supply Warehouse 
Opened by Westinghouse 
COLUMBUS, O.—Under Westing- 


house Electric Corp’s new distribu- 
tion system, a modern supply depot 
was placed in operation on April 18 
According to vice President Chris J 
Witting, the warehouse will supply 
mest of the U.S. with the company’s 
major appliances. It’s designed, says 
Witting “to take advantage of the 
latest. concepts in market distri- 
bution.” 

The new warehouse has 700,000 
sq ft. It is a major link in the com- 
panys modern distribution system 
that is expected to attain full opera 
tion by °65. It will reduce Westing- 
house inventories in these products 
by 50%, says Witting, and at the same 
time is designed for prompt delivery 
to the company’s distributors and 


dealers 


September 10th: 
Coliseum Becomes Electra 
NEW YORK Response by the 


electrical appliance industry has been 
“astoundingly sharp,” to the first an 
nual Electrical Living Show, to be 
presented at New York’s Coliseum, 
September 10th thru 18th, 1960, ac 
cording to producer Harold R. Meyer 

“Flectra City, U.S.A.,” the first in 
a nation-wide series of electrical liv 
ing shows has been planned as a giant 
showcase aimed at the consumer! 
According to Meyer, over 50% of the 
space has already been sold 
e What's Planned—Slogan of the 
show will be “Try Before You Buy.” 
Over 75 manufacturers of major and 
portable appliances are now pledged 
to present live demonstrations and an 
other 100 are expected to be signed 
within the next few months, says 
Meyer 

There will be lectures, talks, sym 
posiums, demonstrations of many 
kinds and home making contests 

An attendance of 20,000 people 
daily is expected to be drawn within 
a 60 mile radius 


Federal Pacific Moves 
Boston Customer Service 

NEWARK, N.J.—Federal Pacific 
Electric Co. reportedly has moved its 
Boston Customer Service Center to 
expanded facilities in Norwood, Mass., 
according to an announcement by 
Joseph H. Schlessel, general manager 
of the firm’s Customer Service Cen- 
ter Div 

The new 22,000-sq ft Norwood fa- 
cility houses integrated engineering, 
field service, production, warehousing 
and sales departments serving local 
markets in New England. 
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P&S TURNLOK wiring de- 
vices are designed to give 
trouble-free service no matter 
how tough the going gets. 
TURNLOK devices are avail- 
able in 10 and 20 Amperes, 2-, 
3-, and 4-wire types: recep- 
tacles, connectors and caps. 


All P&S TURNLOK devices 
have extra large head binding 
screws and ample wireways 
for quick, easy wiring. Ar- 
mored sections are anchored 
securely. Cap _ blades. are 
positioned accurately. Con- 
tacts are anchored securely. 
Fastening screws in connec- 
tors are secured in body . 
cannot fall out in wiring. Rat- 
ings are plainly visible. 


For information about Pé-S 
TURNLOK Line, write Dept. 
EW-66B : 
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Complete HAND 


TOP of CONCRETE 
to bottom of BOX 


This #190 ‘'Tru-Level" series is a standard 
4 inch octagon, sheet steel box, developed 
for concrete or tile floors, also wooden 
floors with concrete base. 


A threaded brass adjusting-ring permitting 
/y inch height adjustment, in addition to 
three screw legs 2!/2 inches long, make for 
quick and easy tru-leveling. 


Conduit attachment or wire-pulling is easy 
even when concrete is poured to very top 
of box. The 3!/4 inch opening in the box- 
body permits whole hand access from top 
of concrete to bottom of floor box. 


Designed to fit all popular size and style 
receptacies—simply clip off plaster ears 
and drop into place. 


Listed under re-examination services 
of Underwriters Laboratories, In 


COMPLETE LINE OF 
ACCESSORIES 


Telephone Nozzles, Duplex Re 
ceptacle Nozzles, Combintaion 
Abandon Plugs, Receptacles 

The 284-S Duplex Receptacle 
Nozzle comes with '/2 brass 
pipe extension or can be fur 
nished with 34” pipe 


LATROBE PRODUCTS 


NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGARS 
INSULATOR SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all principal Cities 


SOLD ONLY THROUGH 
WHOLESALERS 


MANUFACTURING 
COMPANY 
1209-1215 JEFFERSON ST. 
LATROBE, PENNSYLVANIA 


Toward Better Human Relations .. . 


Dear Sirs: 

One of the most terrible by-products of modern day business is the 
growing disregard for ordinary courtesies a human being has a right to 
expect. It has been my sad experience to witness the actual destruction 
of a man’s self-respect. This person could not escape a vicious verbal 
attack directed at him and economic circumstances prevented him from 
offering a man-to-man rebuttal. 

Chis incident occurred at an electrical wholesaler in full view of cus- 
tomers and employees. The recipient of the unwarranted, ill-mannered 
outburst was a manufacturer’s representative who is well known in our 
industry as a hard working, sincere individual. I will not go into details 
concerning the cause of this horrendous breach of human relations since 
the object of this statement is to point out the cruelties that are sometimes 
visited On men trying to earn a living. 

It is sufficient to say that no one has the right to subject another man 
to spiritual indignities just because the customer wields an economic 
weapon in the form of an order book. 

As I spoke to this salesman later and awkwardly attempted to cheer 
him up by rationalization and cliche, I knew I was failing and that his 
wound may never heal. It was then I decided to make some sort of public 
effort in behalf of my salesmen friends. This, then, is a credo at our 
company for tradesmen who call on us: 


1. Enter our establishment cheerfully because we are genuinely happy 
to see you. Your importance to the growth of our business is upper- 
most in our minds. 

We will never, consciously, keep you waiting an inordinate length 
of time. We know the frustration of “cooling your heels” for an 
hour simply to be told there was nothing for you. 

You are entitled to the same consideration and respect we show 
our friends. We, of course, expect the same. 

Should you ever detect the slightest hint of arrogance or abusiveness 
in our manner, you are authorized to administer a swift kick in 
the general direction of our brains, which at the time will probably 
be much further south than they normally are. 

Be prepared to accept one condition of doing business with us. You 
must listen to our jokes. You don’t have to laugh, of course, since 
we practice true democracy in our place. This is the only cruelty 
we inflict on salesmen. 

If your working day is made just a bit pleasanter by visiting us, 
and if this aura of good feeling is carried home to your family, 
who after all, are the sum and substance of your existence, then we 
at South Bay Electric Supply can feel “mission accomplished.” 


Respectfully yours, 


ALBERT BARON AND SAMUEL STAHLMAN 
PARTNERS 

SOUTH BAY ELECTRIC SUPPLY CO. 
PATCHOGUE, L.I., N.Y. 





FEATURED in “Today’s Home for Better Living” on display at East 64th St. and 


McMullen Dr., Brooklyn, N.Y., is an all-electric kitchen. Con Edison is host. 
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4 good reasonswhy the 


is everybody's choice ae 
/ / Soule LY Viel 


VENTILATING HOODS 


TRADE-WIND Division of Robbins & Myers, Inc., De pt. EW 
7755 Paramount Place, Pico Rivera Calis 
‘ ‘Sornia 
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SO EASY TO HANDLE 


WB DYNAPRENE PORTABLE CORD 


Smaller sizes are packed on spools in 
cartons... Larger sizes in coils, in 
knockout cartons . . . Easy to identify 
anywhere .. . Type, size and gage, 
clearly marked on jacket . . . Safe to 
recommend... Premium quality, long 
lasting, oil-resistant, neoprene jacket 
... ULL. approved. 


Cy 
WV 


NEW HAVEN 14, CONNECTICUT Telephone CHestnut 8-5515 TWX: NH 84 


Write for free Catalog 
PC-58 “Portable Cord 
and Cable” 


New 1961 LBE Program 
To Get New Approach 

NEW YORK The Live Better 
Electrically Program will get a new 
approach in 1961. The word “flame- 
less” will be the key word in this 
campaign. The main feature of the 
program will be a new copy platform 
for advertising which has _ been 
adopted and approved by the pro- 
gram’s planning committee and policy 
group. The platform states: 

e Be sharply competitive with 
other fuels. Do this by exploiting the 
exclusive benefits which stem from the 
fact that electricity is flameless 

e Persuade women that they will 
increase their stature as smart home- 
makers in the eyes of their husbands 
by using electric appliances. 

e Project a picture of all members 
of the family living better electrically. 

e Give prominent and consistent 
display value to the theme line, “You 
Live Better Electrically.” 

Ihe program has also adopted a 
“statement of policy.” It reads: “The 
objective of the LBE progrem is to 
sell more residential kwhr by featur- 
ing specific competitive equipment 
with the total electric living concept.” 


Manufacturer Announces 
Distributor Program 


NEW YORK—Marion Instrument 
Div. of Minneapolis-Honeywell Regu- 
lator Co. has announced an expan- 
sion of its sales activities through ap- 
pointment of a number of distribu- 
tors who will stock its panel meters 
and other products 

A company spokesman said _ the 
new distributor program is designed 
to provide new outlets for Marion 
products and the division will con- 
tinue to sell its instruments through 
manufacturer’s representatives. 


New York Distributor 
Wins Hotpoint Award 


CHICAGO — The Havens Electric 
Co., Albany, N.Y., reportedly the 
oldest Hotpoint independent distribu- 
tor, has been named national winner 
in a year-long distribution achieve- 
ment competition 

The “supremacy in distribution” 
trophy was presented to L. R. Perlee, 
Havens president, and Cliff Chisholm, 
sales manager, by William C. Wich- 
man, vice-president, General Electric 
Co., and general manager, Hotpoint 
Div., at a recent meeting in Florida. 
The award was based on dealer up- 
grading, liaison between distributor 
salesmen and dealers, and over-all 
merchandising, advertising and sales 
promotional plans 
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eeth into 
real profits 
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Pa 
a +3 
B ‘Sy 
BULL DOG assures you # 
solid profits because the & 
famousBULLDOGname *¥ 


gives you fast turnover. 
BULL DOG Tape delivers 


thoroughbred perform- i 
ance ... sticks tight and Tok 
stays tight. Provides per- Rats, 


fect electrical insulation. 

Dozens of other uses around shop and ai... ; ee 

home build repeat sales. Complete line as apie —~ ae Sold only 
in smart packages that keep stock Ota Te through verified 


fresh and new. wholesalers 





There's a BULL DOG TAPE for every purpose 
FRICTION ¢ RUBBER © PLASTIC 


Another quality product of 
BOSTON WOVEN HOSE & RUBBER COMPANY 


i={e}> ‘ re), DIV. OF AMERICAN BILTRITE RUBBER CO., INC. 


BOSTON 3, MASS. 
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Witte 


Skilled 
Hands 
Know the 


Difference... 


That's why Genuine 


Reiltaalb> 
WRENCHES 


Sell Fast 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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Wire and Cable Field 
Hears Good Copper News 


RYE, N.Y.—‘“Considering the im- 
balance between the world’s supply 
of copper and demand, the domestic 
price of 33 cents per lb for the red 
metal has been living on borrowed 
time,” according to Dr. Joseph Zim- 
merman, metals industry authority. 

This outlook was recently given to 
wire and cable company executives 
at the closing of their three-day an- 
nual session at the Westchester Coun- 
try Club in New York. It was spon- 
sored by the Wire and Cable Division 
of the National Electrical Manufac- 
turers Association 
e Prompt Copper—Dr. Zimmerman 
credited foreign consumers of copper 
with helping to maintain the favor 
able price, saying they have bought 
“prompt” copper heavily in the do- 
mestic market as insurance against a 
possible strike in Chile or against 
labor unrest in the Rhodesian or Bel- 
gian Congo copper belt 

“Had it not been for the recent 
large exportation of copper from the 
United States, the price here would 
probably have been lower by now,” 
Zimmerman stated 
e Crystalballing—Looking into the 
future, Zimmerman spotlights the fol- 
lowing developments to look out 
for: 

e This year’s world production 
gives every indication of running in 
excess of consumption—corrective 
measures have to be taken. 

e Outlook for world copper con- 
sumption for the balance of °60 looks 
promising. An increase of 10% in do- 
mestic consumption this year over 
last seems likely. 

“There is a lack of confidence in 
the market’s copper stability. It is 
up to the producers to restore that 
confidence” he maintains 


World Light Forum 
Set for N. Y. in 1961 


NEW YORK—tThe 3rd National 
Lighting Exposition and World Light- 
ing Forum has been set for March 
8th to 15th, 1961. Noted lighting ex- 
perts from America and all over the 
world will present their findings. 
There will also be exhibits, new 
product demonstrations and panel 
discussions. 

All facets of the lighting industry 
will be represented on a national and 
international scale, covering such 
classifications as home, office, factory, 
theatre, highway, airport, institution 
and recreational lighting. Attendance 
is by invitation only and is open to 
all who work in, with, and for, the 
lighting industry. 
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This is 
| NATIONAL 
ELECTRIC 
TWINDUCT 


... the most 
attractive 
high-low potential 
surface 


>. 
Gy 


| 


Neat, modern-looking ““Twinduct”’ Surface Raceway 
provides both high and low potential service under a 
single cover. Recessed, or surface-mounted ‘“Twin- 
duct”’ is the most attractive surface raceway for pro- 
viding complete electrical services in office buildings, 
apartments and other commercial buildings. 
‘“Twinduct” is not only attractive, but easy to 
install; offers large, unobstructed wiring areas; and 
has 4%” and 4%” knockouts and mounting holes on 


NATIONAL ELECTRIC DIVISION 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbest 
systems, motors, tans, blowers, specialty alloys paints, refractories, tools 
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15” centers. Wires are simply “‘laid in,” secured with 
twist-in steel bridges, and the cover screwed on—fast 


and easy installation. 


‘“Twinduct” is but one of a complete system of 
National Electric ‘“‘lay in” surface raceways which 
fit every electrical application involving loads from 
15 to 60 amps. For complete information, write to 


National Electric Division, H. K. Porter Company, 


Inc., Porter Building, Pittsburgh 19, Pa. 


H.K.PORTER COMPANY, INC. 


Ss textiles, high voltage electrical equipme 


forgings and pipe fittings, roll formings 





Lighting Fixture 
Business Marks Increase 


CHICAGO, ILI Sales of residen 
tial lighting fixtures in 1959 increased 


an estimated 17.9% over 1958, ac- 


fi’ “ cording to a survey taken by the 
TT American Home Lighting Institute, 
Gm ‘ Chicago, trade association of lighting 
a ‘ fixture manufacturers and _ distribu- 

tors. 


. [he institute reported that data sup- 
plied by its members indicates total 
sales volume in the industry of $90 
million in 1959 as against $76 million 
in 1958. The rise was attributed to an 
increase in the number of lighting fix- 
THE tures in the average home, and to in- 
creased housing starts during the year 

The institute’s manufacturing mem- 

| 4 @) hase CIRCUIT bers have predicted an increase of 

14.2% for 1960 
’ 


CURRENT 576 Million Kws Output 
Predicted In 1980 


NEW YORK—tThe electric utility 
industry in the United States will 
reach a total capability of 576 million 
kilowatts in 1980, three-and-a-half 
times the present 165 million  kilo- 
watts, it has been predicted by Allen 
S. King, president of the Edison Elec- 
tric Institute 

Forecasts for 1970 show that the 
electric industry will have a_ total 
capability of 305 million kilowatts 
and an annual production of 1481 
billion kilowatt-hours, King said 

By 1980, King added, “annual pro- 
duction will be 2,795 billion § kilo- 
watt-hours.” Electricity production 
reached a record 707 billion kilo- 
watt-hours in 1959 


The higher the short-circuit, the quicker Emerson, Day-Brite 
Amp-trap clears the fault and limits the May Join Forces 
current to safe levels, Remember interrupting ST. LOUIS. MO—Plans of two 
capacity is not protection without | St. Louis Manufacturer's, Emerson 
current limitation. Interrupts up to | Electric Mfg. Co.. and Day-Brite 
200,000 Amps. Symmetrical over the entire | Lighting Inc.. to join forces have been 
Ampere range. Stops short circuits short. given preliminary approval by their 
Anticipates and prevents destruction respective boards of directors (EW, 
before it can occur. Faster than any ordinary fuse. May °60, page 11) 





Use Amp-trap on all general power circuits, DC circuits, Networks, Under the agreement, both com- 
Entrance Switches, Busways, etc. Be safe, not sorry panies will retain their present iden- 

ask for, get and install Amp-trap. tity, management, personnel, products 

and plants. Day-Brite will become a 


There is one for every purpose. Write today. 
subsidiary of Emerson Electric 


°,, Ampirap o - Ytwake °C The Sunleh Emerson Electric has a_ current 
“ei THE CHASE-SHAWMUT co. sales total of about $105 million per 


906 MERRIMAC STREET - annum. About two-thirds of its busi- 
4 A WBURYPORT, MASSACHUSETTS ness are from its commercial sales, 


Suheidiery of 1-5-5 GGUS EREARER CO. principally fractional horsepower mo- 
tors, cooling and heating appliances 





© The Chase Shawmut Co. 19 
Ae <oiipigaa a for residential and commercial 


« f na ee oD 
Ly ‘RO ACT: eit a) > | purposes. 
ps —/ Ret LED Day-Brite sales in 1959 were $21.2 


Tri-onié) ~ td - C-0-T  TRIONET” ove OFT me million, according to a report 


Merewote 
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WATT FOR WATT, 
FLUORESCENTS PRODUCE 
TWICE AS MUCH LIGHT 
AS INCANDESCENTS 


About 7.5% of the electrical energy 
consumed by a typical 40 watt incan- 
descent lamp is produced as light. Ina 
typical 40 watt fluorescent lamp, the 
percentage is about 20.5. In both 
types, the remainder of the electrical 
energy is heat loss. 


HERE’S WHERE THE MONEY GOES 
WHEN YOU BUY LIGHT 


For the average industrial user, ap- 
proximately 10 cents of every dollar 
spent for light goes for lamps; approxi- 
mately 20 cents goes for maintenance 
labor; and about 70 cents goes for 
electric power. 


INSPECTIONS 
GUARD 


ch Ru b esr ner 
allie CHAMPION 
200. winner: LAMP 
THE WORK (> ‘)  Quatity 


i. 


OF ; ; \ Px 
CS . ; 2 “a Checks and counter 





A 200 watt incandescent lamp pro- -A ? / =i checks at each step of 
duces approximately 3800 lumens. J Sek \', ; production guard the quality and 
Two 100 watt incandescent lamps pro- LS uniformity of Champion lamps. Result: 
duce approximately 3400 lumens — you get all the light you pay for 
about 10% less light. when you use Champions. 


CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT « YOUR BEST BUY IN LAMPS 
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KLEIN 


preferred by linemen 
... electricians 


5207 BELT 
AND 5127 POCKET 


~-_—_— 


5140-K UTILITY POCKET / 
f 
' 


5118-PRS TOOL POCKET 


5249 TOOL BELT 


The name Klein on leather goods is 
known and preferred by linemen and 
Klein tool 
belts, safety straps, pouches and pockets 


electricians everywhere. 


represent the highest in quality, the saf- 
est in design and construction. 

In safety straps, Klein-Kord was the 
first specially woven fabric strap de- 
signed to permit the use of a tongue-type 
buckle without risk of slitting or rip- 
ping, even under severe strain. 

Now Nylon Klein-Kord safety straps 
are the newest Klein development offer- 
ing maximum safety with maximum flex- 
ibility. These are the only nylon straps 
designed to meet the tests given in 
Edison Electric Institute Report AP-2. 

Free Tool Guide 
Acopy of the new Klein Pocket 


Tool Guide will be sent on 
request. 


L Foreign Distributor: 
International Standard Electric Corp., N. Y. 


fe K LEIN:- Sons 


RMICK ROAD « 10 ILLINOIS 


' im 
TOTAL ELECTRIC HOME (left) fea- 
tures valance lighting in the living room 
(above), coffer lighting in the hallways 
and spots highlighting the fireplace. Note 
the appliance area with built-ins through 
dining room doors (upper left). 


Showcase Home 
Is Super-Electric 


Here's industrial wiring fused with residential 
techniques to provide ultimate electric living. 


HEN IT COMES to total elec- 

tric homes, the Gold Medallion 

Home newly completed in 
Plantsville, Conn., is surpassed by 
none. 

Features of _ this 
home—an unusual low-voltage wiring 
system, “Light for Living”, and heat 
pump heating and cooling—were dis- 
played to members of the electrical 
trade during a recent open house 
held by its owners, Mr. and Mrs. W. 
E. Parks 

The unique wiring and lighting con- 
trols in the home were supplied by 
the Starbuck Sprague Company and 
Suburban Supply Company of Water- 
bury, Conn. 

New wiring concept, which pro- 
vides the home with the advantages 
of industrial circuitry, features main 
lines carried in a steel raceway across 
the basement ceiling with branch cir- 
taken off in short BX runs, 
significantly reducing the number of 
“home runs” required. Each circuit 
is protected by a circuit breaker lJo- 
cated directly in the raceway, facili- 
tating breaker location and resetting 
in the event of interrupted service. 
Main circuit breaker protection is pro- 
vided at the panel location. Full 
Housepower is assured by a 200-amp 
single phase underground service en- 
trance. Low-voltage switching and 
complete installation of multi-outlet 


super electric 


cuits 


MAJOR CONTROL PANEL, fed by 
raceway with built-in circuit breakers for 
short run-offs, includes low-voltage junc- 
tion box, transformers, thermostat and 
“weather station.” 


systems, circuits and switches is also 
included. Throughout the home, base- 
board multi-outlet strips are used 
with receptacles located every 30 
inches. 

[his concept in house wiring elimi- 
nates a maze of service cables and 
provides wiring for placement of an 
unlimited number of electrical out- 
lets anywhere in the house. It is said 
to be the first adaptation of industrial 
wiring to residential use. 
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NOW YOUR CUSTOMERS CAN 


LEASE LIGHTING 
from dmithenaft 


and General Electric Credit Corporation 


Smitheraft LEASE-LIGHT” is a new nation-wide 
plan by which owners or tenants can lease Smith- 
craft fluorescent lighting equipment for old and 
new buildings. 


® Your customers will free capital to © They Lease-Light* from Smitheraft 
earn dividends while enjoying the through their Contractor and Smith- 
efficiencies of Lease-Light*. craft Distributor. They pay General 
Electric Credit Corp. 
They rent, or time-pay. for the 
entire lighting equipment including Lease-Light* rentals for reeom- 
installation cost, anywhere in the mended lighting levels for stores, 
United States or Canada. offices. factories and schools run as 
low as *4¢ per square foot per month. 
They lease for 5 years... deposit 
approximately 5 months rent... They choose from Smitheraft’s com- 
10 months if installation cost plete line of fluorescent fixtures or 
included. light- and sound-conditioned ceilings. 


You can generate more jobs in the moderniza- 
tion and re-lighting markets with the 
Smitheraft Lease-Light* Plan. It will increase 
demand for quality lighting equipment. For 
further information, call your Man from 
Smitheraft or write to 


as CORPORATION Se a 
- Aight - touditioning by Smithenaft —Awerita' hiaeat HLvorescen lighting 
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Profit-minded dealers stock SHURE-SET 


FOR FAST TURNOVER AND 
REPEAT BUSINESS 


Shure-Set hammer-in 


fastening Experience has proved Shure-Set’s 


too/ sel/s fast to appeal to a wide variety of craftsmen. 


CARPENTERS 
ELECTRICIANS 
PLUMBERS 


SHEET METAL 
MEN 


LATHERS AND 
FPLASTERERS 


The ‘‘secret of its success” lies in pin- 
point power concentration. ..a few 
hammer blows drive fasteners right 
through wood or thin metal into con- 
crete, without costly drilling! 


The tool (no cartridge required) is an 
amazing time and work-saver, while the 
special fasteners offer exceptional 
advantages over old-fashioned types, 
and assure repeat business. With this 
hammer-in tool and a selection of 
fasteners, you're set to sell and profit. 


DO-IT-YOURSELFERS Write for money-making plans now! 


Shure-Set’... another product of 


Ramset Fastening System 


OLIN © WINCHESTER-WESTERN DIVISION 


MATHIESON (J 286-F Winchester Ave. - New Haven 4, Conn 


Lighting features of the home in 
clude 

@ Under-cabinet, valance and cof 

fer lighting 
e Full-security lighting on all out 
sides of the home 

© Remote lighting control 

The variety of lighting applica- 
tions includes valance lighting in the 
living room with lamps in combina- 
tion of four and six-foot lengths com- 
plemented by spot lights which high- 
light the fireplace; coffer lighting in 
hallways; recessed and surface fix- 
tures; luminous ceilings in the bath- 
rooms; perimeter lighting in the 
kitchen; and terrace lighting 

Central heating and air condition- 
ing from a single thermostat in the 
home is provided by a heat pump 
connected with an automatic central 
temperature control system, called 
the “weather station’ Besides the 
comfort level maintained by the heat 
pump, the house is also equipped with 
supplementary electric baseboard 
heating with individual temperature 
control for use in the event of long 
terms of sub-freezing temperatures 

Appliances in the all electric kitch 
en emphasize built-in arrangements 
for the best space utilization 

Wired, lighted, heated and equip 
ped with electrical features for more 
efficient, enjoyable living, this super 
electric home sets the pace for com- 
plete electrical living in the present 
and for the future 





Electronics Market: 
$20 Billion by 1970? 


CHICAGO—C W LaPierre, vice 
president and group executive of Gen 
eral Electric, said that sales billed by 
the company’s four electronics divi- 
sions in 1959 for the first time totaled 
more than $1 billion. He called the 
area Of industrial electronics the fast- 
est growing phase of the business 

In pointing up the fact that elec 
tronics has achieved major stature as 
a U.S. industry, LaPierre said that 
there are 4,600 firms currently com 
peting in the electronics field. Total 
factory sales of electronics equipment 
have risen during the period 1949 to 
1959 from $1.8 billion a year to more 
than $9 billion 

“Despite this past record of prog- 
ress,” says LaPierre, electronics as 
an industry is still oriented towards 
the future. The past merely forms 
the base of what can be achieved in 
the vears ahead. The most reliable 
predictions at present indicate that by 
1970, the industry will realize annual 
sales of $20 billion. Time, however. 
may well make this guesstimate a too 
conservative estimate of the industry's 


potentialities 
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CONNECTION ~ that save time, cut costs, end material waste ...that's the Amplex 


Swivelite answer to the contractor’s biggest installation problem! 
Installations created through the versatility of the inter-connecting links in the Swivelite system are a sound 


and profitable way for you to insure your business growth. Connect your customers with Amplex; that’s a 
direct connection to profits through quality. 


amplex 


Write for free catalog 
Amplex Corporation 
214 Glen Cove Rd 


Carle Place, L. 1., N.Y 
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SOLIDE) 


PTC 
TRANSFORMERS 


LIQUID TYPES 


DRY TYPES 


PRECISION TRANSFORMER CORP. 


TRANSFORMERS 
QUIET « EFFICIENT 
DEPENDABLE 


ES 


...that give full Distributor 
Saies Support 


PTC Distributors are ONE SOURCE transformer 


suppliers .. . due to the complete line of small and 


large, dry and liquid type units available. 
Distributors find that PTC QUALITY assures 
steady customers ... and creates new ones. 
PTC Distributors will verify these sales assets: 


SERVICE I'1 stand 


jition r 
10 pu 


SERVICE | 


SERVICE 1"! 
¢ { I) tril 


SERVICE ii 
off pr j 
SERVICE PTC provid 


} 


SERVICE PTC has a reputa 
ling SPECIALTY trar 


irKat t | i fle cit 
Write for full information on PTC policy 
and on territorial openings 


2230 W. Lake St 
Re 


Chicago 12 


Trade Conclave 
For Washington 


WASHINGTON, D.¢ The 3rd 
Biennial Electrical Trade Conference 
and Exposition is scheduled to take 
place in Washington, D.C., February 
14, 15, 16, in 1961, according to a 
late report from the offices of William 
G. Hills, managing director of the 
Electrical Institute of Washington 

The 3-day event will also be spon- 
sored by the Electrical Manufacturers 
Representatives Association of Balti- 
more. Paul O. West, president, Dou- 
bleday-Hill Electric Co., Washington, 
will be general chairman of the con- 
ference and exposition which will take 
place at the Sheraton-Park Hotel. 

Exhibits will be limited primarily 
to industrial and equip- 
ment; controls, motors, motor drives, 
panel boards, commercial and 


electronic 


heavy 
industrial lighting, electric heat, safety 
devices and allied equipment. 

will be sched- 
a.m. to 12:00 
scheduled 


sessions 
11:00 


will be 


Conference 
each day, 

Luncheons 
each day 12:15 p.m. to 1:45 p.m. 
Exposition hours are 2:00 to 9:00 
p.m. All inquiries should be addressed 
to William G. Hills, managing di- 
rector, Electric Institute of Washing- 
Pepco Building, Washington 4, 


uled 
noon 


ton, 
DC. 


EEl Holds 28th 
Annual Convention 
ATLANTIC CITY, N. J The 


Edison Electric Institute is scheduled 
to hold its 28th annual convention in 
this New June 
6-8. 

The three-day will include 
five general The Edison 
Award, the electric power industry’s 
highest honor, will be presented for 
the second time at the convention. 
The award is presented annually to 
an electric utility company “for dis- 
tinguished contribution to the devel- 
opment of the electric light and power 
industry for the convenience of the 
public and the benefit of all.” 

One of the topics of discussion will 
be, “Electric Heat—The Big Market 
of the Sixties.” This address will be 
delivered by Thomas G. Ayers, vice 
president, Commonwealth Edison Co., 
Chicago, Ill. 


Jersey resort city on 
event 


Sessions. 


Locust Lighting Bought 
By Light and Power 
MEMPHIS—tThe Locust Lighting 
Co., St. Louis, has been bought by 
the Light and Power Utilities Corp. 
of Memphis. L&P will move into a 
new $600,000 plant at Olive Branch, 
Miss. this summer. 
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June, 


how many hours did you spend 
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explaining, not selling? 


Explaining steals selling time. Explaining why an unknown 
product might do the job. Explaining who makes it, explain- 
ing away the lack of vital features. 

Quality electrical products need no explaining. They offer 
features to sell. They're known in the trade, are aggressively 
advertised and promoted. You don’t explain—just sell your 
service, your abilities. And you profit through quality. 

The way you can profit is with Republic ELECTRUNITE" 
E.M.T., best known, best accepted brand in the business. 
Recognized for quality and ease of installation. You sell 
Republic E.M.T. on features: ‘“INCH-MARKS” for easy meas- 
uring, precise bending, material savings; “GuIDE-LINES”’ 
for bending in proper plane, avoiding “wows,” eliminating 
waste; “INSIDE-KNURLING” and SILVERSLICK" that makes 
wire-pulling up to 37% easier, wire-pushing easier, too. 

No price objection you can’t overcome. Ring up sales 


by showing how... 


Profit through quality. Stock and se// Republic ELECTRUNITE 
E.m.T. and Rigid Stee/ Conduit. You se// them, not explain them. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION © DEPT. C-9184 
215 EAST 131st STREET * CLEVELAND 8, OHIO 


I want to learn more about “INCH-MARKS"? Guipe-Lines’’®, 
INSIDE-KNURLING'®, and SILVERSLICK® the quality selling features 
of Republic ELECTRUNITE® E.M.1 
Name 
Firm 


Address 


City Zone 











FOR GREATER SALES IN ’60 FEATURE 


A MOST PROFITABLE LINE OF LIGHTING EQUIPMENT 


FOR INDOOR 
NEW/ SWIVEL SPARLITES OUTDOOR USE 














FOUR NEW 
SPARLITES CAST 

: ALUMINUM 
SEND FOR BASE 


YOUR SPECIAL , . 
SALES FOR | 
BULLETIN ‘ 
NOW 


SWIVELS 
360° HORIZONTAL 
180° VERTICAL 
HOLDS DESIRED 
POSITION 


ALUMINUM 
REFLECTORS 


THE COMPLETE QUALITY LINE OF LAMPHOLDERS & ACCESSORIES 


oe 
7 % CAST ALUMINUM M2); 
SPLICE BOXES jj } 
COVERS—FLANGES ” 
GROUND SPEARS 
AND TROUGHS 


A COMPLETE LINE OF WEATHERPROOF FLOOD AND 
SPOT LIGHTS, RLM INCANDESCENT AND FLUORS6CENT 
FIXTURES, ACCESSORIES AND FITTINGS 


HERE‘S WHY YOU SHOULD FEATURE OTHER MULTI 
DEPENDABLE LIGHTING EQUIPMENT TOO! 


All Multi lighting equipment compo Multi offers a complete line: RLM in 
nents are completely built, processed, candescent reflectors, vapor proof units 
and assembled in our own plant with ceiling fixtures, hospital room units, gym- 
the same precision, pride of workman nasium units, parking area lights flood 
ship, and efficiency of design that has lights, and RLM fluorescent fixtures. The 
insured user satisfaction for more than Multi line is designed to enable you to 
30 years supply every customer request with a 

complete variety of quality units and 

See the complete MULTI Line of Qual- they are nationally advertised so they 
ity Lighting Equipment in SWEETS or are easier to sell. Write for Complete 


send for free catalog today Catalog today 


ELECTRIC MFG. INC. 


& 4223 W. LAKE ST. CHICAGO 24 


SACRAMENTO 2-1900 














New Law Could Open 
Surplus Flood Gates 


CHICAGO—Current federal law 
prohibits importation or re-shipment 
of electronics equipment parts back 
into the United States unless the Sec- 
retary of Commerce determines that 
such importation would be beneficial 
to the economy of the country 

This law prevents the flooding of 
the U.S. market with surplus elec- 
tronics parts, equipment and other 
goods thereby. preventing serious eco 
nomic damage to distributors and 
manufacturers who would be vitally 
affected by such wholesale dumping 
from overseas 

Now, there’s a new law being con 
sidered. It would amend the present 
law to permit importation of surplus 
except in cases where the Secretary 
of Commerce says that it would be 
injurious to the U.S. economy. Ac- 
tually, the amendment is merely a 
negation of the present law. It would, 
if passed, permit all importation and 
dumping of surplus merchandise—un- 
less of course, the Secretary of Com 
merce in a specific instance deter- 
mines that the surplus material com 
ing back into the country is “injurious 
to the economy 

According to the Electronic Rep 
resentatives Association in Chicago 
such a determination by the Secre 
tary is considered impossible 


ee 


Recently an electronic computer 
during experiments in machine trans 
lation, was fed the followine sentence 
“The spirit is willing but the flesh is 
weak.” The purpose was to have the 
machine translate it into Russian. It 
did. It came hack (in Russian), “the 
liquor is still good but the meat has 


one had 


New York City has a subway sys 
tem with a fool-proof, anti-pilfering 
defense against commuters who have 
the bulb-snatching habit. It’s simple 
Subway light bulbs are screwed in 
counter-clock-wise Regular light 


bulbs go in clock-wise 


Engineering Scholarship 
Program Announced 


LOS ANGELES a program 
dedicated to assisting in the develop- 
ment of U.S. technical manpower,” is 
the title attributed to a recently an- 
nounced scholarship program of the 
Hertz Engineering Scholarship Found- 
ation. The foundation is a non-profit 
private institution devoted exclusively 
to the granting of engineering scholar- 
ships to students interested in electri 
cal, mechanical and allied engineering 


fields 
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COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 


i JUST SLIP IT ON 


Installation of the exclusive Blackhawk slip- 
fitter service entrance head is easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set screws. It’s that fast... 
that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 
slip-fitter service entrance head 


Pat. applied for 


Available in a full 
range of sizes from 
Y,"" through 4". 


Snap! It’s on to stay. Blackhawk Installed in seconds. Blackhawk 
snap strap has the exclusive one piece box support is in 
“hold bump.” Ribbed bracket serted all at once. Tabs are 
adds to the snap, provides rigid bent around wall edge and the 


contact support of the conduit. box support is ready to receive 
the switch box. After insertion 


Pat. applied for. of switch box, tabs are bent to 
inside, holding the box firmly 


Patent No. 2518912 





Specify B-| when you buy 


air BLACKHAWK INDUSTRIES 


y. [epestries Dubuque, lowa 
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200-AMPERE CAPACITY 


IN THIS SIZE 


Whether you're interested in service entrance equipment or a_ safety 
switch, you need look no farther than this newest Heinemann circuit 
breaker unit 

Far smaller than comparably-rated fused pull-outs, it carries a big 
200-ampere load—consistently, without any allowances for ambient 
temperature. De-rating—or any form of temperature Compensation—ts 
simply unnecessary. The breaker is magnetically actuated; there's not a 
thermal element to be found. You can put this equipment next to heat 
lines, or inside a snow bank; it will always carry full-rated current, always 
trip as specified 

And it’s easy to install. Wiring space is plentiful. So are knockouts 
(you can run-in conduit from any angle). Solderless screw-type connec- 
tors are another time-savel 

Rated at 120/240V AC, two- or three-wire service, this unit Is 
available with indoor or raintight, tamperproof outdoor enclosures. Either 
way, it costs less than what you are used to paying for fused equipment 
with 200-ampere capacity after de-rating. 


For full information send for Bulletin 1003 


HEINEMANN ELECTRIC COMPANY 
GQ RENTON 2, N. J. 


152 PLUM STREET 


Tired Wires 
Starting Fires 


BOSTON—According to estimates 
just reported by the National Fire 
Protection Association, “tired” elec- 
trical appliances and wiring are cost- 
ing the American public more than 
$38,300,000 a year—by fire. 

This is the loss in nearly 30,000 
fires caused each year by electrical 
equipment of all types which has 
simply died of old age—worn out in 
service. 

The position of front runner in 
electrical fire starting goes to the 
following list of equipment: from 
home refrigerators and __ industrial 
motors to house wiring and commer- 
cial building panel boards. These 
account for nearly 28% of all such 
fires 

Second place finds improper use of 
equipment causing 14,900 fires each 
year at a cost of $19,155,000. The 
equipment itself meets safety stand- 
ards—using a UL listed light extension 
cord where a_ heavy-duty cable is 
required, for example 

Another type _ of carelessness, 
labelled “accidental occurrence.” has 
started about 12,800 fires and dam- 
age of more than $16 million vearly 
This takes in fires caused by clothes 
coming in contact with lamps, drop- 
ping materials into electrical equip- 
ment and_ unintentionally left-on 
heated appliances 

The fourth factor in wire fires is 
equipment installation that does not 
conform to the National Electrical 
Code. This villain is responsible for 
11,700 fires. Monetarily speaking, it 
comes to more than $15 million a 
year 

According to NFPA, electrical fires, 
even though safety methods have been 
stressed and improved. rose from 
1954-1958. Electrical fires crackled 
up from an estimated 94,100 to 117, 
100 during the four year period 
Losses doubled annually, from $95 
million to $183 million 


Distributor Marks 
75th Anniversary 


HOLYOKE, Mass.—The 75th an 
niversary of the Roland T. Oakes Co 
of Holyoke and Oakes Electrical Sup- 
ply Co. was observed on Wednesday, 
May 18 

The anniversary observance was 
highlighted with a series of exhibits 
and a buffet supper at the firm’s Com- 
mercial St. offices. During the eve- 
ning there was a program for the 
men at the Holyoke War Memorial 
Building and a program for the 
women at the Commercial St. quarters 

(For full story see July issue.) 
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FOR OUTDOOR DUTY! 


Don’t let the styling of STONCO’s new ‘‘Award Series’’ fool 
you. These are outdoor bullets. Solid cast aluminum. Com- 
pletely weatherproof. ‘‘Air-conditioned’’ for cooler, cleaner 
operation. The only truly decorative floodlights designed spe 
cifically for any outdoor application 
A COMPLETE LINE FOR 75W-300W REFLECTOR LAMPS 
Single or cluster fixtures in 3 distinctive styles, wide range of 
finishes. For ceilings, walls, under eaves .. . all exteriors 
requiring a high-degree of architectural and color fidelity 
@ Your STONCO representative has the Award Series 

ask to see it. 
@ Write today for Award Series catalog: Section AW. 
@ See Sweet's Architectural file: 33a/ST. 


Awand Sonivs 


Epoxy-cured finishes stay factory-fresh through severest 
weather. Resist salt-spray, corrosives 

Degree-marked pre-aiming quadrant. 

Deep-gripping serrated teeth for locked-in focus. 
Full-circle vented ribs (pat. pend.) — pull a moving, cool 
ing air-stream up through the fixture and out 

Big internal heat-dissipating fins 

STONCO ‘‘Cushion-Seal'’—high-temperature live silicone 
rubber weathersea!. Protects in any fixture position, even 
face-up. 

Plenty of grip-space between lamp and shield. 


Lifetime cast aluminum — with that solid heft indoor 
units just don’t have. 


CLUSTER LIGHTS + POWER BEAMS + VAPORTIGHT 
BOXES and FITTINGS - EMERGENCY PORTABLES 


©STONCO ELECTRIC PRODUCTS CO. 
KENILWORTH, NEW JERSEY 








Fair Trade Legislation 
Ruled Unconstitutional 
MINNEAPOLIS— Minnesota's Su 


RAWLINSON ENDORSES TORK’s preme Court has declared the state's 


23 year-old fair trade law unconsti 


SELECTIVE DISTRIBUTION tutional. The decision leaves only 28 


states with working fair trade laws 
POLICY The court, in an unanimous opinion, 
called the law a “selective price-con 
trol act” which arbitrarily gives 
manufacturers the right to fix prices 
even without written agreements with 
retailers 
The legislature has no right, the 
court held, to pass a law which 
creates a climate in which monopo- 
lies may flourish rather then regulat 
ing or controlling monopoly power.” 


Five Distributors 
Get NAED Membership 
NEW YORK—Five full-functioning 


electrical wholesale distributors have 

been elected to membership in the 

National Association of Electrical Dis- 

tributors They are: Interstate Elec- 

tric Supply Co., 29 South 35th St., 

Council Bluffs, Iowa; C. S. Mersick 

Electric Supply Corp., 135 Orange 

Ave., West Haven, Conn; Splane 

by TORK | Electric Supply Co., 439 E. Columbia 

Sales Representative Paul Matthews. Providing local leads and national pro St., Detroit, Mich Osborne Elec 

motion are all part of TORK's backing for its selective distributors tric Supply Co., Inc., 835 W. Bo- 

nanza Rd., Las \ agas Nevada, and a 

“I'm all fe ribution” said Mr. Rawlinson, leading Dallas, branch house at 1114 South 2nd St., 

‘Towas. rical di or. “And”, he conti d, “I’m all for TORK’s Las Vegas; Richards Electric Supply 

j policy of ve distribution. It pays off for me.” | Co., 4620 Reading Road, Cincinnati, 
bs and I f rat hor and corre¢ li nships with legitimate | 29 Ohio 


4 + 


Percy Rawlinson (right) likes the inquiries ond sales leads given him 


distri rs al h ly way for a manufacturer to d iness. It’s 
made for ¢ relationship, in both investment and promotion, be- ‘ 
YE 1 aeeaieeen Wir ans GE Extends Line 

ample, when my salesmen promote the line, I know they're not wasting | Of Outdoor Lamps 
their time for we re protected by TORK 
Paul Matthe i: “TORK isn’t intere 
And, we work clo y with and for our di 
tributors, \ mi bid on TORK specs 
Leads and inquiries, developed by TOR 


promotion, are turned 01 to Rawlinson 


tween i] » al iputor, an 


CLEVELAND Extension of the 
line of outdoor fluorescent lamps to 
include four, six and eight-ft types has 
been announced by a spokesman of 


the company’s large lamp department 


K’ 


_ . r <cCe 
all our distributor Previously the outdoor! fluorescents 


“The TORK , were made in eight-ft lengths only 
. i HK line and selective a ribution 1 ruly a ront packapye , . . 
M R ‘iy ; , Lad , a TORK The new lamps are available in a 

WT. cawiinson conciuded re I ymipietel 3 I ne ‘ Line 
; ! 7 : k *bete | TSIO > 
makes for better customer service. We get the b it of TORK’s good jacketed and unjacketed versi n The 
profit line plus protection by the manufactu l ipport l-10" outdoor fluorescent (unjacket 
ed) is recommended for enclosed, 


by the manufacturer and we at Rawlinson wind up with an ut 
able combination as TORK’s stocking distributors.” single-lamp housings. The glass-jacket 
ed version (“T 10J”) is intended for 

open fixtures 
Initial peak lumen ratings for the 
unjacketed r-10” fluorescent are 


@ SELECTIVE DISTRIBUTION 5900 a In . the rig ft — 
pf imens le Ss It lamp; anc 
@ BETTER CUSTOMER SERVICE Sai tian te die cae 
3, umens in the eight-ft lamp 
@ WIDELY SPECIFIED 
@ TRUE COMPLETENESS OF LINE 


BELLWOOD, ILI Ihe common 
stock of Jefferson Electric Co. was 
admitted to trading on the Midwest 


me  ) rR ~< TIME CONTROLS, Inc. Stock Exchange on Monday, May 2 
MOUNT VERNON, NEW YORK lhe company has 497.043 shares out 
standing of 2,000,000 common shares 


In Canada: Dominion Electric Manufacturing Co. Ltd., Toronto authorized. 
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Jown Hunt : 


THE SUBURBAN 
Instead of knocking 
it chimes! 
Solid, polished 
brass knocker. 


THE UNIVERSAL 


Fits on door 
or door frame! 
Pushbutton face plate 
finished in gleaming brass. 


For each model 
this small chime 
box fastens to 
inside of door 
and sounds 

two harmonizing 
chime notes 
when actuated 
mechanically. 
Light ivory 
finish. 


Seuhhl 


} 
au. 


} \ 
' 
1 
} 


4 
| \\ 
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THE NEW YORKER 
With one-way 
mirror peephole! 
Permits resident to see 
caller without being seen. 
Polished brass or satin 


444 4T 
\ 
\ 





chrome face plate. 


\ 


e & 
AuthOtone Non-Electric Door Chimes 
adds glamour...cuts cost of homes and apartments 


Today’s builder of homes and apart- 
ments welcomes equipment which will 
reduce the cost of construction, and add 
to his ability to sell or rent faster...and 
at greater profit. AuthOtone Non- 
Electric Door Chimes do both! 


Available in three popular models 
AuthOtone Chimes fasten directly to 
the entrance doors of homes and apart- 
ments. They install in a few minutes 

and require no electricity, conduit, wire, 
transformers or batteries. Imagine the 


saving in labor and materials on a 
large home or apartment-building 
development! 

But that’s not all! AuthOtone Chimes 
glamorize the dwellings with ear- 
appealing chime tones and eye-appeal- 
ing appearance. They dress up the 
entrance door and even protect the 
resident (New Yorker Model). No 
woman can resist them! 

All AuthOtone Chimes are inexpensive, 
and ideal for the “do-it-yourself” home- 


owner. Installed in more than a million 
homes and apartments, they will last a 
lifetime. 


So...Chime in on a sound deal! An 
Auth representative will be delighted 
to tell you more about these profit- 
making products. 


Ask him, too, about Auth “LIFE”-size 
U.S. approved Apartment House Mail 
Boxes which do not tear large mail 


Auth Electric Company, Inc. 


LONG 


ISLAND CITY i, 


NEW YORK 


MANUFACTURERS OF APARTMENT HOUSE TELEPHONE SYSTEMS, MAIL BOXES, DOOR CHIMES AND BELL SYSTEMS 
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it's what's INSIDE 
dats) mi eet-1.4-1- me iel-les oe 


WT 


If you're critical about transformer performance, 


examine the construction of 


Acme Electric continuous duty, dry-type transformers. You'll like what you see; 
sturdily constructed, grain oriented steel laminations, form wound coils, which are 
rigidly braced to resist the shock of heavy current surges. Ample spacing of 
components in a design that invites air circulation. High quality, insulating 
materials more than adequately withstand temperature rise for the respective 
classes of construction. Our many years of constructing Class H_ insulation 


transformers can be of value to you. 


Compact, light weight, 
quiet! These are impor- 
tant features that have 
won the approval of 
plant engineers every 
where. Interior construc- 
tion causes automatic 
air-tlow cooling. 





WRITE 
FOR 
CATALOG 


ACME ELECTRIC CORPORATION 


676 Water Street 


Cuba, New York 


In Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. 
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News from NEMA 





Organize Wire and Cable 
Div.; New Men Appointed 


NEW YORK—At the wire and 
cable industry’s annual convention on 
April 25-27 in Rye, New York, Ver- 
non W. Heimberger, manager ot 
electrical sales, American Steel and 
Wire division, United States Steel 
Corp., has been elected the first chair- 
man of the newly organized Wire and 
Cable Div. of the National Electrical 
Manufacturers Assn. H. W. Clough, 
vice president, Belden Manufacturing 
Co., has been elected division vice 
chairman 
e Highly Significant—The conven- 
tion itself was reported to be sig- 
nificant in that it authorized these 
actions: dissolved the NEMA Wire 
and Cable Section of which David 
E. Allen, executive vice president, 
Anaconda Wire and Cable Co., was 
chairman, gave separate status to the 
former section’s six subdivisions, and 
brought them and the NEMA Arm- 
ored Cable Section together for the 
first time as a NEMA Div. The Wire 
and Cable Division is the eighth group- 
ing of the electrical manufacturers to 
be formed within NEMA as a key 
move in the association’s reorganiza- 
tion plan 
e New Sections—New sections which 
have emerged as a result of the for- 
mation of the latest NEMA Division 
are Magnet Wire; High Temperature 
Insulated Wire; Paper Power Cable; 
Rubber, Thermoplastic and Varnished 
Cable; Building Wire and Flexible 
Cords. These, along with the Arm- 
ored Cable Section, comprise the 
constituent sections of the Wire and 
Cable div. 

e Activities—-A feature of the con- 
vention program was the activities 
report. Highlights of the report show: 

e A proposal has been initiated for 
reduced rates on shipments of wire 
and cable to the West Coast. 

e The packaging committee pre- 
pared standards on returnable and 
non-returnable reels, on magnet wire 
packaging and on shipping pallets. 

e The tax committee provided in- 
formation to support tax legislation 
of importance to the wire and cable 
industry and prepared a recommended 
formula to assure that taxation by 
states of wire and cable products 
did not represent more than 100% of 
the value of such products in move- 
ments and/or warehousing opera- 
tions in connection with inter-state 
shipments and storage. 

Other NEMA wire and cable ap- 
pointments on page 157, “People in 
the News.” 
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DRILLS ITS OWN HOLE... 
CUTS LABOR COST IN HALF! 


= 2 = EE -ED 


Se/f-Drilling Type *‘A” Slotted 
Hex Washer Head Sheet Meta/ Screws 





Special Air Control Magnetized Drive 
Chuck fits easily into drill. SPEE-D Self- 
Drilling Screw fits snugly into Drive 
Chuck. Held firmly in place 

HEAT TREATED Press point of screw against sheet metal 
HIGH CARBON and compress drill trigger. Bites through 
STEEL CHUCK metal in seconds 











Air Control SPEE-D Self-Drilling Sheet Metal Screws 
offer you the biggest labor-saving, cost-cutting opportunity 
in years. They drill their own hole and fasten in one 


LOOK re mt 
TO ' . operation, “in seconds,’ completely eliminating hole 


punching or drilling. Makes your job easier, too 
The key to this revolutionary, new self-drilling operation is 
Control Air Control’s special Magnetized Drive Chuck which 
hoe holds the SPEE-D screw firmly in place 
QUALITY SPEE-D screws are made of special, heat-treated steel, and 
/ meet all A. S. A. standards for strength. They also feature a 


neat appearing slotted hex washer head and a sharp 
type ‘‘A”’ pinch point to assure positive starting 





Foro FREE copy of our illustrated bulletin 275-AC, clip this 
coupon to a postcard and mail to AIR CONTROL PRODUCTS, INC 
2260 Lee St., Coopersville, Michigan 


Available in three packs THE HANDY NAME 

PACK, one gross per box, 10 boxe ) 

10 cartons per ‘ie ing container 

ECONOMY PAC Pi 1000 screws per arton ADDRESS 
10 cartons per shipping containe THE 

BULK PAC K, 20,000 screws per shipping 
yntainer Air Control also offers g@ popular 

lime of the lowest cost sheet metal (tapping 

screws on the market 


LEIGH INDUSTRIES inc. 


Asheville, N. Carolina, anot ev bsidiar f Air ( ty roduct Sales, Engineering and Advertising Offices 
er Mich. West Coast Warehouse: Leig! justries (Cz rnia), | 649 S. Ande t A ‘ ali 1 


CITY 
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CHASE 
‘Tapes 
give 
ou 
full 
measure 
or 
your 


money! 


Guaranteed footage in every roll is 
just one of many advantages in your 
favor when you stock and sell Chase 
Friction, Rubber, Plastic, Neoprene 
and Butyl Tapes. Customers go for 
their high dielectric and tensile strength 
... lasting tack ... and easy 

handling properties. Make sure 

they can get them. Lay ina 


supply now! 


Chase & Sons Inc. 
26 Spruce Street 
North Quincy, Mass. 




















EEI Data: 


Release Electric Utility 
Statistics for 1959 
NEW YORK The Edison Electric 


Institute has released its annual report 
of “Electric Utility Industry Statistics 
in the United States for the year 
1959.” The report has nine sections 
and about 62 tables covering all fac 
tors of the electric power industry, 
including: energy sales, customers, 
revenues, operating data and ratios, 
financial, and economic 

During the year 1959, the data re 
veals that a total of 709,700 kilowat 
hours (expressed in millions) was the 
amount of electricity made available 
in the United States by the total elec 
tric utility industry The previous 
year, 1958, showed a reading of 645, 
098. This is an increase of 64,602 
millions of kwhrs. If other sources are 
added, such as generation of indus 
trial, mine, and railway electric power 
plants, then the total for the year 
1959 is 794,508 millions of kwhrs, an 
increase of 69,756 over 1958 totals 
of 724,752 million 

raking into consideration the gen 
eration in percent of total, of the total 
electric utility industry, by ownership 
and type of prime mover driving the 
generator, the data reveals that in 
1959, 76.7° was generated by inves 
tor-owned utilities, 0.6% by coopera 
tives and 22.7° by government- 
owned utilities 


Energy Sales 


Last year residential energy sales 
accounted tor 27.6° of the total per 
centage of sales. Rural sales account 
ed for 2.1% and commercial and in 
dustrial sales totaled 66.3% Other 
energy sales, including public authori 
ties, railroads, street and highway 
lighting and interdepartmental, total 


ed 4.0% 


Customers 


otal ultimate customers for the 
year 1959, according to the report, 
totaled 57,504,761. Of this number, 
48,968,412 were residential, 1,.660.- 


239 were rural, and commercial and 


industrial accounted for 6,680,953 
customers Total ultimate customers 
increased by 1,296,271 over the pre 
vious year’s total of 56,208,491 
Under average number of custo 
mers, the total ultimate customers for 
the entire electric utility industry for 
the United States amounted to 56, 
871,723. Regionally speaking, the to 
tals were as follows: New England, 
3.562.811; Middle Atlantic, 11,050,- 
616; East North Central, 11,624,338; 
West North Central, 5,125,239; South 
Atlantic, 7,667,797; East South Cen- 


> 774 


tral, 3,577,020; West South Central, 
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YOU SHOULD CONSIDER ANACONDA BUTYL (AB) CABLE— 


SPECIALIZED QUALITY CONTROL AND INSPECTION 


From the start: Raw-material suppliers are required to sub 
mit certified test reports. Then, tests and sampling at ou 
plant offer extra protec tion even betore produc tion begins 
To finish: Here's the final inspection line where the finishin: 
touches are applied and where every inch of cable is care 

fully inspected. Perhaps you already know that Anaconda 
test procedures are much above industry standards. But do 
you know that test voltages on Anaconda Butyl (AB) Cabl 


are 125° of industry standards—that minimum corona level 


is 150° of rated voltage to ground 


Quality control at Anaconda is more than mere testing 


manufacturing step 


and inspection. It is built into every 
| 


That s why you Can be sure your Anat onda ( able \ ill be ol 





high quality why vou re Anaconda Butyl (AB 
Cable is the finest rubber-insulated cable ou can buy 


CCOMOTIN promote Anaconda Buty] 


kon real long-range | 


AB) Cable to help protect your custome 
high-voltage ¢ thle. Send for Publication DM 5903: High 
Voltage Durashe ith Cable to Anaconda Wire & ( ible 


Co 25 Broady l Ne \\ i rh | N ) 


mvestment mn 


ASK THE MAN FROM 


ANACONDA 


ABOUT BUTYL (AB) HIGH-VOLTAGE CABLE 


KRALOY PVC RIGID CONDUIT 
before encasement in 
concrete slab. Its mirror- 
smooth interior walls 
make fishing easier 


CONTRACTORS REPORT INSTALLATION COSTS 
CUT 20% USING KRALOY PVC RIGID CONDUIT 
... 1st PVC Conduit with U/L Listing * 


Because of its extreme light weight and ease of handling, cutting and 
joining, the use of KRALOY pvc conpUIT allows appreciable savings over 
use of other conduit. Approximately 's the weight of steel, '2 that of 
aluminum, KRALOY’s many advantages make it the ideal conduit. 
KRALOY’S mirror-smooth interior walls make fishing easier, and it can 
be cut and joined with simple tools and solvent cement. For your 
customer’s complete satisfaction, remember that KRALOyY is rust-proof, 
pit-proof, non-magnetic, non-sparking, and won’t support combustion. 
Consider the dollars to be saved using U/L listed* KRALoy—its trouble- 
free characteristics—and you'll insist on KRALOY Pvc CoNDUIT for your 
next job. Send the coupon today for the full story on KRALoy—the only 
pvc conduit with u/L listing*! 


NOTE THESE WEIGHT COMPARISONS (LBS.) 


—_—___—_ —_— ++ ———+ 


Trade Size Y," _4 | 3" an 4 + | 6” 
15.0 63.0 | 131.0 187.0 


KRALOY PVC 326.0 


ALUMINUM 27.4 3 115.7 2 | 340.0 | 612.9 
STEEL 0 334.0 690.0 | 982.0 | 1334.0 | 1771.0 








Kraloy Plastic Pipe Co., Inc., Dept. EW-6 
402 West Central Avenue, Santa Ana, Calif 


' 
KRALOY PVC CON- 
| DUIT is sold only 
Gentlemen: Please send me your new Brochure on through wholesale 
Kratoy PVC Conpuir which gives complete information 
and installation directions hot 


electrical supply 
Name 


Address 


City Zone State 


*For direct under- 


NO CONDUIT REPLACES 6 RAI OY 


alk ‘ ground burial or 
PT te .- encased in concrete 


| 
| 





5,331,599; Mountain, 2,076,954; Pa- 
cific, 6,855,349 


Revenues 


Total revenues from ultimate cus- 
tomers, in thousands of dollars, for 
the past year amounted to $10,572,- 
652. Residential revenues reached 
$4,338,335, rural accumulated $274,- 
858 and commercial and industrial 
accounted for a total of $5,509,773. 
The rural total represents revenue 
from energy sales under distinctly 
rural rates and bears no relationship 
to farm electrification, the bulletin 
indicates 

Revenues in percent of total, for 
1959, for the industry were recorded 
as follows: residential, 41.0%: rural, 
2.6%; commercial and industrial. 
52.1; other public authorities, 2.0%: 
railroads, 0.5%: all other. 1.8%. 

Residential electricity and cost of 
living are listed in table 61, which 
gives an indication of the average 
cost per kwhr. The average revenue 
for all residential electricity, based on 
kwhr used, for 1959, amounted to 
2.5 cents, as compared to 2.53 cents 
for the previous year 


Semiconductor Products 
Experience Price Decline 


SAN FRANCISCO Increased 
competition and improved production 
methods are attributed for the decline 
in prices of semiconductor products. 

Company officials say that im- 
proved quality control, which means 
that manufacturers throw away fewer 
and fewer units as defective, is the 
main reason prices are coming down 
on a large variety of transistors, di- 
odes and rectifiers 
@ Supply and Demand—rThe law of 
supply and demand is also having an 
effect, electronics officials concede. 
More companies are entering the 
semiconductor business—one industry 
estimate places the total now at 90— 
while established firms are adding to 
their own productive capabilities. 


Plans Distribution 
Of Panel Lighting 


NEW YORK—Sylvania_ Electric 
Products, Inc., has reportedly initiated 
distribution of its electroluminescent 
panels, according to Fred Wolfe, pro- 
duct sales manager of the Panelescent 
Div. 

rhe lighting panels, in modules of 
18 x 18-in, will be made available to 
designers, architects and contractors, 
Wolfe said. The cost is estimated to 
be about $4.00 or $5.00 for an 18 
x 18-in module, in quantities of 100 
or more. 
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I’ve quit fiddling around 


and on the above items 


= 

~ 
ete: *»  There’s a way of eliminating expen 
sive paper work almost as easy a 
burning it. I discovered this after years of sweating 
out catalogs, salesmen, telegrams and phone calls. As 
you know everyone has a “deal.” But, it finally hit 
me that I wasn’t a bit ahead by scattering purchases 
instead of consolidating them 


Here’s a simple example. I used to buy wireholders, 
mast kits, Copperweld ground rods, and split bolt 
connectors each from a different supplier. Each pun 
chase involved handling a separate purchase order, 
separate receiving report, separate invoice, separate 
check. Here are sixteen pieces of paper not includ 
ing duplicates and triplicates 

When I found Porcelain Products Co 
only these but 124 other electrical supply items I 


carried not 
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tried consolidating purchase 
alone reduced paper handling to four pieces. Think 
alone, to say 


how this can add up in time saved 


nothing of handling and freight 

Well anyway, I’ve learned my lesson. In addition 
to the buy brackets, racks, 
grips and many other items from 


above, | house spools, 
wedge 
Porcelain Products Co 
since 1894 and have the quality and service to prove 
it. Write or call their nearest representative or the 
home office. They'll be happy to tell you the complete 
story of a long, high quality line 

You know Rome wasn’t built, but was burned in 
a day. Nero fiddled while... be that as it may, maybe 
today is the day you should start burning up paper 
significant savings 


( ley Ises, 


They've been in business 


work and start realizing some 


PORCELAIN PRODUCTS CO. 225 NORTH PATTERSON ST., CAREY, OHIO 
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with CF:1 Galvanized Steel Strand 


Creal Galvanized Steel Strand d a 


overhead ground wire safeguards your 
power cables all along the line. It take 
the punishment from lightning and shunt 
it harmlessly aside 

This kind of safety is inherent in every 
foot of CFa&al Galvanized Steel Strand 
The wire ts expertly drawn from selected 
stéels. After the wire is hot-dipped in zinc 
for extra weather resistance, it is stranded 


Ihe quality controls used in each manu 


lucturing operation assure 
lependable grounding wire 

For standard applications, CFal Gal 
vanized Steel Strand is made to ASTM 
specification A-363 in seven- and three 
wire constructions. For special applica 
tions CFa&l is equipped to manufacture 
strand to your own specifications 

For complete details and delivery 
schedules, contact your local CFal sales 


office 


GALVANIZED STEEL STRAND 


THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo « Billings * Boise 

Butte * Denver * El Paso * Farmington (N. M.) © Ft. Worth * Houston * Kansas City * Lincoln © Los Angeles 

Oakland * Oklahoma City * Phoenix * Portland * Pueblo © Salt Lake City * San Francisco * San Leandro 
Seattle * Spokane * Wichita 

In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta * Boston * Buffalo * Chicago * Detroit 


New Orleans * New York * Philadelphia 


CF&! OFFICE IN CANADA: Montreal 


CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver + Winnipeg 


CALENDAR OF EVENTS 





JUNE 


Edison Electric Institute 
Annual Convention 
Atlantic City, N. J 
June 6-8 


15th Annual Los 
Angeles Home Show 
Sports Arena 
Los Angeles, Calit 
June 16-26 


Material Handling Institute 
New England Show 
Commonwealth Armory 
Boston, Mass 
June 6-8 


American Institute of 

Electrical Engineers 
Summer General Meeting 
Chalfont-Haddon Hall 
Atlantic City, N.J 


{ 


June 19-24 


JULY 


New York State Association 
Of Electrical Contractors 
And Dealers 

61st Annual Convention 

Whiteface Inn 

| ake Placid, NLY 


July 3-8 


AUGUST 


National Association 

O. Electrical Distributors 
Eastern Region Meeting 
Meetings, Talks 
( laridge Hotel 
Atlantic City, N.J 
August 21-24 


Western Electronic 

Show & Convention 
Los Angeles Sports Arena 
Los Angeles, Calit 


92.9 
6 


August 23 
SEPTEMBER 


American Home Lighting 
Fixture Month 
September 1-30 


Production Engineer Show 
Navy Pier 
Chicago, Hl 
September 6-12 
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SANS SOUCI 


MUSICLOX Clock-chime with 
brass or chrome finish frame and re 
cessed clock face in white. Clock 
operates from chime transformer 


ilele} 


hime 


after 


MONTEREY - - 
with brass finish 
medallion. Volume 
transformer included, 


Midnight black cover 
trim and comet 
control and l6V 


Stock and Sell Visitune Chimes 
—the Value Line by Victor- 
Lusterline Backed By 


Transformers, Pushbuttons 


390,009,000 
“Waranty, 


wicTOR 4 
LUSTERUBE 
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eave 





' 
i 


Midni 
ern concave shield witt brass 


Ss and resonator tubes 


BRISTOL - - Brown crinkle finish 
cover, brass finish trim 


IT’S VISITUNE 
BY VICTOR-LUSTERLINE 


THAT GIVES YOU 
THE MOST TO SELL 


With Visi Chime: 


2 yf 
fit the f 
inne t 
he wverhead 
quality 
the famous 
miplaint free 
ind 
— fast-movil 
tested to 
= nationally-advertised to 4 
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ecihca 


Send for Free Catalog ( mpl te s} 
ind Bu 


Bells -ZeTS 
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LUSTERLINE 
Name 
Firm Name 
Addre s§ 


¢6 


City 





Your Nearest Distributor is 


YOUR BEST STOCKROOM 


Se ity iW ARRO E> 











By offering you complete stocks of Arro fastening and 
drilling devices, your industrial, wholesale hardware, and 
electrical supply house enables you to keep production up 
while keeping inventory costs down. 


THE EXWARROMS> LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 
~~ = > — ——e i eS nee, = 


( = 


icdaeation, 2 


i 


(* Niche 





ae i 


HOLD-IT EXPAN 


ens eh 


BLE EXPAN 


LAG SCREW 
ee LO 
WING TOGGLE BOLT | 


—_ 


ae CY i a8 « - Ee =? j ~4 ) 
_— a a TE PLUG AJOR TURNBUCKLE 


vLE BS 





Two 


———————— DISTRIBUTORS 
Penman GAD TO bee 
— This Advertisement Appears 

SILVER KING in Leading Publications Di- 
SELF DRILLING SHIELD rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT B, P. O. BOX 388, MARION, OHIO 


All-Electric Apartment 
House May Be U.S. First 


PHILADELPHIA—Plans have been 
announced for the construction of a 
13-story apartment house in Philadel- 
phia which when completed is ex- 
pected to be the largest all-electric 
apartment house in the United States 

The 132-unit, $3’ million apart- 
ment house will feature all-electric 
heat, cooling, lighting and appliances. 

Named the “Iroquois”, the unit may 
be the first multi-story, all-electric 
apartment house to be completed in 
the United States, according to of- 
ficials of the General Electric Co., 
which is supplying the electrical 
equipment and = appliances. They 
added that several other such apart- 
ment houses—each with less than 
100 units—are reported in the plan- 
ning stage. 

The ground breaking for the new 

all-electric structure is scheduled for 
July. It is estimated it will take 18 
months to complete but will probably 
be ready for occupancy in early 
1961. 
e Features Electric Heat—A main 
feature of the new structure is elec- 
tric heating. A prime advantage of 
electric heat is its safety, according 
to R. D. Graham, general manager 
of the electric resistance comfort 
heating section of GE. Graham said 
that electric heat is as “safe as an 
electric bulb” and _ eliminates the 
“possible hazards that come with 
pilot light and combustion.” 

He said, also, that with electric 
heat you have a “clean and whole- 
some atmosphere” because it “elimi- 
nates the need for ducts, registers, or 
fans that collect and distribute dust 
and ashes.” 

Commenting on the cost of electric 

heat, Graham said “while the costs 
of other common fuels have more 
than doubled in the past 10 years, 
average unit prices of electricity 
stayed the same or decreased in many 
areas.”” He added that “electric heat- 
ing systems are easy to maintain” and 
therefore serve “to reduce long-term 
costs.” 
e Electrifying—Each room in_ the 
“Iroquois” will have electric base- 
board heating and a built-in air con- 
ditioner, with thermostat temperature 
control. Also, each apartment will 
have an electric domestic water heat- 
er with thermostat control and an 
electric range, oven, refrigerator, 
garbage disposal unit and automatic 
dishwasher. 

Each apartment will consist of a 
bathroom, kitchen and _living-dining 
room. The two-bedroom apartments 
will have two bathrooms, one in the 
master bedroom and one in the hall. 
Each apartment will also have a 
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how good should 
power cable be 


... for long term stability ? 


Ir isn’t enough to meet or barely surpass specifications — not 
when it is possible to build maximum performance into power 
cable—as Circle does. Take, for example, the IPCEA-NEMA 
60 cycle water absorption test. 


Circlesheath® Type RR Power Cable Performance 

In the IPCEA-NEMA “Accelerated Water Absorption Tests,” Sec- 
tion 6.9, a sample of power cable is immersed in 50°C water for a 
period of 14 days during and after which time specific inductive 
capacity and stability factor are measured. 

Not only does Circle butyl-insulated power cable far surpass all 
minimum specifications after 14 days immersion—but continues 
to do so after one year and eight months of continuous immersion. 
And the test is still going on! 


Circle's school for production men means better 
products for wire and cable users. Here laborator 
technicians lecture on such subjects as extruding 
jues ptimum operating speeds, testing 


procedures, etc 
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Date of original immersion: September 1958 


Date of last test: April 1960 





CABLE DESCRIPTION: 
15KV, UNGROUNDED, SHIELDED 


CIRCLESHEATH ® 
CHANGE SIC 


PERFORMANCE 
STABILITY FACTOR 





700,000CM 4.3% 6% 





300,000CM 3.9% 5% 
300,000CM 3.6% 4% 




















IPCEA-NEMA Requirements: Change SIC 1 to 14 days: 5°% max. — stability factor after 14 days: 1°% max 


The manufacture of high-reliability power cable is no acci- 
dent. It requires expert knowledge of compounding techniques, 
absolute quality control—and production men who not only 
care enough... but know enough to produce the very best. 


@CIRCL 


RUBBER COVERED WIRE & CABLE + VARNISHED CAMBRIC CABLE + 
PLASTIC INSULATED CABLE » NEOPRENE SHEATHED CABLE + CIRTUBE* EMT 


WIRE & CABLE 


a subsidiary of 
Cerro ve Pasco Corporation 





A GOLD MINE... 


of information You Need! 


Stake your claim for $4.00 


Electrical Equipment Manual 


by J. F. McPartland and W. J. Novak 


Here's 4'2 years of the ‘'Salesmen’s Technical Notes’ presented in a new 
format in this 176 page 6’ by 9” hard cover book 

Everyday, easy-to-use data on 

Motor Controls 


Wiring Devices 


Lamps © Motors 
Wire and Cable 
Transformers 


Lighting Fixtures 


Air Conditioners Switches 


Relays 
Pole Line Equipment 


Capacitors 
Heaters P 
Protective Devices 


Switchboards & 
Panelboards 


Generators 
Raceways and 


® Sound Systems Busways 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION — 
with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


GIVE a copy to each of your salesmen, to customers! More than just a 


nice gesture, it's a big benefit in a small package, at a low cost 


GET this book for yourself! It will pay for itself a thousand times over with 
ready answers to all common questions about electrical products . making 


you more valuable to your customers, adding real punch to your selling. 


SELL this book over the counter! Just stack them up on your sales counters 
and watch the action. Order 50 or more at the quantity rate of $3.00 per copy 


Please send me copies of the sturdily-bound 


176-page book ‘Electrical Equipment Manual” at $4.00 


Electrical Wholesaling 
Dept. 270-059 

330 West 42nd St., 
New York 36, N. Y 


per copy ($3.00 per copy for orders of 50 or more) 
Enclosed is full poyment of $ 


PLEASE PRINT 
NAME 


ADDRESS 
CITY 


COMPANY NAME AND ADDRESS 


patio, 21 feet long and extending four 
feet, four inches from the building 
Decorating the front court will be 
a reflecting pool, about 50 feet 1m 
diameter. It will have a fountain and 
a waterfall brightened at night by 
concealed, multicolored lights. Drive- 
way to the underground garage will 
wind around the pool to a two-way 
ramp. An electric heating cable em- 
bedded in concrete at the entrance 
and exit ramps to the garage will 
keep them free of snow and ice 
The entrance to the main lobby 
will be framed in a_ floor-to-ceiling 
semi-circular glass enclosure 
e Planned Lighting—Each apartment 
will have planned lighting designed 
by residential lighting consultants of 
the Philadelphia Electric Co. Elec 
tricity will be supplied to the apart- 
ment house by the Philadelphia Elec- 
tric Co. through two underground 
cables in conduits encased in con- 
crete. The electrical system is designed 
to prevent total interruption in elec 


trical service 


Appliance Marketing 
Program Announced 


CHICAGO—The Sunbeam Corp 
has introduced a comprehensive mar- 
keting program, aimed at broadening 
the scope of its distributors’ and 
dealers’ portable electrical house- 
wares sales during the Spring selling 
season. The manufacturer states it is 
underwriting the cost of a coupon re- 
demption program at both dealer and 
distributor levels 

Under this program, a_participat- 
ing dealer gets $1.25 per unit off his 
distributor’s selling price when he 
purchases six frypans (except model 
FPST) or six T35 toasters, if he is 
listed in the firm’s ad or runs his own 
coupon ad Distributors receive a 
credit memo from Sunbeam to com- 
pletely cover the $1.25 price reduc- 
tion on each frypan sold under terms 
of this campaign 


Utility Rewires 
150,000 Apartment Units 


NEW YORK—A total of 150,000 
apartment dwellings in New York have 
been rewired since Consolidated Edi- 
son Co. of New York began its ade- 
quate wiring program six years ago, 
the utility reports. Starting out at a 
slow pace, the program has steadily 
picked up speed. For the first four 
years after the program began in 1954, 
only 1,000 apartment buildings were 
rewired. The second thousand took 
only 13 months. In the next seven 
months, the third thousand were done, 
and the last in five months. 
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MANUFACTURERS' EXPANSIONS 





St. Louis, Mo.—J. A. Weaver Co. has 
started construction on a new found- 
ry. The new building will be located 
immediately adjacent to the firm’s pre- 
sent plant at 2110 Howard St. It will 
contain in addition to production 
equipment, a complete laboratory for 
testing castings and for control of 
foundry sand. It will also house nec- 
essary foundry offices 


Milwaukee, Wis. Cutler-Hammer 
Inc. has opened branch sales offices 
in Peoria, Ill., San Diego, Calif., and 
Wichita, Kan. The opening of the new 
offices brings the U.S. total to 64 


Hopkinsville, Ky.— Moe Light Div. of 
Thomas Industries Inc. will undergo 
construction on two additions to its 
plant in Hopkinsville. The 56,000-sq 
ft additions are reportedly the first 
phase in a long-range expansion pro 
gram. The plant now contains more 
than 305,000 sq ft of floor space 





MORE NEW PRODUCTS 





Safety Switch 


Unit has redesigned padlock at- 
tachment 


NEMA 12 safety 
switch has redesigned padlock attach 
ment which will accommodate up to 
four padlocks, plus a cover padlock, 
maker says. Switch can be locked in 
ON position, if required, by punching 
out a small knockout. e Square D 
Co., Lexington, Ky. 


New heavy-duty 


Push Button Enclosures 
New type made of soft-rubber 


New No. 4000 series soft rubber 
pendant-type enclosures said to be 
oil-proof, moisture and oil tight, im 
pervious to oil, grease and most chem- 
icals. All-rubber construction makes 
it shock absorbing, and vibration free, 
maker says. Available in 9 models of 
bright yellow color for safety. e Dan- 
iel Woodhead Co., Chicago, 6, Ill. 


Housings 
Suitable for control use 


Housings will not rust, are non-mag- 
netic, non-sparking, and are light in 
weight, maker says. Flanged surfaces 
are ground flat to 0.0015-in, and do 
not utilize gaskets. Recommended for 
equipment starters, relays, splices and 
permanent terminal panels. Available 
in various sizes up to 24x24x8-in 
e Adalet Mfg. Co., Cleveland, Ohio. 


June, 1960—ELECTRICAL WHOLESALING 


20-AMP 
“U"-GROUND DEVICES 


Section 220-3 (b) of the 1959 


National Electrica! Code states 


“For the small appliance load in 

kitchen, laundry, pantry, dining room and 
breakfast room of dwelling occupancies, 
(1) 2 or more 20-ampere branch circuits 

in addition to the branch circuits 

specified in paragraph 220-3 (a) shall be 

provided for all receptacle outlets (other 
than outlets for clocks) in these rooms, and 
uch circuits shall have no other outlets 


Designed to provide full compliance with the revised Code, Circle 
F’s new No. 2532 does much more! It becomes a “universal” outlet! 
It accommodates appliances, heavy-duty portable tools, business 
machines, etc., having substantial energy requirements, where the 
new 20 A.-125 V. plug cap (No. 2528) is necessary. It also accom- 
modates 15 A.-125 V. 3 wire U-ground and standard parallel blade 
caps. One outlet for all! Circle F’s quality is tops and the price is 
right. Contact your Circle F representative for complete details, 


CIR - 
tient, ig Fy 


Pir 


TRENTON 4, NEW 
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JERSEY 





..-FOR FAST, LOW COST 
DRILL-ANCHORING INTO 
ANY MASONRY MATERIAL 


STANDARD 
THREADS 


MILLED SLOTS 
FOR EXPANSION 


SHARP EDGES 
BOOST HOLDING 
POWER 


"SHARP EDGES 
BROACH-IN 
DRILLING 


\ ote at nde et cama Gao 


SHARP 
(HARDENED) 
DRILLING TEETH 
CUT FAST AND 
CLEAN 


a 


LU cri. 
DRILLING 


ANCHORS 


3 NEW IMPROVED TYPES FOR HAND 
AND POWER INSTALLATION: 

* “FLUSH” (hand) — '/4” to 34” 

* “SNAP-OFF” (power) — '/4” to 7/9” 

* “TIE-WIRE"” (power) — 7/32” Dia. hole 


Specially designed teeth . . expander 
plugs (case hardened and zinc 
Fast drilling — tremendous holding power! 


plated). 


WRITE FOR NEW “‘Hi'’ CATALOG 
OF FASTENING DEVICES 


oo 


FIRM 





ee 


STATE nn 





CITY 


H HOLUB INDUSTRIES, Inc. 


450ELM STREET © SYCAMORE @ ILL. 





MARKETING AIDS 





Tapping Tool Profits 


Job-profit tooling program presents new approach to 
tool selling for better profits, bigger volume. 


NEW SYSTEM for selling up 
tools is explained in a 26-page 
marketing aid with outlines of 
sales ideas, plans, aids and sales train 
ing. Introduced by the Greenlee Tool 
Co., Rockford, Ill, the program is 
designed to help the customer under- 
stand his tool needs and the profit 
possibilities in tool modernization. For 
the distributor, the system is said to 
mean bigger volume, one-source buy 
ing and more complete promotional 
support 
The company has launched the 
job-profit program in trade 
magazines with advertise 
ments, to be continued each month, 


tooling 


two-page 


which present trade tips to the con- 
tractor through case histories of sav 
using 


ings made on various jobs 


Greenlee tools. The tool selling cam- 
paign boosts the effects of advertising 
with free, regularly 
mailings to major contractors in the 
distributor’s area with suggestions to 
the distributor for analyzing key con- 
tractors and methods for sales follow- 
publicity and technical 
advertising 


scheduled direct 


up. Product 
complement the 
and direct mailings 


articles 


al. af. 
“~~ “~ 


Blackhawk Industries, Dubuque, 
Iowa—has announced that the com- 
pany’s new display board is available 
to distributors. The board, which is 
18-in x 24-in, has been designed to 
display electrical fittings. Identifica- 
tion of each fitting by catalog num- 
ber makes it easier for the contractor 
to complete his order, manufacturer 
claims. According to a Blackhawk 
spokesman, the display board will be 
given free to any Blackhawk custom- 
er placing a net order of $300 or 
more composed of at least 10 dif- 
ferent Blackhawk items 

Allen-Stevens Conduit Fittings 
Corp., Woodside, N.Y. — announces 
the development of new unit packag- 
ing designed to improve handling and 
featuring full-open top for easier ac- 
cessibility, illustrated labels for better 
identification, and extra-strength board 
for more efficient stacking. 





—— 
GREENLEE 
=Z_ Account Analysis 
go tel Master Work Sheet 
PROGRAM 











pm en ce, 
—=_ 
GREENLEE 
=_ 
JOB PROFIT 
TOOLING 
PROGRAM 


Key Contractor 
Analysis 











[he program also features sales 
training for the distributor’s salesmen 
by factory-trained representatives who 
offer demonstrations and instructions 
on all tools along with personal help 


on sales calls 


AP 
ll Yd 


Allis-Chalmers Mfg. Co., Mil- 
waukee, Wis.—has made available to 
its motor distributors a promotion 
package in the form of a large simu- 
lated wallet containing advertising and 
selling aids. Included inside the bill- 
fold is a simulated dollar bill which 
makes reference on both sides to pro- 
motion aids available, such as direct 
mailings, ad reprints, product photo- 
graphs and advertising cuts. All aids, 
in any quantity and with individual 
imprints, are furnished without charge, 
according to a company announce- 
ment. 


Distributor Briefs ... 
SEATTLE, Wash.—Stusser Electric 


Co. has reportedly purchased an en- 
tire block in Seattle for a develop- 
ment which will cost approximately 
$300,000. The first unit will be a 
30,000-sq ft warehouse building which 
will include 5,000-sq ft of office space, 
according to a report. 
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PEOPLE IN THE NEWS 





Lawrence G. Maechtlen 


Lawrence G. Maechtlen has been 
elected president of the Square D 
Co., Detroit, Mich. Maechtlen, who 
is 56, has been associated with the 
company for 34 years. In 1951, he 
was elected a vice president and di- 
rector while continuing to head the 
western operations. He was_ trans- 
ferred to corporate offices in Detroit 
as first vice president in 1957, and 
was named to the newly-created 
post of executive vice president in 
October, 1958. He succeeds Gordon 
Patterson who has resigned the post 
of president 


Nathan A. Toalson, formerly execu- 
tive vice president of A. B. Chance 
Co., Centralia, Mo., has been elected 
president of the company to succeed 
F. Gano Chance, who will continue 
as senior officer and chairman of the 
board and executive committee. Other 
elections within the company include 
C. C. Hough as vice president and 
treasurer; L. C. Hansen as vice presi- 
dent and general manager of the 
Chance Division; G. M. Daly as sales 
manager; J. M. Arndt as vice presi 
dent of industrial and public relations 
and Charles Rootes as controller 


Adolph Frankel, formerly national 
accounts representative for the West- 
inghouse Lamp Div., Westinghouse 
Electric Corp., has been appointed 
Chicago district sales manager for the 
division. 


Robert W. Trench has been ap- 
pointed Western Manager for Virden 
Lighting Div., John C. Virden Co., 
Cleveland, Ohio. Donald Becker suc- 
ceeds him as assistant sales manage 
of the division 


Octave Blake, Haim Beyer and 
John T. Romano have been elected 
directors of Federal Pacific Electric 
Co., Newark, N.J. Blake is president 
and Beyer, executive vice president, 
of Cornell-Dubilier Electric Corp 
Romano is vice president of Federal 
Pacific, in charge of the Eastern man- 
ufacturing division. 
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NOW! Thermostats Factory-Direct! 


Buy Mono-Gram line-voltage electric heat thermostats direct from 
manufacturer. Top quality controls are competitively priced, guaranteed 


18 months, warranteed 25 years. Get extra profit. No O.E.M. COMPETI- 


TION! Write today for prices and descriptive literature. 


M@ FREE THERMOSTAT to distributors now selling or 
interested in selling line-voltage controls. WRITE FOR 
YOURS TODAY! 


C.E. ARMSTRONG COV cisssione, orcaon 


No. 707 
Snap-On 
Fixture 


Clip 


@ No. 100 Romex 
Connector 
for ‘2 KO 
@ No. 200 Ser- 
vice Entrance 
and Range 
Connector 
for % KO 
Contractors say, ‘‘Tomic Cable, Tap-On, Twist-In 
and Snap-On fittings are the strongest, neatest 
easiest-to-install fittings we have ever used! 
Try them! Judge them yourself. On 
sale at better jobbers everywhere 


No. 400 Stripper 
with Pistol Grip 


for non-meta 


B 
YY, sheathed 2- and 3-wire 
Ad 


cables 


—~—e/ 


Twist-In Flexible 
Stee! Conduit 
Connectors 
No. 300— % 

. No. 301—'; 

@ No. 310-14" @ No. 311—% @ (No, 10% No. 302—% 


@ No. 312-1 @ No, 11—% 
Ce ee 


TOMIC SALES & ENGINEERING CO. 
ORIGINATORS and Manufacturers of Famous TAP-ON and TWIST-IN Fittings 
20000 SHERWOOD AVE. ¢« DETROIT 34, MICHIGAN 


Thinwall Connectors 


Tap-On Thinwall Couplings 








V. W. Heimberger, manager of 
electrical sales, American Steel and 
Wire Div., U. S. Steel Corp., has been 
elected chairman of the newly or- 
ganized Wire and Cable Division of 


Paine’s New Heavy-Duty the National Electrical Manufactur- 


ers Association. H. W. Clough, vice 
SENIOR BEAM CLAMP pres., Belden Mfg. Co., has been 
elected vice chairman. Others on the 

board of the new division include 
Assures the fastest, easiest, D. E. Allen, exec. vice pres., Ana- 
most dependable universal sup- conda Wire and Cable Co.; H. B. 
ee : Bassett, pres.. Acme Wire Co.; H. T. 

port for heavy piping, conduits, Brinton, pres., Phelps Dodge Copper 
Products Corp.; J. R. Cook, pres., 
Warren Wire Co.; J. A. Drain, vice 
pres., National Electric Div., H. K 
Porter Co., Inc.; H. W. B. Farr, vice 


hanger rods, etc. 


Designed for faultless, heavy-duty, Keeps conduit runs straight and 
flush-mounted fastening onto ceil- even. 
ing channel, web joists, “I’’ beams, pres., Plastic Wire & Cable Corp.; 
etc Features a case-hardened, hexagon- A. D. R. Fraser, pres., Rome Cable 
Also proves reliable when used as headed, slotted, cup-pointed screw. Corp.; C. W. Higbee, ass’t. gen. mgr., 
insulator’s support ; Flec ’ ; ; as 
Mates ideally with any Paine con- Slotted screw head makes installa- ectrical Conductor Div., Kaiser 
duit clamp tion faster, easier. Aluminum & Chemical Corp.; B. F. 
Isley, gen. mgr., General Electric 


Provides a hidden method of holding ; , 
conduits, pipes, cable above false Results in time-savings, reduced Co.; R. S. Keefer, pres., Okonite Co., 


eilings. costs. 
ceilings os subsidiary of Kennecott Copper 


Contact your nearest Paine representative for free samples. Also Corp.: J. R. MacDonald, pres., Gen- 
ask for Peine’s New Junior Beam Clamp and New Liberty Conduit M : 
eral Cable Corp.; C. S. Menger, exec 


Clamp 
vice pres., Triangle Conduit & Cable 


the best craftsmen always take Co., Inc.; R. C. Moeller, Jr., pres.. 


4 ' Collyer Insulated Wire Co Everett 
7 ae 
IR . j ety Morss, pres., Simplex Wire & Cable 











f 7 y A Co.; E. L. Robinson, vice pres., Cres 


cent Insulated Wire & Cable Co.: 
THE PAINE COMPANY 85-S Westgate Road, Addison, Illinois W. J. Shea, vice chairman of the 
board, Paranite Wire & Cable Div., 
Essex Wire Corp.; and J. E. Sullivan, 
low voltage New low Voltage gen. mgr Amphenol-Borg — Elec- 
NOW ... more complete than ever —— tronics 
‘ BELLS & BUZZERS ff LARGE VIBRATING 
' 6 to 10 Volts AC (Transformer BELLS (GONGS) 


3 to G Volts DC (Batteries) 























8 to 10 Volts AC ( Transtormer 
J to 6 Volts OC «Batteries 


c 
a 


tt 
va) 


No. 176 6 oh 
No. 178 8 W. B. Whaley 


No. 180 10 


a Whaley has been appointed 


treasurer of the Graybar Electric Co 


New Underdome Inc. He succeeds | I Gibson, who 
. | Vibrating Bells ; oo ee 


he following appointments have been 

\ ‘ (Gongs) OL. Approves made by Graybar Electric Co., Inc.: 

the Trine line } | R.C. Dunn as manager, outside con- 
of electric |} struction sales; and R. B. Buffington 


as Manager, power apparatus sales, al 


BELLS * : | Graybar’s national headquarters in 
BUZZERS \a o4V AL | New York City; L. C. Owen, Jr. as 


district financial manager, pacific dis 


GONGS . = trict: H. V. Bell as district financial 


A. = manager, southwestern district 


Write for brochure and price list 
24V AC Fdward T. Stanton has been ap 


Trine Manufacturing Corporation, to, 18 177 


; New Y No. 174 tally pointed service and _ tratlic manager 
1430 Ferris Place. New York 61, N.Y 4’ Bell Enclosed Bell | of the Badewards Co.. Inc. 


ELECTRICAL WHOLESALING—June, 1960 








TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 





NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry's Standard 


Completely unbreakable Elec- 
irix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales .. . makes Electrix the most 


outstanding line in its field. 


Why not sell the best . . . espe- 
cially when profits come bigger 


and easier. Sell Electrix Vinyl 


U) 


APPROVED 


Electrix 


CORPORATION 


Cube Taps. 


Ashton * Rhode Island 
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Donald R. MacLeod has _ been 
named director of industrial relations 
for Appleton Electric Co., Chicago, 
Ill. Martin J. Lynch has been elected 
assistant treasurer of the company 


Joseph C. Fiege has been appointed 
manager of the Albany, N.Y., district 
office, Weston Instruments Div., Day- 
strom, Inc., Murray Hill, N.J. A. R. 
Walthers has been named _ Buffalo, 
N.Y., district manager 


G. Barron Mallory has been elected 
president of P. R. Mallory & Co., 
Inc., Indianapolis, Ind., to succeed 
J. E. Cain, who has been elected 
board of directors co-chairman and 
executive committee chairman 


J. L. Vincent has been elected sec- 
retary and treasurer of Anaconda 
Wire & Cable Co., subsidiary of The 
Anaconda Co., to succeed A. E. Past, 
who has retired 


Ernest Thompson has been named 
manager of the new Phoenix, Ariz., 
district sales office of I-T-E Circuit 
Breaker Co., Philadelphia, Pa. J. A. 
Lueckert has been named manager 
of the Syracuse, N.Y., district sales 


office, succeeding Thompson 


William S. Smith and Kenneth T. 
McEntire have been appointed re- 
gional electric utility sales managers 
in the new marketing organization of 
the Meter Dept., General Electric Co., 
Somersworth, N.H. Succeeding Smith 
as manager of resale operation is 
James N. Thompson. 


Ercell B. Harrison, who retains po 
sition of sales manager, has been ap 
pointed general manager of Peerless 
Electrical Products, Div. of Altec 
Lansing Corp., Anaheim,  Calit 
James M. Farrell has been named 
plant manager of the division 


C. B. Jaggers has been appointed 
manager of the Pittsburgh district, 
National Electric Div., H. K. Porter 
Co., Inc., Pittsburgh, Pa. D. J. Ander- 
son has been appointed manager of 
the division’s new Baltimore branch 


W. Niver Wynkoop, president of 
the First Trust and Deposit Co., Syra- 
cuse, N.Y 
tor of Crouse-Hinds Co., Syracuse, 
N.Y. He succeeds the late Albert B. 
Merrill. 


. has been elected a direc- 


Robert L. Chandler has been ap- 
pointed president of Keystone Mfg. 
Co., Warren, Mich., now owned by 
Avis Industrial Corp. Chandler was 
formerly associated with Square D 
Co. as manager of their Madison 
Heights, Mich., plant 
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Make installations fast, 


built 


to last with 


Ms W 


SERVICE ENTRANCE 


MAST Kins 


Now 
mast install 


the M&W 


ments for 1144”, 


pipe strap 


you can have exactly the 


right fittings for any 


ation...quickly at lower cost. Just select 
Mast Kit to fit your needs 
114”, 2” or 214” sizes, split-clamp or 


conduit support, make 


Varied assort- 


for you to 


It Casy 


pick the one kit that best suits your requirements. Best 
of all, M&W Kits cost less than individual fittings. 


Kits include al! necessary parts for mast installation as 


illustrated, except conduit 


Fittings available separately. 


New Catalog 59 gives details and prices on complete 


line of elect 


rical fittings. Write for your copy today 


The M. &W. ELECTRIC MFG. CO., Inc. 


ee a 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
To 
1200 
AMPERES 





its 





+, 


24%." x 2%" 

| GF 

6” x 6” 

a. Ut 8” 
IN 

1 To S FooT 

LENGTHS 


WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 











VANTIN 


SforaictS 


ALESTINE, OHIO 


SERVICE EQUIPMENT 
A Fusible Device for Every Need 


DRYER —- RANGE — WATER HEATER 
HEATING PANELS — AIR CONDITIONERS 





{ 
30 


TO | ay 
200 


AMPERES 











= 

Sz 

S, 

uve serren SS 
S 


SINGLE — 
DOUBLE POLE 
AND 
SWITCHING 
NEUTRAL 
15 to 50 Amps. 

THERMAL 
MAGNETIC 


QUICK 
MAKE & BREAK 
‘“*E-Z-RED”’ 
CIRCUIT BREAKERS 


INTERCHANGEABLE 
NON-INTERCHANGEABLE 


SWORTH Clecleie 











La Co On @) 








| The Greatest Single Source for Clamps and ees 


NEW LITERATURE 





Motors — Selection, application and 
buying guide for GE’s Tri-Clad °55 
motors, single- and three-phase, from 
%4 to 150-hp are explained in a 14- 
two-color, illustrated booklet 
Write for bulletin No 
General Electric Cu 
N.Y 


page, 
just released 
GEC-1049, 
Schenectady >. 


Outlets—A new folder issued by The 
Wiremold Co., Hartford, Conn. tells 
how to plan for residential electrical 
outlets and includes a comprehensive 
list of portable appliances. Titled 
‘Housepower Use-Planner,” it pro- 
vides layouts for locating furniture and 
outlets for appliances 

Cable Catalog No. WC-859, con- 
tains 52-pages of descriptive material 
on wire and cable, including power 
cables (up to 5-kKv), control 
sireet lighting cable, portable power 
cables and other Available 
from Walker Brothers, Wire and Ca- 
ble Div., Conshohocken, Pa 


cables, 


types 


Lighting——A full-color cata- 
log by the Moe Light Div. of Thomas 
Louisville, Ky. de- 
scribing the company’s line of residen- 


tial lighting 


66-page 
Industries Inc 


fixtures has been issued 


THEY STAY ON 

All VICTOR “MAGIC* CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 


feature 


Contractors everywhere are =" ™ U 
switching to VICTOR. Cashin % 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to yOUl gp Sl cecay 
line Eos 
VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 








_—* h . | fA 
Write for the new a f 


Victor Strap Catalog | oe 
v ——— 


Lists over 600 ttems 
| eae 
=~ : 


to fasten Wire, Cable 
| 
CWictor, sreciatries, inc. 


Tubing and Conduit 
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Materials Handling—New _ booklet 
contains 100 suggestions for saving 
money in packing, shipping and ware- IS WIRE PULLING . 

housing operations, includes a cate- SLOWING UP 
gory on general administration and is 
available from Manpower, Inc., Mil- , s YOUR JOB...? 
waukee, Wis. , 





XSRIEEXCE IEEE = 


Outdoor Fixtures—Eight page catalog 
describes and illustrates array of 


aluminum outdoor lighting fixtures : » > 


available from Moldcast Mfg. Co., 

Newark, N. J. Included are bullets, - ALBANY RBR 
swivels, enclosed louvres, wiring 
boxes, canopy plates, installations, WIRE Pp U L LING CoO M POU ND 


and specifications. 


pulls covered wires and non-metallic cables . . . 
Markers, Signs—North Shore Name- 


plate Div., Anodyne, Inc., Bayside, FASTER and EASIER! 


N. Y., has issued 24-page catalog pro- 
viding information on pipe markers, 
electrical markers, numerals, letters, 
safety and identification signs. Colors, A e@ Will not affect coatings. 
printing styles, sizes, combinations and 
applications are illustrated and de- 
scribed. 


@ Excellent for non-metallic cable 
. Non-evaporating. 


@ Needs no mixing . . . will not 
separate or harden. 


@ Light, clean to use, easily washed 

Motors—New 16-page bulletin 270B off with water. or) so me 
is a guide to polyphase, single phase A 
and direct current motor applications, Order through your Electrical Supply House 
characteristics and designs. Up-to- 


date information on motors of 1/20 ADAM ‘eele) 4 SONS, INC. 


to 400 hp are included in the guide : eka 
available from Century Electric Co., Electrical Products Division 


St Louis, Mo 5 N. STILES STREET . LINDEN, N. J. 








Lighting Equipment—ll]lustrations and 


data on their complete line of lighting P 0 Ww € B® C Q A £ T STOCKS 


equipment for industrial, commercial 


and residential applications are in- PRIMARY FOR IMMEDIATE 
cluded in a 28-page catalog released 
by Steber Mfg. Co., Broadview, III BUS SUPPORTS SHIPMENT 
New book features floodlights, lamp 
holders, mounting accessories, reflec 
tors and fluorescent fixtures © Contractors, Industrials, and 
ee | | Utilities rely on the accuracy 
iering Truck ulletin 621, avai 
able from The Raymond Corp., . of these Bus Supports fo meet 
Greene, N. Y., describes new single = exacting service condifions. 
wheel drive truck designed for nar Available for Indoor and Out- 
row aisle operations and said to have : 
: ervice — flat or 

a capacity of 4000 Ibs. Full specifica- door ’ Cont { = 
tions on the industrial battery pow mounting. Contorm to 
ered truck are included in the new standards. POWERCRAFT in- 
bulletin. : ' viles your inquiries on any 
1 " - tein A special Bus Support require- 
amp Annunciators ulletin§ § / 

ment. Other POWERCRAFT 


200, a 24-page catalog describes new 


line of flexible, modular industrial : ; : Products . . . Indoor and Out- 
lamp annunciator systems produced ; door Disconnecting Switches, 
by Edwards Co., Inc., is now avail- | . Bus Clamps, Power Connec- 


able For each of the new systems, 


series p-470, 471, 472 and 473 : lors, Pipe Frame Fittings for 


complete information is given. 114" |. P. S. Pipe, and Clamp 


Insulator Supports. 
Conduit—Six-page bulletin describes 
application and specifications of rigid SEND FOR NEW CATALOG. 


Koroseal (polyvinyl chloride) pipe. p C 
Bulletin No. 10051 available from OWERCRAFT ORPORATION 
B. F. Goodrich, Koroseal Div., 500 2215 De Kalb St. Phone Prospect 6-4532 ST. LOUIS 4, MO. 
South Main St. Akron, Ohio. Since 1932 
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Now... 
STRINGER 
— — — Supplies Every 
LINE-TRUCK Safety 
Equipment ltem— 
Of Highest Quality— 
AND 
STRINGER Presents 
A High Profit Discount 
Plan to Wholesalers 


| th | Ht 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee's M 


OBITUARIES 














PORTABLE POWER 
CUTS YOUR COSTS 





3500 
WATT 


a 


Other Sizes 600 Watt to 
1OOKW All Voltages. Phases. 


USE POWER TOOLS WITH DEPENDABLE 


WIN Powel ELEC 
———FOWER pu: 
You save 4 big ways with a 


WINPOWER electric plant: 

(1) automatically idles plant when load 
is off cuts fuel cost 
lowers noise extends 
life; 

) costs less to buy 
beat all competition; 
speeds up production by supplying 
low cost, instant power on the job; 
gives you long and dependable 
service backed by 35 years of 
manufacturing experience. Portable 
cradle units or two wheel dolly 
types 

FREE BROCHURE AND COMPLETE INFOR 

MATION SENT BY RETURN MAIL 


WINPOWER MFG. CO. 
Wyle EW | 








engine 


priced to 


NEWTON, IOWA 


Heinrich F. Schmidt 


Heinrich F. Schmidt, treasurer of the 
Intersate Electrical Supply Co., New 
Orleans, La. died on April 28, at the 
Schmidt was appointed 
treasurer of Interstate Electrical Sup- 
ply when the firm merged with Elec- 
Supply Co. of New Orleans 
last year. He had previously been 
general manager and = secretary of 
Electrical Supply 


age of 69 


trical 


Harry S. Davis 


Harry S manufac- 
Jobbers 


Minn 


years 


electrical 
turers Electrical 
Equipment Co., Minneapolis, 
died on April 27. He was 71 
old. Davis was an officer and director 
of the North Central Electrical 
League for the past twelve years and 
was president of the North Central 
Electrical Manufacturers’ Club in 
1947-48 


Davis, 


agent of 





Sixth National Electrical Ex- 
will be held at Convention 
Las Nevada, Oct 

This coincides with the anniver- 

National Electrical Con- 


SPOnsors 


The 
position 
Center Vegas 
24-26 
sary of the 


tractor’s Association, the 





Two New Minerallac Quality Products 
Designed for Jobs Too Heavy for 
Standard Jiffy Clips 


MINERALLAC 


Heavy Duty 10 Medium 
JIFFY CLIPS 














Also 
available 
without 
mounting 
hole for 

use with gun. 


NS 


patent pending 


THIS INVERTED RIB 
DOES THE JOB 


Made of heavier materials! Has exclusive 
inverted rib, that provides more strength at 
the bend of clip . . . and, of course, adds 
the benefits of famous “Snap On” feature! 
In stock in Zinc-Plated Steel for Thin sc. 
or Rigid Conduit up to 6”. (Hot Dipped Gal 


vanized may be obtained on order) Can be 
substituted for malleable clips 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, Ill. 


You'll be happy 
selling 


KNOPP 


Voltage Testers 


@ More user-value at Less Cost— 
means more turnover for you at go 
profit margins 
@ Five Safety Feotures- 
Knopp Veltene Testers sell themseives 
@ Rugged, Reliable— 
bui goodwill and repeat sales tor you 
Tell if circuit is open or closed; magnitude 
of voltage between 110 and 600 a-c or d-c 
pure or rectified; 25 or 60 cycles 
Two models. Free Sales Aids 
Write today for full details 


To) =) oe Los 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc 


Dept. A-12 1307 66th St., Oakland 8, Calif. 


| WRITE FOR 
CATALOG 


MINERALLAC EGiuyitniriece 


1045 EVANS ST., CINCINNATI 4, OHIO 
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NEW PRODUCTS YOU CAN USE 





Storage Rack 


Rapids-Standard Co 
Rapids, Mich 
New 
track wide 


wide, 1|'!2-in 


Inc Grand 


rack 


live 
with 


features flow 
face wheels 1'%-in 
diameter, with wheels 
Iwo hub lengths are 
for setting wheels close 
frame, other for extend- 
way from the frame. Units 
can be designed to handle loads of 40 
lbs. /ft., maker 


storage 


3-in 
available, one 
to flow track 
ing them 


on centers. 


claims 


Appliance Truck 

Nutting 
ha ‘lt Mi Li 
The 


warehouse 


Truck and Caster Co., Fari- 


Traveler” and 
handling 
tubular steel 
web strap with buckle, 


and curved crossbars 


Called 
for 
features 


designed 
chores, unit 
construction, 
rubber wheels, 
Width is 
is 60-1ns 


21-% 


Ins 


and height 


Drive Unit for Drills 


Stanley Tools Dir The 
Works, New Britain, Conn 


High 


designed 


Stanley 


H352 


said to 


torque drive attachment 
for 


drill’s 


electric drills, is 
times for 
all driving and drilling applications 
Unit hand clutch, 


drive. snap-in bit holder 


increase power seven 


features reversible 
snap-in bits 


and in sq socket wrench adapter 


Designed to fit — 
INDUSTRIES 


MILWAUKEE SAWZALL « RCS SUPERSAW 
SKIL RECIPRO SAW « PORTER-CABLE MULTI-SAW 


and many others 


wisT RezisrTr 


Independent Blade Co. Div 
East Haven 12, Connecticut 


WESTLUND 


i ond literature 


y it Yourself! 
on request. 


FRE 


If your customers bend or break more blades than they wear out, 
Tr 
Blad 


solve their problem with — 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES 


WANTED 


POSITIONS WANTED 


BUSINESS OPPORTUNITIES 


DISPLAYED 





for Employment is $16.00 per inch f 
Other than a t 


An advertising ineh i 


0. Box 12, New York 36, N. Y 





RATES 


Send ow 4 ‘ADS or ‘taquivies to Classified Adv of ELECTRICAL WHOLESALING 


UNDISPLAYED 
$1.50 per line minimum 3 
vance payment count 


lines. To figure ad- 
>) average words as a line 
Box numbers ‘ 
Position Wanted ads are 


oer of fos ff 


for July issue closing June 15th 











Announcing 
MANUFACTURERS REPRESE 
SERVICE 


with 
GESCO, 


{dministration 


General Electric, 


11720 Edgewater Drive 





NTATIVE 


FOR HIGH QUALITY WIRING 
DEVICES-CONSTRUCTION MATERIAL-ALL 
LIGHTING—IN EXPANDING OHIO MARKET 


30 Years Selling and Sales 
Sylvania, 


j 
Illuminating Co 


DAVID J. BOWDEN 


Lakewood ? 





POSITION VACANT 


Assistant Supply Dept. Manager in R 


in electrical 


1.—Must 


whole 


and 
urat 
Please answe1 
rainin 


Electrical Whi esaling 


SELLING OPPORTUNITIES AVAILABLE 
Representatives wanted: Outlet and Switchboxes, 


omplete line. Inquiries from 


invited. RW-9470, Elects 


interested ayent 
ical Wholesaling 
Louisville, Kentucky and 


areas to « 


Indianapolis, indiana 
mtact electrical wholesale m our 
L ‘Sealflex Underwriters Approved I iquid 
yntheti« Covered Conduit 

4 


ite S and othe 


pecialt exible conduit oduct Commissior 
basis. In 


Electrical 


reply list allied line 


Wholesalin 


Manufacturers Reps wanted for 
ine fittings company Protected Area 

Illinois, New Jersey. Quicktime Electrical ? od 

icts Co., 3643 W. 11'th Pl. Chgo, 4 Ill 


growing short- 


SELLING OPPORTUNITIES WANTED 


Manufacturers Representative covering Northern 

New Jer additional quality lines for 
Electrical RA-S2k¢ Electrica 
Wholesaling 


ey desires 


Whole 


alers 


Aggressive Agency with office 


Seattle 


in Portiand & 
desire additional Ines in 
lizhting, or other Staple lines to ‘wholesale 
in Oregon & Washington 
Wholesaling 


residentia 
trade 
RA-446 Electrical 


Mfg. Rep: Calling on electrical 
archt. in Ill. and Mo 
RA-4377, Electrical 


dist., contr., 
would like 
Wholesalin 


t\ 
twe 


lines 





MANUFACTURERS! 


You will receive better results from 

your “Representative Wanted ad- 

vertising” if you will state in your 

copy what territory or territories 
| are available. 











ELECTRIC HEATING 
Representative Wanted 
for Kentucky, Southern I/linois 

and Southern Indiana 


ut mot es 


electric 


Electric 
bu 


sential, if 
specialties 
against comm 


Write: Sales 


MARKEL Electric Products, 


Manager 


Inc. 


145 SENECA ST BUFFALO 3, N.Y 








AGGRESSIVE MANUFACTURERS AGENCY 
organization 
Penna So 
seeks 


with warehouse 
Jersey Md 4‘ Dist of Columbia 
addition of two basic supply lines such as 
Boxes, Fittings, Wire ete Will consider any 
Western Mfg. Can offer Atiantic Coast dis 
tribution if desired 

RA 4436 Electr 
P. 0. Box 12 


covering Eastern 


entire 


ical Wholesaling Cla Adv. Div 
N.Y 6, N.Y 











SELLING OPPORTUNITIES WANTED 


Attention Manufacturers: New a agen 


Je 


atior ene 
VM, I 
Established Sales Representatives covering 
eek good ne l erage RA-442¢ hele 
il Wholesa 
re desires one additional line to sell in 
wdditior nown wiring device line now 
carried. B t ingt Norfolk and 
surroundir A-456 ectrical Whol 
Mfgrs’ Repr 


esalin 
working Eastern Wisconsin and 
weking Quality Lines. t Min 
tic ghting Training oung 
t rence ED -Ward and 
S mroe Ave Green Bay, Wis- 


tility 


| Wholesaler salesman wre management experi- 


ence d ones ai 


ributor ref orth At t ates, but will 

onside the ‘ {A-44k etrical Whole 

saling. 

Experienced manufacturers agency desires addi- 
tions f exas and Louisiana. We call 


Electrics ho ‘ ects and Engi 


163 





ighing dea 
{0 que wings 


to the imagination 


60 PAGES IN FULL COLOR 


iThis new lighting fixture catalog in- 
structs, intrigues and excites — even as 
it displays a product line of unmatched 
breadth of selection and ability to sat- 
isfy a particular need. Budget-priced 
favorites and superb decorator lumi- 
naires alike are found on these pages 
|. » » a8 are dimming and photo-electric 
light controls; a complete range of 
pendants and pulldowns, posts and lan- 
terns; fluorescent and recess lighting 
\Profusely and handsomely illustrated in 
full color . . . descriptions that are in- 
formative and action-provoking. This 
happy combination of merchandise, ar- 
tistry and text adds up to a catalog that 
will be a delightful source of reference 
for all home decorators. 


PROGRESS MANUFACTURING CO., INC. 
Dept. EW Philadelphia 34, Pa 


Please send me FREE copy(s) of your 


new No, 105 Catalog 
Name 

\Company 

Address 


ADVERTISERS’ INDEX 
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Co., The 120, 

Auth Electric Co., Ine. 
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RUGGED YEARS AHEAD... 


that’s why the job demands SLIPKNOT 


FREE CUT; Whether you're splicing transmission lines or 


E residential outlets, every splice you make 


| must be final, safe and permanent. You can't 
afford any tape but the hest and the best 
costs no more. SLIPKNOT PLASTIC ELECTRICAL 

ZS> 


TAPE is the choice of the country’s most expe 
~ rienced electricians, because it handles easily, 


conforms readily, and snugs and stays down, 


With adhesive permanently anchored to 
vinyl base, with controlled tension for proper 
stretch without dangerous thinning with 
absolute conformity, roll after perfect roll 
no wonder SLIPKNOT is the specified tape. The 
patented cutter, packed free with every 66-foot 
roll, speeds the job and saves you money 


Find out why SLIPKNOT is found in all the 


A> 
st 
ss best splices Try a roll today 


CANTON = maSSATH 


x] 
SOLD ONLY 
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PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 Makers of SLIPKNOT FRICTION TAPE — most widely used in the world CANTON, MASSACHUSETTS 





HELP YOUR CUSTOMERS SELECT PROTECTIVE 
DEVICES For Electric Circuits, Motors, Appliances and Apparatus 


BUSS and FUSETRON Fuses provide the highest 
degree of protection available. They have no hinges or 
pivots, latches or contacts to stick or to get our of order 
and possibly fail to function at the very moment when 
their operation means safety from serious fire and acci- 
dental hazards. No periodic inspections, recalibration 
and corresponding down-time is required. A fuse is just 
as safe and accurate 20 years or longer after installation 
as it is on the day installed. 


BUSS One-Time Fuses: For cir- 


’ ; 
¢ cuits such as lighting or heating 


‘ 4 > 
4 4 feeders or branches, where no mo- 
4 ff tors are connected and magnitude of 
Pu possible fault currents is not over 
10,000 amperes, they offer the most 


economical protection. Ask for bulletin NCS. 


BUSS Super-Lag Renew- 
able Fuses: Provide the low- 
est possible cost of fuse pro 
tection where conditions 
encountered are such as to ex 
pect periodic —short-circuits 
Their greater time-lag at 200 
to 3OO0‘ 
motor starting currents or harmless overloads, yet they 


overloads guards against useless blows from 


open faster on short-circuits than ordinary fuses. 
Ask for bulletin RCS. 


FUSETRON dual-element Fuses: 
Ordinary fuses and breakers in most 
cases protect only against short-cir- 
Fusetron fuses offer 


: 
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cuits but 
all-purpose protection. 
FUSETRON Fuses... Protect against heavy short- 
circuits have an interrupting capacity of 100,000 
amps. rms symmetrical. Protect against needless blows 
caused by harmless overloads or by excessive heating. 
Protect motors and equipment against burnout due 
to overloading or single phasing. Protect panels and 
switches against damage from heating due to poor 
contact. Permit use of proper size switches and panels. 
Fuses fit standard fuse holders made in all sizes 
from 1 10 to 600 amperes, both 250 and 600 volt 
ranges. Ask for bulletin F/S., 


Buss LOW-PEAK Fuses: Provide 
maximum protection to circuits and 
equipment because they . . . Safely 
interrupt faults up to 200,000 amps. 

Limit fault currents to very low 
values Hold 500‘; load for 
minimum of ten seconds. 


S 
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Protect Mains, Feeders, Branch Circuits, Motors, 
Controllers, Switches no matter whether fault cur- 
rent is 1,000 amps., 100,000 or as high as 200,000 
amps. 

Reduce stresses and prevent damage to Paneiboards, 
Switches, Motor Controllers other circuit compo- 
nents because let-thru fault currents are limited to 
exceptionally low values. 

Prevent waste of time and money because long 
time-lag keeps them from opening needlessly on harm- 
less overloads. 


Permit increasing interrupting capacity and current 
limitation on present system at minimum cost. Fuses 
fit standard switches and panelboards made in all 
sizes from 15 to 600 amps., both 250 and 600 volt 
ranges. Ask for bulletin LPCS. 


BUSS Hi-Cap Fuses: Safe protection 
for loads above 600 and up to 6000 
amps. Have interrupting rating of 
200,000 amps. rms symmetrical at 600 
volts or less. High speed operation on 
heavy shorts limits current to safe 
values. Minimizes damage to equip- 
ment and cuts down dangerous stresses 
in transformers. Can be coordinated with FUSETRON 
and Buss LOW-PEAK fuses to limit outages to 
circuit of origin. Ask for bulletin HCS. 


BUSS Limitron Fuses: On _ short- 
circuit, these fuses limit fault current 
to very low values and have an 
interrupting rating of 200,000 am- 
peres rms symmetrical on voltages up 
to 600. Limitron fuses are used to 
protect circuit breakers, semi-con- 
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ductor rectifiers, to take faulted capacitors off the 
line or wherever fuses with very fast opening time on 
high fault currents are needed. Ask for Bulletin HLS. 


BUSS Clear Window Plug Fuses —— one- 
piece body and “safety’”’ design guarantee Ww 
protection. They are more convenient too ae 
because a blown fuse can be seen even when = g 
the light is poor. Ask for bulletin WUS. 


FUSETRON dual-element Plug Fuses: 
Safely reduce needless blowing of plug fuses 
yet give full protection against short- 
circuits and _ over-loads. 


Ask for bulletin TCPS. 
Buss FUSTATS (have type S base) — like 


Fusetron fuses they stop needless blows 

but their type S base prevents anyone from 

replacing them with penny or substitute, or 

using a size too large to protect. Fit 

regular plug fuseholders through use of inexpensive 
adapter that locks in place. Safe protection REMAINS 
SAFE. Ask for bulletin SCPS. 


O to 14 Ampere Buss FUSTATS 
and apparatus of voltages up to 125 amp. against 
burnout. They have the Underwriters’ approval for 
both motor-running and _= short-circuit protection. 
Ask for bulletin SMPS. 


— BUSS and FUSETRON Small 

v= Dimension Fuses for protection 

_ of TV, Radio, Instruments, Radar, 

Avionics and Electronic Equip- 

ment. A complete line of fuses is available. Made 

in dual-element ‘‘slow-blowing’”’, and_ single-element 

“‘quick-acting”’ types, in sizes from 1/500 amp. up.. . 

plus a companion line of fuse clips, blocks and holders. 
Ask for bulletin SFB. 


protect motors 


BUSSMANN MFG. DIVISION, McGraw-Edison Co., St. Louis 7, Mo. 














